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New  York  outage  wreaks  havoc  with  nets 


Li.  Merrill  Lynch 
&  Co.,  Inc. 
headquarters 

[2  Five  New  York 
Futures  Exchanges’ 
trading  and  data 
processing  facilities 

[3j  Dow  Jones  &  Co., 

Inc.  headquarters  and 
data  center 

S3  American  Stock  Exchange 
trading  floor 

H3  Federal  Reserve  Bank  of  New  York 
headquarters  and  data  center 

Area  of  the  blackout  (shaded)  and  some 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


S3  Fundamental 
Brokers,  Inc. 
headquarters  and 
data  center 

Iz]  Manufacturers 
Hanover  Trust  Co. 
data  center  and 
office  complex 

S3  Citibank,  N.A. 
data  center 


major  network  facilities  affected. 

SOURCE:  COMPANY  REPORTS 


Performance  limits  push 
NetWare  users  to  upgrade 


By  Laura  DiDio 

Senior  Editor 


Manhattan  blackout 
cripples  user  nets 

Users  resort  to  disaster  plans  after  Con  Ed  fire 
darkens  heart  of  New  York’s  financial  district. 

By  Barton  Crockett 

Senior  Editor 


IBM  plans 
Sept,  product 
unveilings 

By  Paul  Desmond 

_ Senior  Editor _ 

IBM  is  planning  to  announce 
next  month  a  host  of  products 
that  are  expected  to  include  a  new 
OS/ 2 -based  graphical  interface 
and  LU  6.2  support  for  NetView, 
as  well  as  tools  for  managing  dis¬ 
tributed  LANs. 

Analysts  said  they  also  expect 
IBM  to  announce  enhancements 
to  its  Open  Systems  Interconnec¬ 
tion/Communications  Subsys¬ 
tem,  including  support  for  local- 
area  network  connections  to  OSI 
applications  and  an  X.400  elec¬ 
tronic  mail  gateway. 

The  new  IBM-developed  Net- 
View  graphical  interface  prom¬ 
ises  to  make  the  integrated  net¬ 
work  management  system  easier 
to  use. 

In  addition,  LU  6.2  support 
could  make  it  easier  to  link  non- 
IBM  management  systems  to  Net- 
View  and  spur  development  of 
more  sophisticated  net  manage¬ 
ment  applications. 

The  new  LAN  management 
tools  will  enable  users  to  monitor 
and  control  multiple  distributed 
LANs  from  a  central  site. 

IBM  declined  to  comment  on 
the  upcoming  announcements. 

According  to  Dick  Boyle,  pro¬ 
gram  director  at  Gartner  Group, 
Inc.,  a  consultancy  in  Stamford, 
Conn.,  IBM’s  homegrown  graphi- 
(continued  on  page  49) 


PROVO,  Utah  —  Users  are  mi¬ 
grating  in  increasing  numbers  to 
Novell,  Inc.’s  NetWare  386  be¬ 
cause  a  design  limitation  in  earli¬ 
er  versions  of  the  network  oper¬ 
ating  system  has  made  it  difficult 
for  them  to  expand  LANs  without 
suffering  performance  problems. 

As  users  add  network  inter¬ 
face  cards,  printers,  large  disk 
storage  subsystems  and  memory¬ 
intensive  applications  to  Intel 
Corp.  80286-based  NetWare  file 
servers,  performance  degrades 


and,  in  some  instances,  the  server 
may  lock  up. 

The  problem  stems  from 
memory  constraints  imposed  by 
the  80286  microprocessor.  Be¬ 
cause  of  those  constraints,  Net¬ 
Ware  can  utilize  only  a  small 
amount  of  memory  for  its  file  ser¬ 
vice  processes  (FSP),  which  han¬ 
dle  requests  from  client  worksta¬ 
tions  for  various  net  services, 
including  print,  file  and  applica¬ 
tion  services. 

As  the  network  grows,  FSPs 
contend  for  memory,  delaying 
(continued  on  page  49) 


NEW  YORK  —  A  massive  pow¬ 
er  outage  in  lower  Manhattan  dis¬ 
rupted  vital  financial  networks 
last  week,  delaying  billions  of 
dollars  in  funds  transfers,  shut¬ 
ting  down  trading  firms  and  ex¬ 
changes,  and  forcing  dozens  of 
users  to  implement  disaster  re¬ 
covery  plans. 

A  three-hour  blaze  last  Mon¬ 
day  in  a  Consolidated  Edison  Co. 
of  New  York,  Inc.  (Con  Ed)  power 
station  cut  off  electrical  service  to 
about  4,100  customers  in  the 
city’s  financial  district.  Net  oper¬ 
ations  were  halted  or  disrupted  at 
such  financial  heavyweights  as 
the  Federal  Reserve  Bank  of  New 
York,  the  American  Stock  Ex¬ 
change,  Citibank,  N.A.  and  Dow 
Jones  &  Co.,  Inc. 

While  service  to  most  users 
was  restored  within  eight  hours, 
nearly  1,600  Con  Ed  customers 
were  expected  to  suffer  outages 
lasting  up  to  six  days.  Users  were 
forced  to  cut  over  generators  or 
move  to  their  own  backup  data 
centers  or  disaster  recovery  facil¬ 
ities  operated  by  such  firms  as 
Comdisco  Recovery  Services,  Inc. 
and  SunGard  Recovery  Services, 
Inc.  Some  were  forced  to  shut 
down  completely. 

Comdisco  said  a  record  10 


customers  declared  disasters  and 
moved  operations  to  its  facilities, 
more  than  during  the  October 
1989  San  Francisco  earthquake, 
( continued  on  page  48 ) 


U.S.  losing  ground 


Worldwide  market  share  in 
selected  telecommunications 
categories 


1984 

1987 

Data  PBXs 

100% 

36% 

Statistical 

multiplexers 

94% 

35% 

Fiber  optics 

75% 

50% 

Modems 

49% 

37% 

Central  office 
switching 

30% 

24% 

PBXs 

29% 

26% 

NTIA  urges  reforms  to  improve 
U.S.  competitiveness  in  world 
network  market,  story  page  6. 

SOURCE:  U.S.  DEPARTMENT  OF  COMMERCE 
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TCA  product 
rollout  set 
by  Timeplex 

By  Bob  Brown 

Senior  Editor 

WOODCLIFF  LAKE,  N.J.  — 
Timeplex,  Inc.  is  expected  to  an¬ 
nounce  an  array  of  new  products 
next  month,  including  an  ISDN 
interface  for  its  Link  +  T-l  multi¬ 
plexers  and  enhancements  to  its 
Time/View  2000  net  manage¬ 
ment  system,  Network  World 
has  learned. 

According  to  sources  familiar 
with  the  announcements,  the  new 
Timeplex  products  will  be  un¬ 
veiled  at  the  Tele-Communica¬ 
tions  Association,  Inc.  Annual 
Conference  in  San  Diego  in  late 
September  and  should  be  deliv¬ 
ered  within  six  months  of  their  in¬ 
troduction. 

Timeplex  is  also  expected  to 
release  statements  of  direction 
regarding  frame  relay  support  for 
its  family  of  Link+  multiplexers 
and  expanded  protocol  support 
for  its  Time/LAN  100  routers. 

(continued  on  page  8) 
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Bush’s  policy-making 
team  one  year  later 


By  Alan  Pearce 

Special  to  Network  World 

The  members  of  President 
Bush’s  communications  policy¬ 
making  team  have  a  vision  of 
the  future  in  which  the  U.S. 
leads  the  world  into  the  infor¬ 
mation  age.  Pursuing  that  vi¬ 
sion  seems  to  require  that  they 
take  a  tough  stance  on  enforce¬ 
ment  of  regulatory  rules. 

Federal  Communications 
Commission  Chairman  Alfred 
Sikes,  for  example,  is  fighting  to 
reestablish  the  credibility  of  his 
agency  by  strictly  enforcing  the 


rules  and  vigorously  promoting 
competition. 

In  addition,  Bush’s  “trust 
busters”  at  both  the  Depart¬ 
ment  of  Justice  and  the  Federal 
Trade  Commission  (FTC)  ap¬ 
pear  committed  to  enforcement 
of  the  Modified  Final  Judgment. 
And  National  Telecommunica¬ 
tions  and  Information  Adminis¬ 
tration  (NTIA)  Chief  Janice 
Obuchowski  has  shown  that  the 
NTIA  is  capable  of  playing  a 
prominent  role  in  policy-set- 
ting. 

(continued  on  page  31) 


Microsoft  puts  full  force 
behind  latest  SQL  Server 

Software  company  unveils  enhanced  version  of 
DBMS,  expanded  sales  and  support  programs. 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

REDMOND,  Wash.  —  Micro¬ 
soft  Corp.  last  week  released  an 
upgraded  version  of  its  OS/2  SQL 
Server  and  has  taken  distribution 
and  support  of  the  product  firmly 
into  its  own  hands  with  an  ex¬ 
panded  staff  and  a  big  push  into 
the  reseller  channels. 

SQL  Server  1 . 1  is  easier  to  ad¬ 
minister  and  features  smaller  and 
faster  client-side  interface  soft¬ 
ware,  new  pricing  options  and 
new  application  development 
tools.  Microsoft  said  it  hopes  the 
new  features  —  along  with  what 
it  calls  “tremendously”  expand¬ 
ed  availability  and  support  —  will 


help  boost  sales  of  what  to  date 
has  been  a  widely  acclaimed  but 
sparsely  implemented  product. 

The  first  release  of  the  SQL 
Server  data  base  management 
system  was  hampered  by  a  lack  of 
front-end  development  tools  and 
incompatibility  with  the  most 
widely  installed  network  operat¬ 
ing  system,  Novell,  Inc.’s  Net¬ 
Ware.  Exacerbating  these  prob¬ 
lems  was  a  falling-out  between 
Microsoft  and  Ashton-Tate  Corp., 
which  had  exclusive  retail  distri¬ 
bution  rights  to  SQL  Server  until 
last  January. 

The  exit  of  Ashton-Tate  from 
center  stage  created  a  void  that 
(continued  on  page  48) 


U.K.  firm  to  use  new  SNMP 
feature  of  AT&T  Integrator 

Unannounced  tool  will  aid  in  LAN  management. 


By  Paul  Desmond 

Senior  Editor 

LONDON  —  National  Power 
PLC  last  week  said  it  plans  to  be¬ 
come  the  first  U.K.  user  of  AT&T’s 
Accumaster  Integrator  and  will 
use  new  Simple  Network  Manage¬ 
ment  Protocol  (SNMP)  software 
for  Integrator  to  monitor  and 
control  its  DECnet  and  TCP/IP 
local-area  networks. 

AT&T  has  not  yet  announced 
SNMP  support  for  its  integrated 
net  management  system.  Such  a 
feature  would  be  a  radical  de¬ 
parture  for  Integrator,  which  to¬ 
day  supports  solely  Open  Sys¬ 
tems  Interconnection-based  pro¬ 
tocols. 

Ray  Gianni,  Accumaster  sys¬ 


tems  product  manager  at  AT&T, 
last  week  confirmed  that  AT&T  is 
working  to  add  SNMP  support  to 
the  Integrator. 

‘  ‘We  are  looking  at  how  to  pro¬ 
vide  that  SNMP  support,”  Gianni 
said,  although  he  declined  to  say 
when  such  an  enhancement 
would  be  announced.  An  AT&T 
spokesman  said  other  Integrator 
users  have  also  requested  SNMP 
support. 

SNMP  is  the  net  management 
protocol  for  Transmission  Con¬ 
trol  Protocol/Internet  Protocol 
networks. 

National  Power,  which  was 
formed  earlier  this  year  by  the 
breakup  of  a  state-run  utility,  is  in 
( continued  on  page  48) 


Middle  East  crisis  could 
bring  network  sales  slump 


By  Bob  Brown 

_ Senior  Editor _ 

BAGHDAD,  Iraq  —  Industry 
observers  are  anxiously  monitor¬ 
ing  the  Middle  East  crisis,  fearing 
that  network  suppliers  could  be 
hard  hit  if  the  crisis  pushes  the 
U.S.  into  a  recession. 

Since  Iraq  invaded  Kuwait  on 
Aug.  2,  oil  prices  have  risen 
sharply,  the  stock  market  has 
been  reeling  and  there  is  growing 
talk  of  rising  interest  rates  —  all 
of  which  has  fueled  concern  that 
a  recession  is  imminent. 

Indications  are  that  the  con¬ 
flict  could  drag  on  for  several 
months.  A  U.S.-led  blockade  is 
tightening  around  Iraq  and  Ku¬ 
wait,  and  Iraqi  leader  Saddam 


Hussein  shows  no  sign  of  backing 
down,  observers  said. 

“If  this  situation  goes  on  for  a 
couple  more  months  and  we  see 
crude  oil  prices  move  up  [even 
higher],  there  is  a  real  danger  this 
could  push  the  economy  into  a  re¬ 
cession,”  said  Kevin  Lindemer, 
an  energy  analyst  at  Cambridge 
Energy  Research  Associates,  a 
Cambridge,  Mass.,  private  energy 
research  company. 

Analysts  said  that  could  trans¬ 
late  into  a  slowdown  in  sales  for 
network  vendors,  particularly 
those  selling  big-ticket  items. 

“I  don’t  think  any  vendors  are 
recession-proof,”  said  Rick  Kim¬ 
ball,  a  telecommunications  ana- 
/ continued  on  page  8 ) 


Briefs 


MCI,  Telecom*USA  get  merger  nod. 

MCI  Communications  Corp.  and  Telecom*USA,  Inc. 
last  week  received  final  approval  from  state  regula¬ 
tors  for  their  $1.25  billion  merger. 

The  two  carriers  said  they  are  now  working  to 
merge  their  networks,  a  process  that  will  take  about 
18  months  and  require  only  minimal  capital  expen¬ 
ditures,  according  to  an  MCI  spokesman. 

MCI  currently  operates  a  46,000-route-mile  na¬ 
tionwide  network  comprising  17,000  fiber  miles, 
13,000  miles  of  digital  microwave  links  and  16,000 
miles  of  analog  microwave  links. 

Telecom*USA  operates  two  fiber  systems:  a 
2,700-route-mile  net  serving  six  Southeastern 
states  and  another  serving  Iowa  that  spans  460 
miles.  MCI  and  Telecom*USA  use  Digital  Switch 
Corp.  network  switches. 

MCI  and  Telecom*USA  will  first  link  nets  in  sev¬ 
eral  major  cities  and  then  move  on  to  secondary  cit¬ 
ies.  The  carriers’  networks  already  link  Atlanta, 
Greensboro,  N.C.,  and  Washington,  D.C.,  the  MCI 
spokesman  said. 

MCI  and  Telecom*USA  both  operate  fiber  links 
that  run  from  Washington  to  Atlanta.  This  will  en¬ 
able  MCI  to  offer  diverse  routing  between  the  cities, 
the  spokesman  said.  Telecom*USA  currently  leases 
circuits  from  AT&T,  Williams  Telecommunications 
Group,  Inc.  and  other  carriers.  “We’ll  try  to  get  out 
of  those  lease  arrangements  as  soon  as  [possible],” 
he  added. 

AT&T  unveils  int’l  discount  plan.  AT&T 
last  week  unveiled  a  new  promotion  for  its  Switched 
Digital  International  (SDI)  service,  through  which 
users  that  purchase  an  international  private  line  be¬ 
tween  now  and  December  can  receive  a  $200  credit 
against  SDI  usage. 

AT&T  calls  the  promotion  International  Guard¬ 
ian  Plus.  It  applies  to  international  satellite,  fiber¬ 
optic  or  analog  private  lines  to  any  country7.  Cur¬ 
rently,  AT&T  supports  SDI  to  Australia,  France, 
Jamaica,  Japan  and  the  U.K. 

Pioneering  effort.  Microsoft  Corp.  and  Pio¬ 
neer  Software,  Inc.  last  week  released  Q  +  E  2.5,  a 
$149  data  base  querying  and  editing  tool  that  links 
Microsoft’s  Excel  spreadsheet  and  other  Microsoft 
Windows  3  0  applications  to  SQL  Server.  Q  +  E  us¬ 


ers  can  extract  information  from  SQL  Server  data 
bases  and  download  it  into  those  applications  for 
analysis  and  display. 

Window  of  opportunity.  Lotus  Develop¬ 
ment  Corp.  last  week  said  the  latest  release  of  its 
Lotus  Notes  groupware  package,  Version  1.1,  is 
compatible  with  Microsoft  Corp.’s  Microsoft  Win¬ 
dows  3-0. 

The  new  version  takes  advantage  of  Microsoft 
Windows  3  0’s  enhanced  memory  management  sys¬ 
tem  and  will  be  able  to  run  concurrently  with  other 
applications. 

Lotus  Notes  Version  1.1  will  be  shipped  free  of 
charge  to  all  current  users  under  the  company’s 
maintenance  plan.  For  more  information,  contact 
Lotus  at  (800)  327-6148. 

Over  there.  France  Cables  et  Radio,  a  subsid¬ 
iary  of  France  Telecom,  last  week  announced  the  ac¬ 
quisition  of  an  80%  interest  in  Cylix  Communica¬ 
tions  Corp.,  a  Memphis,  Tenn.-based  provider  of 
value-added  net  services  and  very  small  aperture 
terminal  networks. 

Financial  terms  of  the  deal  were  not  disclosed. 

Cylix  will  be  operated  under  its  current  manage¬ 
ment  as  an  independent  subsidiary  of  France  Cables 
et  Radio.  The  agreement  is  expected  to  give  Cylix 
the  financial  backing  needed  to  boost  its  service  of¬ 
ferings  in  the  U.S.  and  to  expand  overseas,  Cylix  ex¬ 
ecutives  said. 

A  COS  for  celebration.The  Corporation 
for  Open  Systems  International  and  Business  Week 
will  hold  a  banquet  and  awards  presentation  honor¬ 
ing  innovations  in  open  systems  computing  and 
communications. 

The  event,  scheduled  for  Sept.  26  at  the  Willard 
Inter-Continental  Hotel  in  Washington,  D.C.,  will 
feature  a  celebrity  roast  of  Robert  Metcalfe,  inven¬ 
tor  of  Ethernet,  founder  of  3Com  Corp.  and  past 
chairman  of  COS’  board  of  directors. 

Roasters  will  include  IBM’s  Ellen  Hancock,  Wil¬ 
liam  Krause  of  3Com,  author  Douglas  Adams,  Gen¬ 
eral  Motors  Corp.’s  Mike  Kaminski  and  space  shuttle 
astronaut  Bob  Crippen. 

Tickets  for  the  event  are  priced  at  $100.  For 
more  information,  call  (703)  883-2732. 
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Introducing  a  better 
way  to  protect  your 

whole  family 


Available  through  your  local  Distributor:  Pioneer  Technologies  Group 
(800)  227-1693,  Avnet  Computer  Technologies  (800)  877-2226, 

RMA  Microtech  (800)  727-2957 


New  network  savers 
from  Emerson  UPS. 

However  you  use  your  network,  a  file 
server  power  problem  can  really  cost  you. 
]n  downtime.  Lost  data. 
And  frustration. 

That’s  why  we’ve  intro¬ 
duced  two  new  Novell- 
compatible  uninterruptible 
power  systems  (UPS)  designed  specifi¬ 
cally  to  protect  your  file  server,  your  whole 
network  and  your  data 

They’re  compact  enough  to  fit  under 
a  desk  Powerful  enough  for  a  file  server 
or  your  entire  LAN— even  those  with 
multiple  drives  and  terminals. 

And  they’re  priced  less  than  even  one 
hour  of  downtime. 


FOR  L  A  N 


NOVIll  LABS 

TESTED  and 
APPROVED 

NetWore  Compohble 


Most  important,  the  UPS  600  and 
UPS  1250  come  from  Emerson,  the 
most  reliable  name  in  computer  power 
protection.  Backed 


by  a  network  of 
support  from  local 
dealers  and  distrib¬ 
utors.  And  nation¬ 
wide  service 
from  the  leading 
supplier  of  UPS 
systems. 


See  how  easy  it  can  be  to 
protect  your  whole  family  Just  call  us  at 
1-800-Back-UPS  today 

EMERSON  UPS 

We  protect  the  ones  you  love. 

©  1989  Emerson  Computer  Fbwer;  a  division  of  the  Emerson  Electric  Co. 

See  The  FAXNeT  Form  on  Page  1 8 


“My  ultimate  PC  system?  Well,  for  starters,  it's  got  to  be  compatible  with  everything  I’ve  got 
already. . .  so  you  can  take  a  floppy from  an  old  PC,  pop  it  into  a  new  one,  and  it  will  work'.’ 


“Networking  PCs  is  a  major  pain.  I’d  like  to  see  PCs  designed  to  do  networking  without  lots  of 
configuration  work. . .  and  still  connect  with  all  the  networks  I’ve  already  installed’.’ 


“We’ve  got  plenty  of  data. . .  the  challenge  is  to  put  it  in  the  hands  of  decision  makers  in  a form 
they  can  use.  The  perfect  PC  would  be  an  ideal  client  to  all  my  information  systems’.’ 


“Every  time  I  turn  around,  vendors  change  the  operating  system  or  interface.  I  want  to  be 
able  to  drop  the  hottest  new  box  on  my  executives’  desks  and  know  their  software  will  run’.’ 


Hidden  camera  reveals  the  se 


Not  long  ago,  we  invited  hundreds  of  IS  managers  to  talk 
about  their  wildest  desires  in  a  personal  computer  system. 

They  talked  We  listened  We  videotaped.  And  when  we 
got  those  tapes  back  to  Silicon  Valley  popped  them  in  the  VCR 
and  started  watching,  it  confirmed  what  we  knew  all  along. 

They  wanted  a  personal  computer  system  that  was  com¬ 
patible  enough  with  their  existing  PCs  to  trade  files  on  floppy 
disks.  Like  Macintosh! 


They  wanted  a  system  with  the  power  and  flexibility  to  run 
thousands  of  business  programs  and  almost  any  kind  of  op¬ 
erating  system:  MS-DOS,  Macintosh  and  UNIX!  like  Macintosh. 

They  wanted  a  graphical  user  interface  with  no  compro¬ 
mise  in  performance.  Like  Macintosh. 

And  they  wanted  all  their  software  to  have  a  single  way 
of  working,  so  training  and  support  costs  could  be  dramatically 
lower.  Like  Macintosh. 


©  1990  Apple  Computer,  Inc.  Apple,  the  Apple  logo  and  Macintosh  are  registered  trademarks,  and  “The  power  to  be  your  best"  is  a  trademark  of  Apple  Computer,  Inc.  UNIX  is  a  registered  trademark  of  AT&T  Corporation.  MS-DOS  is  a  registered  trademark  of  Microsoft  Carp.  The  above  quotes  are  representative  samples  of  what  IS  managers  have  told  us 


“A  graphical  interface  is  clearly  important. . .  users  love  ’em.  But  the  architecture  has  to  be 
designed  to  handle  it  or  the  performance  compromise  is  unacceptable’.' 


“Id  like  to  see  more  discipline  from  software  developers.  Commands  should  be  consistent  for 
every  application  ...it  would  eliminate  the  cost  of constantly  retraining 
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“Macintosh? No  kidding?' 


“My  company’s  needs  go  way  beyond  off-the-shelf  software.  I  need  serious  development  tools 
my  existing  programming  staff can  use  to  develop  custom  apps  quickly  and  easily’.  ’ 


They  wanted  a  system  with  sophisticated  networking  capa¬ 
bilities  built  in,  that  could  let  users  access  almost  any  host  or  file 
server  via  any  kind  of  network.  Like  Macintosh. 

They  wanted  all  these  things  in  a  wide  range  of  personal 
computers.  That  would  all  work  the  same  way  and  run  the 
same  software.  Like  Macintosh. 

And  they  wanted  powerful  development  tools  that  would 
let  their  existing  programming  staff  build  applications  quickly 


and  easily  Like  Macintosh. 

In  short,  they  wanted  everything  that  Macintosh  offers.  But 
they  just  didn’t  realize  they  could  have  it  today. 

For  all  the  details,  see  an  authorized  Apple  reseller  today 
Now  that  we  know  all  of  your  secrets,  it’s  time  you  found 


The  power  to  be  your  best!" 


HP  to  pitch  products  that 
position  minis  as  servers 

Also  will  unveil  new  links  to  IBM  environments. 


US  Sprint  CEO  tries  to  keep 
morale  up  after  big  loss 


By  Jim  Brown 

_ Senior  Editor _ 

BOSTON  —  Hewlett-Packard 
Co.  this  week  is  expected  to  un¬ 
veil  products  that  will  position  its 
minicomputers  as  high-perfor¬ 
mance  servers  for  popular  local- 
area  networks  and  discuss  plans 
to  integrate  its  HP  3000  line  with 
IBM  hosts  more  closely. 

In  a  briefing  here  at  the  In- 
terex  HP  Computer  User’s  Con¬ 
ference,  HP  is  expected  to  an¬ 
nounce  aversion  of  Novell,  Inc.’s 
NetWare  network  operating  sys¬ 
tem  that  will  run  on  HP  3000s  un¬ 
der  the  MPE  operating  system. 

The  company  also  plans  to 
outfit  the  HP  3000  with  software 
that  enables  it  to  support  the 
Named  Pipes  interprocess  com¬ 
munications  facility  in  Microsoft 
Corp.’s  LAN  Manager. 

Together,  the  announcements 
will  enable  LAN  workstation  us¬ 
ers  to  access  HP  3000s  as  high- 
performance  servers  capable  of 
handling  such  compute-intensive 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  The 
Department  of  Commerce  last 
week  issued  a  report  that  lays 
much  of  the  blame  for  the  na¬ 
tion’s  worsening  telecommunica¬ 
tions  trade  imbalance  squarely 
on  the  shoulders  of  U.S.  network 
vendors  and  policymakers. 

The  report  acknowledges  that 
restrictive  trade  practices  in  oth¬ 
er  nations  have  contributed 
greatly  to  the  growing  U.S.  trade 
deficit  in  telecommunications 
products  and  services.  But  it  also 
faults  U.S.  vendors  for  under- 
funding  research  and  develop¬ 
ment,  as  well  as  focusing  on 
short-term  profits  rather  than 
market  share  dominance,  among 
other  things.  The  study  says  the 
government  must  take  steps  to 
improve  the  competitiveness  of 
U.S.  suppliers. 

The  report  was  prepared  by 
the  Commerce  Department’s 
National  Telecommunications 
and  Information  Administration 
(NTIA)  and  its  International 
Trade  Association  (ITA)  units  in 
response  to  a  request  from  Con¬ 
gress  in  1988.  It  is  intended  to 
serve  as  a  guide  to  help  Congress 
and  the  industry  improve  the 
competitiveness  of  U.S.  telecom¬ 
munications  companies  in  an  in¬ 
creasingly  global  marketplace. 

Since  1978,  the  U.S.  has  gone 
from  a  $1.1  billion  trade  surplus 
in  telecommunications  products 
to  a  $1.9  billion  deficit  in  1988, 


tasks  as  engineering  analysis  or 
data  base  lookups. 

The  MPE  version  of  NetWare  is 
based  on  Novell’s  Portable  Net¬ 
Ware,  a  version  of  NetWare  386 
that  can  be  fine-tuned  to  run  un¬ 
der  different  operating  systems. 
HP  licensed  Portable  NetWare  in 
May  1990.  It  said  an  early  release 
would  be  available  for  selected 
customers  by  year  end  and  a  fin¬ 
ished  release  would  hit  the  mar¬ 
ket  early  next  year. 

Sam  Schorr,  director  of  soft¬ 
ware  development  in  L.A.  Gear, 
Inc.’s  MIS  department,  said  the 
product  would  help  the  athletic 
shoe  and  apparel  supplier  inte¬ 
grate  its  25  NetWare  LANs  sup¬ 
porting  600  microcomputers  into 
its  seven  HP  3000s. 

“[With  an  MPE  version  of  Net¬ 
Ware]  we  can  start  writing  appli¬ 
cations  that  run  on  the  HP  and  go 
directly  to  the  PCs  without  going 
through  gateways  and  protocol 
converters,”  Schorr  said. 

HP’s  support  for  Named  Pipes 


the  latest  year  for  which  figures 
are  available. 

The  trade  deficit  began  to 
worsen  dramatically  after  1984, 
when  AT&T  was  broken  up  and 
the  newly  formed  regional  Bell 
holding  companies  began  buying 
goods  from  vendors  all  over  the 
world  rather  than  relying  solely 
on  Western  Electric,  AT&T’s 
manufacturing  arm. 

Between  1984  and  the  end  of 
1987,  U.S.  market  share  in  some 
telecommunications  product  ar¬ 
eas  —  particularly  customer 
premises  equipment  and  digital 
communications  products  —  fell 
as  much  as  70%. 

According  to  Janice  Obuchow- 
ski,  assistant  secretary  for  com¬ 
munications  and  information  at 
the  NTIA,  while  the  U.S.  had 
“thrown  open  the  windows”  of 
the  telecommunications  market 
here  to  competition,  other  coun¬ 
tries  have  had  strong  limits  on 
sales  of  U.S.  equipment. 

“Overall,  the  U.S.  telecom¬ 
munications  industry  is  like  a 
championship  tennis  player  who 
has  had  to  play  most  of  his  inter¬ 
national  games  on  the  downwind 
end  of  the  court,”  Obuchowski 
said. 

But  the  time  has  come  for  U.S. 
vendors  to  recognize  that  their 
own  business  practices  have  con¬ 
tributed  to  the  industry’s  demise, 
according  to  Obuchowski  and  Mi¬ 
chael  Farren,  under  secretary  of 
the  ITA,  at  a  press  conference  last 
week. 


complements  the  vendor’s  joint 
effort  with  3Com  Corp.  to  devel¬ 
op  LAN  Manager/Unix,  which  en¬ 
ables  a  variety  of  Unix  hosts,  in¬ 
cluding  HP  9000s,  to  act  as  LAN 
servers. 

For  IBM  environments,  HP  is 
expected  to  announce  plans  to 
provide  software  links  that  will 
enable  HP  3000  users  to  extract 
data  from  IBM’s  mainframe- 
based  DB2  data  base  manage¬ 
ment  system. 

The  firm  is  also  expected  to 
add  support  for  IBM’s  Systems 
Network  Architecture  Distribu¬ 
tion  Services  (SNADS)  to  the  HP 
3000. 

Analysts  expect  HP  to  detail 
plans  to  build  a  version  of  its 
MPE/XL  operating  system  that 
can  run  applications  developed 
using  Portable  Operating  System 
Interface  (POSIX)  standards. 
Lastly,  HP  is  expected  to  roll  out 
transaction-processing  monitor 
software  for  its  HP  9000  mini¬ 
computers  running  under  HP-UX, 
HP’s  version  of  Unix.  This  will  en¬ 
able  the  vendor  to  position  the 
HP  9000  as  a  transaction  proces¬ 
sor  for  data  base-intensive  appli¬ 
cations  such  as  airline  reserva¬ 
tion  systems,  analysts  said. 

HP  confirmed  that  it  will  an- 
( continued  on  page  48 ) 


“The  solution  to  the  competi¬ 
tive  problems  must  be  found 
within  the  private  sector  itself,” 
Farren  said.  “This  [report],  as 
much  as  anything  else,  is  a  call  to 
the  private  sector  firms  to  do 
some  self-analysis  and  consider 
steps  they  must  take  to  regain 
their  standing  in  the  current  mar¬ 
ket.” 

Among  the  many  problems 
that  hamper  the  international 
competitiveness  of  U.S.  vendors 
are  inadequate  investment  in 
R&D,  insufficient  training  and 
education  of  employees,  and  too 
much  emphasis  on  short-term  fi¬ 
nancial  gains. 

Obuchowski  agreed,  saying 
the  “short-term  orientation  of 
companies  is  a  leading  cause  of 
many  of  the  problems.” 

She  said  a  survey  of  U.S.  and 
Japanese  firms  illustrated  the  dif¬ 
ference  in  corporate  philoso¬ 
phies.  U.S.  firms  said  their  most 
important  concern  was  return  on 
investment,  followed  by  share 
price  increase.  Japanese  firms, 
on  the  other  hand,  rated  market 
share  as  their  most  important 
concern,  followed  by  return  on 
investment  and  introduction  of 
new  products. 

Although  the  Commerce  De¬ 
partment  report  was  critical  of 
U.S.  business  strategies,  it  admits 
that  government  must  step  in  to 
help  resolve  problems  outside 
the  industry’s  control.  For  exam¬ 
ple,  the  report  recommends  that 
the  government  provide  tax  in¬ 
centives  for  investment,  negoti¬ 
ate  freer  trade  rules  with  other 
countries  and  modify  antitrust 
laws  to  encourage  more  cooper¬ 
ative  ventures  among  U.S.  com¬ 
panies.  □ 


By  Anita  Taff 

Washington  Bureau  Chief 

KANSAS  CITY,  Mo.  —  In  a  let¬ 
ter  sent  to  employees  last  week  to 
boost  morale,  William  Esrey, 
chairman  and  chief  executive  of¬ 
ficer  of  US  Sprint  Communica¬ 
tions  Co.,  assured  workers  that 
the  company’s  financial  condi¬ 
tion  is  improving  and  appealed 
for  continued  cooperation. 

Esrey’s  letter,  which  was  dis¬ 
tributed  to  all  US  Sprint  employ¬ 
ees,  was  an  attempt  to  shore  up 
confidence  in  the  face  of  mount¬ 
ing  problems  since  the  carrier 
last  month  announced  it  had  lost 
$42  million  dollars  in  the  second 
quarter.  That  loss  marked  the 
first  time  in  a  year  the  company 
failed  to  show  a  quarterly  profit. 

US  Sprint’s  gloomy  financial 
report  sent  its  stock  price  reeling 
and  forced  the  company  to  begin 
cost-cutting  measures,  which  will 
include  about  1,000  layoffs  by 
the  end  of  the  year.  Those  layoffs, 
which  are  expected  to  take  place 
at  all  levels  of  seniority,  have 
caused  morale  to  suffer  since  no 
one  feels  safe  from  the  cuts, 
sources  inside  the  firm  said. 

Adding  to  the  financial  woes, 
reports  have  surfaced  that  US 
Sprint  is  continuing  to  have  bill- 


By  Laura  DiOio 

_ Senior  Editor _ 

WASHINGTON,  D.C.  —  The 
U.S.  Patent  and  Trademark  Office 
recently  reaffirmed  its  earlier  de¬ 
cision  to  invalidate  key  portions 
of  Olof  Soderblom’s  1984  token¬ 
ring  patent,  which  could  jeopar¬ 
dize  his  licenses  with  more  than 
50  vendors  that  pay  him  royal¬ 
ties. 

In  its  July  24  decision  made 
public  nine  days  ago,  the  Patent 
Office  ruled  that  the  closed-loop 
token-passing  scheme,  which 
forms  the  basis  for  the  IEEE 
802.5  token-ring  technology, 
was  invented  by  AT&T  Bell  Lab¬ 
oratories  engineers  in  the  late 
1960s  and  not  by  Soderblom. 

Although  the  Patent  Office  dis¬ 
allowed  the  five  points  pertaining 
to  closed-loop  token-passing,  the 
office  let  stand  29  other  points 
made  by  Soderblom  in  the  patent 
that  do  not  relate  directly  to  the 
IEEE  802.5  standard. 

Soderblom  said  he  will  appeal 
the  ruling  in  a  written  rebuttal  to 
the  Patent  Office  to  reinstate  the 
five  claims. 

“The  reexamination  process 
will  continue  on  the  five  remain¬ 
ing  claims,”  he  said  in  a  state¬ 
ment  released  last  week.  “I  re- 


ing  problems.  Customers  have 
complained  about  delayed  or  in¬ 
accurate  bills,  and  installation  of 
a  new  billing  system,  the  Invoice 
Processing  System,  has  fallen  be¬ 
hind  schedule  (“Users  criticize 
US  Sprint  for  continued  billing 
problems,”  NW,  Aug.  6). 

In  his  letter,  Esrey  said  the 
company  had  higher  traffic  levels 
in  July  than  in  any  month  this 
year.  In  addition,  he  said  cost¬ 
cutting  measures  had  slowed  ex¬ 
penditures  for  last  month. 

Esrey  told  employees  he  is 
concerned  about  the  “overreac¬ 
tion  and  negative  publicity”  re¬ 
sulting  from  US  Sprint’s  prob¬ 
lems.  He  said  the  company’s 
costs  for  July  had  slowed  and  he 
believes  the  carrier  is  on  firm 
footing. 

“I  feel  July’s  results  are  en¬ 
couraging  and  that  the  funda¬ 
mentals  of  our  company  are 
sound,”  Esrey  said  in  the  letter. 

He  also  downplayed  reports 
about  billing  problems.  “We  have 
no  fundamental  billing  prob¬ 
lems,”  he  said.  “US  Sprint  is  cur¬ 
rently  billing  its  customers  on 
time  and  well  within  accepted  in¬ 
dustry  standards.” 

Esrey  acknowledged  that  the 
( continued  on  page  49) 


main  confident  that  we  will 
obtain  a  similar  confirmation  of 
each  of  the  five  remaining  claims 
after  further  consideration  by  the 
patent  office.” 

Many  vendors  said  privately 
that  if  the  Patent  Office’s  decision 
holds  up  through  the  appeals  pro¬ 
cess,  they  will  break  their  licens¬ 
ing  agreements  with  Soderblom 
and  pass  on  the  cost  savings  to 
end  users. 

“If  the  decisions  surrounding 
this  patent  continue  to  go  against 
Soderblom,  I’d  say  there’s  a  very 
good  chance  we  won’t  be  paying 
him  any  more  royalties  after  next 
year,”  said  an  executive  at  one  to¬ 
ken-ring  manufacturer  who  re¬ 
quested  anonymity. 

The  Patent  Office’s  July  24  de¬ 
cision  is  the  latest  in  a  series  of 
actions  begun  last  March.  At  that 
time,  Wayne  Harding,  an  attor¬ 
ney  with  the  Houston  law  firm  of 
Arnold,  White  &  Durkee,  filed  a 
request  on  behalf  of  an  anony¬ 
mous  vendor  to  reexamine  the 
validity  of  Soderblom’s  token¬ 
ring  patent. 

The  Patent  Office  granted  the 
request  in  April  and  handed  down 
its  initial  ruling  nullifying  key 
portions  of  Soderblom’s  patent  in 
( continued  on  page  49 ) 


Report  faults  regulators, 
vendors  for  telecom  deficit 


Patent  Office  sticks  by  its 
Soderblom  patent  ruling 

Invalidates  key  portions  of  token-passing  claim. 
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At  some  point,  growing  up 

means  giving  up 
something  you  once  loved 


At  first,  you  loved  your  network  operat¬ 
ing  system.  It  made  life  easier  for  you. 

But  now  your  networks  and  needs  are 
growing.  And  you  need  to  tie  everything 
together  into  a  single,  integrated  network. 

Unfortunately,  your  current  network 
operating  system  can’t  handle  it. 

Itude  in  your  old  networks 
for  VINES  ?  And  for  cash  credit . 

Consider  VINES.  It  lets  you  easily  turn 
your  isolated  PC  clusters  into  a  corporate¬ 
wide  PC  network  with  unlimited 
future  capacity. 

VINES’  strong  standards  support  helps 
to  protect  your  current  investment  in 


server  hardware,  communications  equip¬ 
ment  and  applications. 

And  right  now,  you  won’t  lose  your 
networking  software  investment,  either. 
Trade  in  your  present  software  and  we’ll 
give  you  cash  credit  toward  the  purchase 
of  any  VINES  product. 

For  example,  get  a  credit  of  up  to  $3,500 
for  your  copy  of  NetWare® 

Additional  discounts  apply  to 
larger  networks. 

Our  networking  options  for 
your  business  solutions. 

You  don’t  even  have  to  give  up  all  your 
current  networking  software  to  use  VINES. 


Migrate  to  VINES  gradually.  Or  upgrade 
completely  now.  And  join  the  thousands 
of  other  satisfied  users. 

Call  us  at  800-828-2404  (in  MA 
508-898-2828)  for  more  details  on  our 
trade-in  program. 

Isn’t  it  time  you  found  something 
to  love  that  you’ll  never  outgrow? 


|  BAnyAffl 


Networking.  Without  Limits. 

See  The  FAXNeT  Form  on  Page  18 


Banyan  Systems  Incorporated,  120  Flanders  Road,  Westboro,  MA  01581  NetWare  is  a  registered  trademark  of  Novell,  Inc. 


TCA  rollout 
set  by  Timeplex 

continued  from  page  1 

Timeplex  executives  inter¬ 
viewed  last  week,  including  Presi¬ 
dent  Dewaine  Osman,  declined  to 
discuss  product  plans  or  upcom¬ 
ing  statements  of  direction.  The 
company  is  sensitive  to  pre¬ 
announcements  of  products,  hav¬ 
ing  encountered  problems  in  the 
past  with  failing  to  meet  delivery 
schedules  for  major  new  offer¬ 
ings. 

The  executives  did,  however, 
discuss  the  company’s  second- 
quarter  financial  performance, 
which  they  claim  is  the  best  in  its 
21 -year  history  (see  “Timeplex 
upswing  fueled  by  long-awaited 
releases,”  this  page). 

One  of  the  most  important 
products  expected  to  be  an¬ 
nounced  is  an  Integrated  Services 
Digital  Network  Primary  Rate  In¬ 
terface  (PRI)  for  Timeplex’s  line 
of  Link+  multiplexers.  This 
would  better  position  Timeplex 
to  serve  users  with  hybrid  nets 
based  on  public  and  private  net 
services. 

Among  other  things,  PRI  sup¬ 
port  would  enable  users  to  take 
advantage  of  ISDN  bandwidth 
management  features  and  utilize 
ISDN’s  Common  Channel  Signal¬ 
ing  System  7  capabilities. 

“It  would  be  a  smart  move  on 
Timeplex’s  part  to  introduce  an 
ISDN  interface  because  we’ve 
seen  the  emergence  of  hybrid 
networks  as  the  dominant  archi¬ 
tecture  on  which  multiplexers  are 
going  to  reside,”  said  Berge  Ay- 
vazian,  a  vice-president  at  The 
Yankee  Group,  a  Boston-based 


Crisis  could 
bring  slump 

continued  from  page  2 
lyst  at  Montgomery  Securities, 
Inc.  in  San  Francisco.  “Lower  end 
PC  networking  vendors  will  be 
less  vulnerable  than  the  wide- 
area  network  vendors  or  the  guys 
selling  connectivity  products  for 
mainframes  and  minis,  which  in¬ 
volve  more  capital-intensive  pur¬ 
chasing  decisions.” 

Rick  Malone,  a  principal  at 
Vertical  Systems  Group,  a  Ded¬ 
ham,  Mass.,  consulting  firm,  said 
a  softening  in  the  economy  has 
already  put  pressure  on  compa¬ 
nies  to  cut  spending  levels. 

“A  worsening  of  the  economy 
would  only  exacerbate  problems 
for  companies  like  [Network 
Equipment  Technologies,  Inc.] 
and  other  mux  vendors  that  have 
already  felt  the  effects  of  frozen 
capital  expenditures.” 

Since  the  latest  Middle  East 
crisis  began,  “the  administration 
has  moved  quickly  to  dampen  ex¬ 
pectations  by  lowering  estimates 
for  real  GNP,”  said  Bob  Wilkes,  a 
telecommunications  analyst  at 
Brown  Brothers  Harriman  &  Co., 
a  New  York  investment  firm.  “If 
that  means  we’re  headed  for  a  re¬ 
cession,  corporate  [network 
equipment  and  service]  buyers 


consultancy.  “The  functionality 
of  carrier  ISDN  and  virtual  net  of¬ 
ferings  is  going  to  increase.  Time¬ 
plex’s  ability  to  maximize  the  role 
of  the  multiplexer  in  that  envi¬ 
ronment  is  important.” 

Timeplex  is  also  expected  to 
announce  that  its  Time/View 
2000  Network  Management  Sys¬ 
tem  will  run  on  a  Sun  Microsys¬ 
tems,  Inc.  SPARCstation  Reduced 
Instruction  Set  Computer-based 
workstation,  as  well  as  unveil  a 
Time/View  2000  interface  to  Net- 
View. 

Porting  Time/View  2000  to 
the  SPARCstation  is  expected  to 
improve  performance  of  the  net¬ 
work  management  system. 

An  interface  to  NetView  would 
enable  Timeplex’s  Time/View 
2000  Network  Management  Sys¬ 
tem  to  pass  alarms  from  Time¬ 
plex  products  to  NetView  for  us¬ 
ers  that  employ  NetView  as  an 
umbrella  net  management  sys¬ 
tem.  Control  of  Timeplex  prod¬ 
ucts  via  NetView  is  not  expected 
soon,  however. 

“All  of  the  serious  T-l  back¬ 
bone  players  must  have  inter¬ 
faces  to  the  major  global  network 
management  schemes  of  the 
1990s,”  said  Rick  Malone,  a  prin¬ 
cipal  at  Vertical  Systems  Group,  a 
consulting  firm  in  Dedham,  Mass. 
He  declined  to  comment  on 
Timeplex’s  product  plans. 

Timeplex  has  already  estab¬ 
lished  an  interface  to  AT&T’s  Ac- 
cumaster  Integrator  integrated 
net  management  system  and 
would  do  well  to  establish  links 
with  MCI  Communications 
Corp.’s  Integrated  Network  Man¬ 
agement  System  to  encourage 
more  MCI  users  to  employ  Time- 


would  be  affected  right  away.” 

Brian  Siegel,  vice-president  of 
the  electronic  services  depart¬ 
ment  at  National  Westminster 
Bank  USA  in  Melville,  N.Y., 
agreed.  “In  the  financial  indus¬ 
try,  we’re  already  seeing  some 
pressure  on  spending,”  Siegel 
said.  “But  outside  influences,  like 
the  events  in  the  Middle  East, 
could  hurt  the  economy  more.” 

For  vendors,  increased  oil 
prices  could  also  translate  into 
higher  operating  costs,  which 
could  be  passed  on  to  customers. 

Oil  is  needed  to  produce  ener¬ 
gy  to  run  manufacturing  plants 
and  to  produce  plastics  and  other 
materials  used  in  network  equip¬ 
ment.  Rising  gasoline  prices  have 
already  been  responsible  for 
hikes  in  transportation  costs. 

Most  vendors  agreed,  howev¬ 
er,  that  it  is  too  early  to  tell  what 
impact  oil  price  hikes  will  have  on 
their  business. 

“I  think  the  whole  Middle  East 
issue  is  a  concern  for  everybody 
in  our  industry  and  is  something 
to  keep  an  eye  on,”  said  Gerry 
Cregan,  vice-president  of  opera¬ 
tions  at  Netrix  Corp.  in  Herndon, 
Va.  “But  I  don’t  see  any  immedi¬ 
ate  impact  on  product  pricing.” 

Users  may  start  feeling  the 
pinch  of  rising  oil  and  transporta¬ 
tion  costs,  however,  as  vendors 


plex  products,  Ayvazian  said. 

Users  of  the  Timepac  X.25 
packet  switches  can  expect  those 
products  to  be  brought  under  the 
domain  of  the  Time /View  2000 
Network  Management  System. 

Timeplex  is  also  expected  to 
introduce  a  channel  bank,  a  type 
of  T-l  interface  already  offered 
by  rivals  such  as  Newbridge  Net¬ 
works,  Inc.  Details  on  the  chan¬ 
nel  bank  announcement  were  not 
available,  nor  was  pricing  for  any 
of  the  upcoming  products. 

Also  in  September,  Timeplex 
is  expected  to  outline  its  strategy 
for  supporting  frame  relay  and 
fast  packet  switching  through  its 
multiplexers.  The  company  may 
provide  an  interface  card  that  will 
enable  the  devices  to  support 
bandwidth-hungry  applications 
such  as  LAN  interconnection. 

By  incorporating  these  tech¬ 
nologies  into  their  switches,  T-l 
vendors  hope  to  encourage  users 
to  send  more  local-area  network 
and  other  so-called  “bursty”  data 
traffic  over  backbone  nets,  Ma¬ 
lone  said.  “The  industry  will  be 
compelled  to  support  those  appli¬ 
cations  using  a  fast-packet  tech¬ 
nology,”  he  added. 

Timeplex  is  also  expected  to 
discuss  expanded  protocol  sup¬ 
port,  as  well  as  higher  packet 
handling  speeds,  for  its  Time/ 
LAN  100  routers.  The  routers  cur¬ 
rently  support  Transmission 
Control  Protocol/Internet  Proto¬ 
col,  Fiber  Distributed  Data  Inter¬ 
face  and  Ethernet  protocols,  and 
handle  6,000  packet/sec. 

IBM  and  Digital  Equipment 
Corp.  protocols  are  likely  to  be 
supported,  as  well  as  Open  Sys¬ 
tems  Interconnection.^ 


begin  charging  more  for  shipping 
products  to  users,  said  Bridget 
McNiel,  field  service  manager  for 
3Com  Corp.’s  intercontinental 
group. 

Siegel  said  he  isn’t  too  con¬ 
cerned  about  network  equipment 
prices  rising. 

“I  think  the  network  industry 
is  so  competitive  that  the  vendors 
aren’t  going  to  be  able  to  quickly 
pass  any  increased  costs  onto 
customers,”  he  said. 

Some  vendors  said  the  tele¬ 
communications  industry  is  not 
nearly  as  susceptible  to  hikes  in 
oil  prices  as  others,  such  as  the 
airline  industry. 

“I  don’t  think  the  telecom¬ 
munications  industry  will  be  af¬ 
fected  any  more  significantly 
than  any  other  industry,”  said  Ed¬ 
win  Spievack,  president  of  the 
North  American  Telecommunica¬ 
tions  Association,  an  industry 
trade  group  for  network  equip¬ 
ment  makers  and  distributors. 

For  some  vendors,  there  may 
actually  be  a  silver  lining  in  a  re¬ 
cession  brought  on  by  oil  price  in¬ 
creases,  observers  said. 

Videoconferencing  equipment 
and  service  vendors  stand  to  ben¬ 
efit  from  hikes  in  fuel  costs  in  that 
“users  will  be  more  inclined  to 
make  investments  that  help  them 
reduce  travel,”  Wilkes  said.  □ 


Timeplex  upswing  fueled 
by  long-awaited  releases 


WOODCLIFF  LAKE,  N.J.  — 
Timeplex,  Inc.  executives  last 
week  discussed  what  they 
claimed  was  a  banner  first  half, 
explaining  how  the  company 
prospered  while  many  of  its 
competitors  struggled. 

Timeplex’s  second  quarter, 
ended  June  30,  was  the  best  in 
the  company’s  21 -year  history, 
contributing  to  first-half  reve¬ 
nue  increases  of  20%  to  25% 
over  last  year,  company  execu¬ 
tives  said.  (Timeplex  does  not 
report  specific  revenue  or  earn¬ 
ings  information  separately 
from  its  parent,  Unisys  Corp.) 


According  to  Dewaine  Os¬ 
man,  president  of  Timeplex  and 
the  Communications  and  Net¬ 
works  Group  at  Unisys,  several 
factors  contributed  to  Time¬ 
plex’s  strong  showing. 

These  included  demand  for 
the  company’s  long-delayed 
Link/ 100  multiplexers  and 
Time/View  2000  Network  Man¬ 
agement  System,  the  develop¬ 
ment  of  a  closer  relationship  be¬ 
tween  Timeplex  and  Unisys,  and 
continued  strong  sales  over¬ 
seas,  he  said. 

“We’re  doing  well  because 
we’re  back  on  track,”  Osman 
said.  “It’s  no  secret  that  Time¬ 
plex  had  pent-up  demand  over  a 
couple  of  years  for  some  prod¬ 
ucts.” 

This  year,  Timeplex  has  been 
increasingly  successful  selling 
into  existing  Unisys  accounts, 
Osman  said.  Changes  have  been 
made  to  better  compensate  Un¬ 
isys  and  Timeplex  salespeople 
for  working  more  closely  to¬ 
gether,  he  said. 

Last  year,  Osman  added  the 
Timeplex  post  to  his  existing 
post  at  Unisys.  Having  a  role  at 
both  companies  “gives  me  an 
advantage  in  making  sure  that 
what  I  want  to  get  happening 
from  a  Timeplex  point  of  view 
gets  happening  on  the  Unisys 
side,”  Osman  said. 

Berge  Ayvazian,  a  vice-presi¬ 
dent  at  The  Yankee  Group,  a 
market  research  firm  in  Boston, 


agreed,  “The  new  management 
team  finally  started  to  develop 
some  synergy  with  Unisys.” 

Unisys  acquired  Timeplex  in 
January  1988. 

Timeplex  has  also  enjoyed 
expanding  sales  abroad,  Osman 
said.  About  half  of  Timeplex’s 
revenue  comes  from  overseas 
sales,  he  said. 

While  the  U.S.  market  for  T-l 
nets  has  been  saturated  to  some 
extent,  according  to  some  ob¬ 
servers,  the  international  mar¬ 
ket  is  still  hot. 

“Timeplex  is  riding  the  in¬ 
ternational  crest,”  said  Rick 


Malone,  a  principal  at  Vertical 
Systems  Group,  a  Dedham, 
Mass.,  technology  management 
consulting  firm.  Malone  credit¬ 
ed  Timeplex’s  experience  and 
presence  overseas  with  giving  it 
an  international  edge. 

Users  said  they’ve  seen  a  dif¬ 
ference  in  Timeplex  both  here 
and  abroad  during  the  past  year. 

“As  I  watched  Timeplex  for 
the  last  couple  of  years,  the 
company  appeared  to  be  start¬ 
ing  out  behind  other  vendors, 
but  Timeplex  has  made  great 
strides  by  sticking  to  delivery 
schedules  and  providing  good 
service,”  said  Don  O’Connor, 
director  of  global  network  at 
Fluor  Daniel,  Inc.,  a  large  Ir¬ 
vine,  Calif. -based  engineering 
and  construction  firm  that  is  in 
the  midst  of  building  an  interna¬ 
tional  private  net  using  Time¬ 
plex  equipment. 

“Reports  of  Timeplex’s  de¬ 
mise  have  been  greatly  exagger¬ 
ated,”  agreed  Steve  Taylor,  a 
telecommunications  analyst  at 
Distributed  Networking  Asso¬ 
ciates,  a  Greensboro,  N.C.- 
based  consulting  firm.  “Time¬ 
plex  still  has  the  broadest  line  of 
products  in  the  industry  and  is 
the  strongest  competitor  over¬ 
seas.  But  the  real  proof  of  how 
sound  Timeplex  is  will  come 
when  we  see  what  they  an¬ 
nounce  for  products  based  on 
new  technologies.” 

—  Bob  Brown 


Worldwide  T-1  multiplexer  market 


1 990  projected  total  market:  $704  million 


-  Network  Equipment 

Technologies,  Inc. 

Newbridge  Networks,  Inc. 

StrataCom,  Inc. 

Tellabs,  Inc. 

Racal-Milgo 


General  DataComm 
Industries,  Inc. 

CASE/Datatel,  Inc. 


Scitec  Communication 
Systems,  Ltd. 

Infotron  Systems  Corp. 


SOURCE:  PRIVATE  NETWORK  INDUSTRY  ANALYSIS,  1 990.  VERTICAL  SYSTEMS  GROUP,  DEDHAM,  MASS. 
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Worth  Noting 


arketing 

abuses  in  900  number 
services  are  of  serious 
concern  to  legitimate 
businesses  in  the 
industry.  Self¬ 
regulation  through 
development  of 
voluntary  standards 
within  [the 
Information  Industry 
Association]  is  an 
important  step  for  all 
business  people  and 
consumers.” 

Peter  Brennan 

Chairman 

Information  Industry  Association 
Voice  Information  Services 
Division 
Washington,  D.C. 


aeople  & 
Positions 

Terry  Parker  last  week 
was  named  president  of  GTE 
Corp.’s  newly  formed  Tele¬ 
communications  Products  and 
Services  Group. 

Parker  has  been  president 
of  the  GTE  Mobile  Communi¬ 
cations  Division  in  Houston 
since  1988,  and  his  promotion 
is  considered  to  be  an  indica¬ 
tion  of  how  important  cellular 
communications  has  become 
within  the  telecommunica¬ 
tions  industry. 

The  new  group  combines 
GTE’s  government  systems, 
information  services,  mobile 
communications  and  satellite 
network  units.  The  creation  of 
the  new  unit  will  give  Charles 
Lee,  GTE’s  president  and 
chief  operating  officer,  more 
time  to  complete  GTE’s  merg¬ 
er  with  Contel  Corp. 

Several  of  Contel’s  busi¬ 
ness  units  may  fall  under  the 
direction  of  Parker,  though 
those  units  have  yet  to  be  iden¬ 
tified. 

Paul  Kozlowski,  presi¬ 
dent  and  chief  executive  offi¬ 
cer  of  Contel’s  cellular  busi¬ 
ness,  will  replace  Parker  as 
president  of  GTE  Mobile  Com¬ 
munications  after  the  mer- 
ger.  □ 


Snapshot  of  terminal  server  market 


Digital 

Equipment 

Corp. 

50% 


Other 

14% 


cisco  Systems,  Inc. 

—  Datability  Software 
1  Systems,  Inc. 

-  Xyplex,  Inc. 

Ungermann-Bass,  Inc. 

- Emulex  Corp. 

- 3Com  Corp. 


Total  server  ports  shipped  worldwide  in  1989  =  2,058,749 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  INTERNATIONAL  DATA  CORP.  FRAMINGHAM.  MASS. 


Vendor  groups  split  over 
effects  of  RBHC  price  caps 

Some  fear  FCC  plan  will  depress  competition. 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  Net¬ 
work  vendors  and  their  industry 
trade  groups  are  divided  over 
whether  the  FCC’s  proposed  price 
cap  plan  for  regional  Bell  holding 
companies  will  be  a  boon  or  a 
threat  to  equipment  manufactur¬ 
ers. 

At  a  recent  public  forum  on  the 
issue,  the  Computer  and  Commu¬ 
nications  Industry  Association 
(CCIA),  Siemens  Communica¬ 
tions  Systems,  Inc.  and  Integrat¬ 
ed  Network  Corp.  argued  that 
manufacturers  will  benefit  from 
price  caps  because  the  plan  will 
give  local  carriers  the  incentive  to 
modernize  their  networks  in  or¬ 
der  to  reduce  costs. 

But  the  Independent  Data 
Communications  Manufacturers 
Association  (IDCMA)  asserted 
that  if  the  RBHCs  were  granted 
manufacturing  privileges,  they 
could  use  the  rate-setting  powers 
of  price  caps  to  drive  customer 
premises  equipment  manufactur¬ 
ers  out  of  the  market. 

The  FCC  wants  to  replace  the 
Bell  companies’  current  12% 
rate-of-return  regulation  with  a 
price  cap  plan  on  Jan.  1.  Howev¬ 
er,  the  plan  is  meeting  mount¬ 
ing  opposition  from  Congress 
(“Congress  warns  FCC  against 
rapid  change,”  NW,  Aug.  6). 

If  the  plan  is  implemented  as 
currently  written,  the  RBHCs 
could  increase  or  decrease  prices 
for  individual  services  by  5% 
within  specified  categories.  How¬ 
ever,  aggregate  prices  for  the  ser¬ 
vice  group  cannot  exceed  or  fall 
below  limits  set  by  a  complex  for¬ 
mula  that  is  tied  to  inflation  and 
other  cost  variables. 

Ann  LaFrance,  a  telecom¬ 
munications  attorney  with 
Squire,  Sanders  &  Dempsey,  a  law 
firm  that  represents  IDCMA,  said 
the  price  cap  plan  could  give  local 


carriers  the  power  to  unfairly  ma¬ 
nipulate  the  market. 

For  example,  LaFrance  claims 
that  the  Bell  companies  could  set 
digital  data  service  (DDS)  rates 
artificially  high  or  low.  She  said 
the  local  carriers,  for  instance, 
could  make  it  more  attractive  to 
purchase  several  9-6K  bit/sec 
lines  instead  of  a  single  56K  bit/ 
sec  line  capable  of  handling  mul¬ 
tiplexed  data. 

The  effect  would  be  to  discour¬ 
age  sales  of  multiplexers,  thereby 
unfairly  depressing  one  segment 
of  the  equipment  market.  Such 
market  manipulation  could  even¬ 
tually  result  in  some  customer 
premises  equipment  manufactur¬ 
ers  going  out  of  business,  La¬ 
France  said.  ‘ ‘CPE  solutions  could 
be  booted  out  of  the  market,”  she 
said. 

Also,  if  the  RBHCs  are  permit¬ 
ted  to  manufacture  equipment  in 
the  future,  the  ability  to  engage  in 
price  manipulation  under  the 
price  cap  plan  could  become  a 
weapon  in  the  equipment  market, 
LaFrance  said. 

Sales  boost 

Despite  such  fears  that  price 
caps  could  damage  the  industry, 
other  observers  said  they  believe 
that  the  new  form  of  regulation 
would  boost  sales. 

Stephanie  Biddle,  vice-presi¬ 
dent  of  CCIA,  which  represents 
computer  and  network  equip¬ 
ment  vendors,  said  price  caps 
would  contribute  to  the  goal  of 
network  modernization.  Because 
the  plan  allows  the  RBHCs  to  re¬ 
tain  profits  generated  by  cost  sav¬ 
ings,  they  would  be  encouraged 
to  invest  in  newer,  more  efficient 
technology,  she  said. 

The  CCIA  position  runs 
counter  to  that  of  many  price  cap 
opponents  —  including  a  number 
of  user  and  consumer  groups  — 
(continued  on  page  10) 


LAN  leasing  seen  as 
viable  user  option 

Short-term  rentals,  leases  emerge  as  popular  ways 
to  reduce  capital  outlays,  stay  on  leading  edge. 


By  Bob  Brown 

_ Senior  Editor _ 

Leasing  companies,  which 
typically  specialize  in  personal 
computer  or  large  system  leases, 
last  week  said  a  cottage  industry 
is  quickly  forming  to  satisfy  de¬ 
mand  for  short-  and  medium- 
term  leases  for  leading-edge  lo¬ 
cal-area  networks. 

Those  companies  claim  that 
end  users  are  turning  to  rental 
and  lease  arrangements  in  an  at¬ 
tempt  to  stem  capital  spending 
and  stay  on  the  equipment  mar¬ 
ket’s  leading  edge,  rather  than 
making  outright  purchases, 
which  lock  users  into  products 
that  could  become  obsolete. 

“Our  inventory  reflects  mar¬ 
ket  demands,  and  currently,  LANs 
are  hot,”  said  Walt  Kosmowski, 
marketing  manager  for  Electro 
Rent  Corp.,  a  leasing  and  rental 
company  in  Van  Nuys,  Calif. 

Lessors  interviewed  by  Net¬ 
work  World  said  they  are  seeing 
demand  for  high-performance 
LAN  servers  and  network  inter¬ 
faces  for  workstations,  although 
demand  for  routers  and  bridges  is 
starting  to  perk  up,  too. 

Rentals  typically  last  three  to 
six  months,  while  leases  usually 


carry  one-  to  two-year  terms  and 
often  come  with  the  stipulation 
that  a  customer  will  either  pur¬ 
chase  the  equipment  or  extend 
the  lease  by  upgrading  to  other 
equipment. 

Lessors  even  provide  network 
operating  system  software,  in¬ 
stallation  and,  depending  on  the 
provider,  technical  support  as 
well. 

Sign  of  the  times 

Although  many  LAN  analysts 
do  not  follow  the  leasing  market, 
they  said  the  time  may  be  ripe  for 
leasing  LANs. 

“With  everybody  downsizing 
and  watching  their  budgets,  it 
makes  sense  that  leasing  LANs 
will  become  popular,”  said 
George  Newman,  director  of  con¬ 
sulting  for  Technology  Invest¬ 
ment  Strategies  Corp.,  a  Framing¬ 
ham,  Mass.-based  market  re¬ 
search  firm. 

Under  a  lease  arrangement, 
users  spread  the  expense  of  LAN 
equipment  over  time.  This  is  in 
contrast  to  purchases,  which 
are  accounted  for  as  capital  ex¬ 
penditures  reported  in  a  lump 
sum. 

( continued  on  page  10) 


Retix,  an  Open  Systems  Interconnection  software  house, 
last  week  said  it  has  developed  a  high-speed  remote  bridge 
technology  in  tandem  with  SynOptics  Communications,  Inc. 
that  will  be  bundled  into  SynOptics’  LattisNet  System  3000 
intelligent  wiring  concentrator.  Called  the  LattisNet  Model  3356 
Remote  Bridge,  it  is  a  wide-area  product  resulting  from  the  two 
companies’  March  1989  technology  sharing  agreement.  SynOp¬ 
tics  has  the  exclusive  marketing  rights  for  the  bridge  product 
designed  by  Retix.  The  bridge  allows  users  to  connect  Ethernet 
local-area  networks  over  a  variety  of  high-speed  links. 

NCR  Corp.  last  week  announced  a  cooperative  marketing 
agreement  with  Pacer  Software,  Inc.  under  which  it  will 
market  a  version  of  Pacer’s  Pacerlink  software  developed  for 
the  NCR  Tower  line  of  supermicrocomputers.  Pacerlink  will 
enable  Apple  Computer,  Inc.  Macintosh  users  to  access  NCR 
Tower  systems  running  the  Unix  System  V  operating  system. 
The  software  will  provide  terminal  emulation,  file  transfer, 
print  spooling  and  virtual  disk  services  for  computers  connected 
to  NCR  computers  via  an  Ethernet  or  asynchronous  link. 

Intel  Corp.  and  PictureTel  Corp.  last  week  announced  a 
five-year  joint  development  agreement  for  interactive  video 
processing  technology.  The  two  companies  will  work  to 
combine  digital  video  compression  algorithm  and  processor 
architecture  technologies  to  create  products  that  simultaneously 
permit  desktop  videoconferencing  and  multimedia  applications 
on  personal  computers.  □ 
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Vendor  groups  split 
over  price  cap  effects 

continued  from  page  9 
who  argue  that  the  local  exchange  carriers 
will  decrease  network  upgrades  in  order  to 
cut  costs. 

Siemens  Communications  Systems  and 
Integrated  Network,  both  suppliers  of  net¬ 
work  products  to  the  local  exchange  carri¬ 
ers,  said  price  caps  will  have  a  positive  im¬ 
pact  on  their  business. 

William  Tucker,  manager  of  business 
planning  at  Siemens,  noted  that  his  com¬ 
pany’s  upper  management  had  questioned 
how  price  caps  would  change  the  spending 
and  procurement  policies  of  the  Bells.  He 
said  his  company’s  analysis  determined 
that  price  caps  would  spur  the  RBHCs  to  re¬ 


duce  the  costs  of  operating  the  network. 

“The  expense  is  in  operation  and  main¬ 
tenance  of  the  network,”  Tucker  said. 

He  predicted  that  the  RBHCs  would  step 
up  their  investments  in  operational,  ad¬ 
ministrative  and  maintenance  moderniza¬ 
tion  to  hold  down  costs  under  price  cap 
regulation. 

Yo-Sung  Cho,  president  and  chief  exec¬ 
utive  officer  of  Integrated  Network,  said 
the  advent  of  price  caps  for  the  RBHCs 
would  lead  to  better  spending  practices  by 
the  companies. 

Currently,  he  said,  the  RBHCs  tend  to 
make  large  capital  investments  in  short 
bursts,  and  they  have  little  incentive  to 
change  the  system.  Price  caps  would  bring 
better  planning  and  closer  cooperation 
with  vendors,  he  predicted.  □ 


LAN  leasing  seen  as 

continued  from  page  9 

Kevin  O’Neill,  vice-president  of  net¬ 
working  research  and  consulting  at  Busi¬ 
ness  Research  Group,  a  Newton,  Mass.- 
based  market  research  firm,  said  leasing 
could  allow  users  to  upgrade  to  newer 
equipment  without  scrapping  a  prior  capi¬ 
tal  investment. 

“A  few  years  ago,  [Intel  Corp.  80286- 
based]  LANs  were  the  big  thing,  but  now  ev¬ 
eryone  wants  386  LANs,”  O’Neill  said. 
“The  idea  of  investing  in  something  that 
won’t  last  more  than  a  couple  of  years 
could  be  a  compelling  reason  to  consider 
leasing.” 

LAN  leases  and  rentals  probably  won’t 
ever  account  for  a  major  portion  of  les- 
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viable  user  option 

sors’  revenues,  given  that  many  users 
would  be  just  as  well  off  buying  LAN  prod¬ 
ucts  due  to  their  relatively  low  cost,  ac¬ 
cording  to  a  spokesman  for  Comdisco, 
Inc.,  the  world’s  largest  independent  les¬ 
sor  of  computer  and  communications 
products. 

Currently,  the  number  of  LAN  leases 
and  rentals  is  minuscule  compared  with 
the  number  of  LAN  sales,  leasing  and  rent¬ 
al  firms  said.  But  LAN  leasing  activity  is  on 
the  rise. 

“It’s  a  growing  part  of  our  business,” 
said  Crista  Martyr,  president  of  Data  Pref¬ 
erence,  Inc.,  a  $60  million  firm  based  in 
San  Mateo,  Calif.,  that  specializes  in  rent¬ 
ing  and  leasing  personal  computers  and 
peripherals.  “But  don’t  tell  that  to  No¬ 
vell.” 

Novell  discontinued  its  leasing  program 
in  the  first  half  of  1989  because  there  was 
“not  enough  demand  to  justify  the  pro¬ 
gram,”  according  to  a  Novell  spokeswom¬ 
an. 

Likewise,  3Com  Corp.  doesn’t  offer 
leasing  arrangements,  while  larger  suppli¬ 
ers  of  equipment,  such  as  Digital  Equip¬ 
ment  Corp.,  do  offer  lease  terms. 

Third-party  business 

Third-party  lessors  said  the  bulk  of  de¬ 
mand  for  leased  LANs  is  for  LAN  servers 
and  adapter  cards  from  Novell,  3Com  and 
other  leading  vendors. 

“We  look  to  stay  with  big-name  suppli¬ 
ers  because  it  is  much  easier  to  sell  their 
equipment  afterward  as  used  equipment,” 
said  Electro  Rent’s  Kosmowski.  For  exam¬ 
ple,  once  a  server  is  rented  for  a  period  of 
18  to  24  months,  his  company  sells  it  on 
the  used  equipment  market  at  a  fraction  of 
its  original  cost,  he  said. 

Many  LAN  rentals  are  for  small  depart¬ 
mental  nets,  but  some  lessors,  such  as  Data 
Preference,  have  rented  LANs  with  as 
many  as  1 0  servers  and  1 00  personal  com¬ 
puters,  Martyr  said. 

Electro  Rent,  like  Data  Preference,  re¬ 
cently  signed  on  as  a  partner  under  DEC’S 
new  Digital  Authorized  Rental  program  to 
rent  a  variety  of  DEC  equipment,  including 
LAN  gear.  Electro  Rent  makes  other  ven¬ 
dors’  LAN  offerings  available  for  lease  or 
rent,  including  3Com  and  IBM  LAN  offer¬ 
ings. 

David  Murphy,  product  sales  manager 
for  Electro  Rent,  said  his  company  has 
been  leasing  and  renting  LAN  equipment 
to  users  for  about  a  year  and  is  encouraged 
by  the  response. 

According  to  lessors,  customers  tend  to 
lease  or  rent  LANs  for  many  of  the  same 
reasons  they  would  rent  other  types  of 
equipment. 

Martyr  said  some  users  lease  or  rent 
LANs  for  financial  reasons,  while  others  do 
so  for  the  flexibility  of  being  able  to  up¬ 
grade  equipment  when  a  higher  perfor¬ 
mance  model  becomes  available. 

One  large  user,  who  asked  not  to  be 
named,  said  his  company  leases  “every¬ 
thing  from  mainframes  to  minis  to  LANs” 
for  the  purpose  of  spreading  out  the  cost  of 
the  equipment  over  an  extended  period  of 
time. 

According  to  Martyr,  users  also  rent  or 
lease  LANs  for  short-term  projects.  She 
said  Data  Preference  once  rented  a  LAN  for 
4*/2  months  to  an  aerospace  company  that 
was  conducting  a  development  project 
for  which  it  needed  to  link  35  per¬ 
sonal  computers  for  a  group  of  engi¬ 
neers.  □ 


TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS _ 


Worth  Noting 


hirteen  rate  cases  in 
10  states  — 
representing  $1 .09 
billion  in  carrier- 
proposed  rate 
increases  —  have  yet 
to  be  resolved 
according  to  a  recent 
FCC  report.  All  but  one 
of  the  cases  were  filed 
in  the  first  half  of  1990. 


arrier 

Watch 


Metropolitan  Fiber  Sys¬ 
tems,  Inc.  (MFS)  of  Oak- 
brook  Terrace,  Ill.,  last  week 
said  its  subsidiaries  in  Los  An¬ 
geles  and  San  Francisco  are 
providing  Union  Bank  of  San 
Francisco  with  alternative  ac¬ 
cess  service  for  a  videoconfer¬ 
encing  application. 

MFS  of  San  Francisco  will 
provide  a  direct  fiber  link  from 
the  bank’s  headquarters  to  the 
nearest  MCI  point  of  presence 
(POP) ,  while  MFS  of  Los  Ange¬ 
les  will  link  a  bank  site  in  the 
city  to  the  carrier’s  POP. 

“MFS  proved  to  be  not  only 
less  expensive  than  Pacific 
Bell,  but  also  the  only  carrier 
that  could  offer  the  high¬ 
speed  [384K  bit/sec]  circuits 
necessary  for  quality  video 
transmission,”  according  to 
Noel  Harris,  vice-president  of 
telecommunications  and  data 
base  administration  for  Union 
Bank. 

The  bank  said  it  will  con¬ 
duct  a  90-day  pilot  test  of  the 
service. 

Videoconferencing  will  be 
used  for  general  staff  meet¬ 
ings  among  bank  employees 
at  both  locations,  explained 
Harris. 

“Videoconferencing  will 
reduce  the  bank’s  travel  ex¬ 
penditures  while  still  allowing 
the  bank’s  executives  to  meet 
face-to-face,”  according  to 
Harris. 

MFS  of  Los  Angeles  oper¬ 
ates  a  966-mile  fiber  network, 
which  came  on-line  in  Novem¬ 
ber  1989- 

The  San  Francisco  compa¬ 
ny’s  network,  which  was  cut 
over  in  August  1989,  is  916  fi- 
(continued  on  page  12) 


Used  telecom  equipment  sales  on  the  rise 
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A  Millions  of  dollars  in  sales 

Current  and  projected  figures  include  sales  of  PBXs,  individual  switch 
components,  telephones  and  voice  mail  systems. 
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Congress  mulls  panel  to 
monitor  R8HC  net  quality 

Fears  price  caps  could  lead  to  service  decline. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Re¬ 
sponding  to  growing  concern 
that  implementing  price  cap  reg¬ 
ulation  for  the  RBHCs  could  lead 
to  lower  service  quality,  Rep. 
John  Bryant  (D-Texas)  has  called 
for  the  establishment  of  a  panel 
that  would  set  network  quality 
standards  and  monitor  carrier 
performance. 

Bryant  recently  introduced  a 
bill  that  would  require  the  Feder¬ 
al  Communications  Commission 
to  establish  a  board  comprising 
state  and  federal  regulators  to  de¬ 
velop  service  quality  standards. 
These  standards  would  be  de¬ 
signed  to  ensure  that  the  regional 
Bell  holding  companies  maintain 
and  enhance  their  nets,  he  said. 

For  switched  and  special  ac¬ 
cess  services,  the  joint  board 
would  set  quality  standards  for 
such  things  as  call  completion 
time,  noise  levels,  network  facili¬ 
ties,  prompt  service  delivery  and 
operator  services. 


13  ryant  said  he 
wants  to  set  up  a 
mechanism  to  prevent 
service  problems  if  the 
FCC  proceeds  in 
implementing  price  caps. 

▲  ▲A 


Local  carriers  under  price  cap 
regulation  would  be  required  to 
submit  quarterly  service  reports 
to  the  FCC  and  state  regulatory 
agencies  demonstrating  their 
compliance  with  the  standards. 
The  bill  also  suggests  that  regula¬ 


tors  make  audits  of  carrier  com¬ 
pliance  with  the  standards. 

Bryant  said  he  wants  to  set  up 
a  mechanism  to  prevent  service 
problems  from  arising  if  the  FCC 
proceeds  in  implementing  price 
cap  regulation. 


W 


4  4' 

ll 

ith  [price  caps], 
the  carrier  has  the 
incentive  to  skimp  on 
quality  because  it  can 
retain  the  money  from 
cost  savings.” 

AAA 


“With  [price  caps],  the  carrier 
has  the  incentive  to  skimp  on 
quality  because  it  can  retain  all  or 
part  of  the  money  resulting  from 
cost  savings,”  he  said.  “This 
means  the  phone  company  could 
realize  short-term  profits  by  de¬ 
laying  maintenance  or  invest¬ 
ments  today  at  the  expense  of  to¬ 
morrow’s  ratepayers.” 

Additionally,  Bryant  said  he 
fears  service  quality  could  slip  be¬ 
cause  the  RBHCs  are  diverting  re¬ 
sources  to  new  business  areas.  “I 
believe  the  pressure  on  [RBHC] 
management  to  dedicate  its  most 
experienced  and  talented  person¬ 
nel  to  these  new  endeavors  fur¬ 
ther  threatens  the  continued 
quality  of  regulated  services,”  he 
added. 

It  is  particularly  important  for 
regulators  to  prevent  quality  ero¬ 
sion,  Bryant  said,  because  it  can 
take  a  long  time  for  service  prob¬ 
lems  -to  be  recognized  and  reme¬ 
died.  He  said  the  RBHCs  would  be 
likely  to  let  quality  slip  for  the 
noncompetitive  services.  □ 


Bausch  &  Lomb  gets 
service  edge  via  ANI 

Contact  Lens  Division  uses  an  ISDN  application 
to  trim  call  processing  time,  enable  callbacks. 


By  Bob  Wallace 

_ Senior  Editor _ 

ROCHESTER,  N  Y.  —  Bausch 
&  Lomb,  Inc.  is  using  ISDN’s  au¬ 
tomatic  number  identification 
(ANI)  feature  to  reduce  call  pro¬ 
cessing  time  and  improve  cus¬ 
tomer  service. 

Bausch  &  Lomb’s  Contact  Lens 
Division  began  using  the  ANI  fea¬ 
ture  of  the  Integrated  Services 
Digital  Network  Primary  Rate  In¬ 
terface  (PRI)  in  December  1989 
and  credits  that  move  with  shav¬ 
ing  four  seconds  off  the  average 
time  needed  to  process  each  in¬ 
coming  call  at  its  80-agent  tele¬ 
marketing  center  here. 

Janice  Glerum,  customer  ser¬ 
vice  director  for  the  division, 
said,  “We’re  able  to  handle  more 
calls  with  three  or  four  fewer 
agents  than  we  needed  before.” 

In  addition,  the  company’s 
customer  service  application  cap¬ 
tures  the  telephone  number  of 
customers  who  hang  up  before 
reaching  an  agent,  enabling 
agents  to  return  calls  after  peak 
calling  periods. 


“The  customers  are  generally 
impressed  with  this  new  wrinkle 
in  customer  service,”  Glerum 
said.  “They  love  the  idea  of  our 
agents  calling  them  to  take  their 
orders  or  to  answer  questions.” 

When  optometrists,  eye  care 
centers  and  other  customers  call 
Bausch  &  Lomb’s  800  number  to 
order  products  or  discuss  billing, 
their  calls  are  passed  from  an 
AT&T  4ESS  central  office  switch 
over  one  of  three  AT&T-provided 
PRI  links  to  a  Definity  Generic  1 
private  branch  exchange  config¬ 
ured  as  an  automatic  call  distribu¬ 
tor  (ACD).  Bausch  &  Lomb  re¬ 
ceives  ANI  with  about  85%  of 
calls  sent  over  the  PRI  links, 
Glerum  said. 

The  ACD  passes  ANI  data  over 
an  X.25  link  to  an  AT&T  3B2 
minicomputer  running  AT&T’s 
ISDN  Gateway,  software  that  sup¬ 
ports  one-way  communications 
between  the  Definity  and  a  com¬ 
puter.  The  ISDN  Gateway  soft¬ 
ware  reformats  the  information 
for  a  customer  service  applica- 
( continued  on  page  12 ) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

ICA  says  RBHCs  are  undermining  price  caps. 

The  International  Communications  Association  (ICA)  com¬ 
plained  to  the  Federal  Communications  Commission’s  Common 
Carrier  Bureau  Chief  Richard  Firestone  last  week  that  the 
regional  Bell  holding  companies  and  trade  associations  repre¬ 
senting  them  are  trying  to  undermine  the  price  cap  proceeding. 
The  group  said  that  since  March  28,  more  than  125  filings  have 
been  made  on  price  caps,  the  majority  of  which  have  come 
from  telephone  company  representatives. 

Many  of  these  submissions  contain  detailed  statistical  and 
economic  arguments  about  components  of  the  price  cap 
formula  for  local  carriers.  The  information  was  submitted 
through  a  process  known  as  ex  parte  filing. 

Unlike  formal  filings  in  a  proceeding,  groups  are  not 
required  to  supply  all  interested  parties  with  a  copy  of  the  ex 
parte  submission.  ICA  complained  that  telephone  companies  are 
filing  so  many  ex  parte  comments  that  it  is  difficult  for  ICA  and 
others  to  keep  track  of  the  submissions  and  respond  to  them. 

“ICA  wishes  to  emphasize  its  continuing  concern  with  the 
[RBHCs’]  tactic  of  filing  ex  parte  submissions  on  price  cap 
issues  on  an  almost  daily  basis,”  said  Brian  Moir,  counsel  for 
the  ICA,  in  the  letter  last  week.  “The  submission  of  multiple  ex 
parte  filings  is  harming  public  confidence  in  the  commission’s 
processes  because  most  parties  to  this  proceeding  are  not  able 
to  comment  on  the  material  contained  in  these  submissions.” 

Moir  complained  that  by  filing  paper  after  paper  of  economic 
and  statistical  information,  the  telephone  companies  are  creat¬ 
ing  “a  constantly  moving  target”  on  how  the  price  cap  plan 
should  be  formulated. 

( continued  on  page  12 ) 
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Aggregators,  resellers  to 
form  own  interest  group 

National  association  will  offer  representation  in 
regulatory  affairs,  forum  for  sharing  information 


Bausch  &  Lomb 
gets  service  edge 

continued  from  page  11 
tion  running  on  Bausch  &  Lomb’s 
Tandem  Computers,  Inc.  mini¬ 
computer. 

The  ISDN  Gateway  formats  the 
data  into  three  types  of  messages: 
an  arrival  record,  a  connection 
record  and  a  disconnection  rec¬ 
ord.  The  arrival  record  contains 
the  ANI,  the  trunk  on  which  the 
call  is  arriving  and  the  dialed 
number  identification  service 
code,  which  is  the  last  four  digits 
of  the  800  number  used  by  the 
caller. 

The  ISDN  Gateway  sends  the 
arrival  record  to  the  minicomput¬ 
er  along  with  a  connection  record 
telling  it  to  which  agent  the  call  is 
being  transferred.  The  processor 
matches  the  ANI  to  a  customer 
profile  and  transmits  the  file  to 
the  agent’s  terminal. 

Bausch  &  Lomb’s  MIS  depart¬ 
ment  spent  about  80  hours  re¬ 
structuring  the  data  base  on  the 
Tandem  minicomputer  to  search 
for  files  based  on  the  customer’s 
telephone  number  instead  of  the 


account  number. 

Callers  in  the  ACD  queue  who 
have  not  reached  an  agent  after 
one  minute  are  given  the  option 
of  leaving  either  a  detailed  mes¬ 
sage  or  their  order  on  Bausch  & 
Lomb’s  AT&T  Audix  voice  pro¬ 
cessing  system. 

When  a  caller  hangs  up  before 
reaching  an  agent  or  Audix,  the 
minicomputer  receives  a  discon¬ 
nection  message  containing  the 
calling  party’s  number. 

Bausch  &  Lomb  supervisors 
monitor  this  information  to  de¬ 
termine  whether  customers  call 
back  later  to  place  orders.  If  no 
order  is  listed,  a  supervisor  ships 
the  screen  full  of  data  to  a  Bausch 
&  Lomb  agent  for  a  callback. 

Other  companies,  including 
Union  Pacific  Railroad,  are  using 
ANI  to  perform  callbacks  and 
finding  customers  very  receptive 
to  the  idea.  The  railroad’s  agents 
perform  about  50  callbacks  a  day 
(“Union  Pacific  employs  ANI  to 
lay  claim  to  rail  market,”  NW, 
Jan.  8).  The  approach  is  more 
cost-effective  than  adding  agents 
to  eliminate  call  queuing,  Union 
Pacific  said.  □ 


By  Bob  Wallace 

_ Senior  Editor _ 

BELLEVUE,  Wash.  —  A  long¬ 
distance  service  aggregator 
based  here  is  forming  a  national 
association  that  will,  among  oth¬ 
er  things,  provide  aggregators, 
rebillers  and  resellers  with  rep¬ 
resentation  in  regulatory  mat¬ 
ters. 

Dick  Wilson,  president  and 
chief  executive  officer  for  Feek’s 
Telecommunications,  Inc.  here, 
said  the  group  would  serve  as  a 
forum  for  the  discussion  of  indus¬ 
try  developments  and  as  a  means 
for  aggregators  to  exchange  in¬ 
formation. 

United  they  stand 

“We  need  the  strength  and 
power  that  can  be  attained  by 
bringing  aggregators,  rebillers 


and  resellers  together  in  one  or¬ 
ganization,”  Wilson  said.  “We 
need  a  national  voice,  which  is 
something  we  don’t  have  now.” 

The  as  yet  unnamed  group  will 
be  open  to  all  aggregators,  re¬ 
billers  and  resellers,  Wilson  said. 
More  than  100  of  these  compa¬ 
nies  have  expressed  interest  in 
joining  the  planned  national  as¬ 
sociation,  he  added. 

Aggregators  are  noncarrier 
companies  that  act  as  intermedi¬ 
aries  between  carriers  and 
groups  of  users  that  want  to  pool 
their  long-distance  traffic  to 
achieve  larger  discounts.  Re¬ 
billers  and  resellers  buy  carrier 
services  in  bulk  and  resell  them  to 
users. 

Daniel  Briere,  president  of 
TeleChoice,  Inc.,  a  consultancy  in 
Manchester,  Conn.,  said  the  top 


40  national  aggregators  buy  al¬ 
most  $1.6  billion  in  carrier  ser¬ 
vices  annually,  accounting  for 
more  than  3%  of  the  $50  billion 
long-distance  services  market. 

Service  aggregators  first  start¬ 
ed  popping  up  in  1988  after 
AT&T  announced  its  Multi-Loca¬ 
tion  Calling  Plan  (MLCP)  and  its 
Revenue  Volume  Pricing  Plan 
(RVPP).  MLCP  offers  discounts 
off  combined  usage  of  AT&T 
Megacom,  ProWATS  and  WATS 
services  while  RVPP  covers  the 
full  range  of  AT&T  800  services. 

Recent  limitations 

AT&T,  MCI  Communications 
Corp.  and  US  Sprint  Communica¬ 
tions  Co.  have  made  life  difficult 
lately  for  aggregators,  rebillers 
and  resellers  by  altering  tariffs  to 
increase  aggregators’  responsi¬ 
bilities  while  limiting  the  way 
they  market  carrier  services, 
Briere  said. 

For  more  information,  contact 
Wilson  of  Feek’s  Telecommuni¬ 
cations  at  (206)  641-5240,  or 
Ronald  Sherman  of  Communica¬ 
tions  International,  Inc.  at  (6 17) 
239-8021.  □ 


Nevt  remote  source  muting  bridges  from  Andrew 
(unneti  token-ring  networks  across  the  street  or  around 
the  wot  Id  at  speeds  up  to  2.048  Mbs.  Data  compression 
increases  throughput  without  increasing  link  speed  costs. 
Andrew  local  bridges  connect  4  or  16  Mb  backbone 
rings  to  4  Mb  departmental  rings. 

Source  Routing  and  IBM  Compatible 

AH  Andrew  source  routing  bridges  offer  compatibility  with 
the  IBM  L.AN  Manager.  Netview  and  IBM  bridges. 

Rack  Mountable  For  easy  installation,  network  status, 
and  simplified  troubleshooting. 

Single  Point  Bridge  Management  Easily  observe 
system  performance,  network  status,  and  configure  your 
network  from  any  designated  workstation... worldwide! 

The  Andrew  Token-Ring  System  includes 
Multistation  Access  Units  (MAUs),  Repeaters  and 
Adapter  Cards,  providing  uncomplicated  solutions 
for  your  enterprise  network  needs. 

Anere#  product*  are  areilabt*  worldwide.  Col!  for  a  distributor  In  your  area.  In  tho  US.  call  (213)320-7126,  Fa*  (213)616-0386;  In  the  UK  0734- 
in  Canada  800-267-1821 .  IBM  l«  a  registered  tradamark  of  Inlamational  Bu*jne««  MacMnss  Corporation©  1 990  Andrew  Corporation 


Andrew  Corporation 

277 1  Plaza  Del  Amo 
Torrance,  CA  90503 


Carrier  Watch 

continued  from  page  11 

her  miles  in  length. 

In  a  separate  announcement, 
MFS  said  its  MFS  of  New  York  sub¬ 
sidiary  began  construction  of  an 
all-fiber  network  serving  users  in 
lower  Manhattan  and  said  it  will 
turn  up  service  for  customers  in 
the  Wall  Street  area  by  the  end  of 
September. 

The  MFS  fiber  network  will 
serve  government  and  business 
users  in  80  buildings  south  of  Ca¬ 
nal  Street.  MFS  already  operates 
all-fiber  nets  in  nine  cities  and 
said  it  plans  to  build  another  in 
Dallas  later  this  year. 

Illinois  Bell  Telephone 

Co.,  an  Ameritech  subsidiary, 


last  week  began  offering  custom¬ 
ers  a  single-line  Basic  Rate  Inter¬ 
face  Integrated  Services  Digital 
Network  service  that  is  not  pro¬ 
vided  through  Centrex  service. 

Standard  service  features  in¬ 
clude  call  forwarding,  three-way 
calling,  speed  calling  and  call 
hold. 

Pricing  starts  at  $22.66  per 
month  for  an  ISDN  line  to  simul¬ 
taneously  support  voice  and  data 
transmission.  An  installation  fee 
of  $94.50  would  apply.  The 
charge  for  using  the  line  for  vid¬ 
eoconferencing  would  be  $35.66 
per  month. 

Ameritech  said  its  local  ex¬ 
change  carriers  will  file  similar 
tariffs  for  Indiana,  Michigan, 
Ohio  and  Wisconsin  in  the  first 
quarter  of  1991-  E3 


Washington  Update 

continued  from  page  1 1 


ICA  asked  the  FCC  to  open  a 
formal  comment  period  if  it  be¬ 
lieves  additional  information  is 
needed  to  fine-tune  price  cap  reg¬ 
ulation,  rather  than  allowing  the 
telephone  companies  to  submit 
data  on  an  ad  hoc  basis. 

The  FCC  is  scheduled  to  imple¬ 
ment  price  cap  regulation  for  the 
local  carriers  on  Jan.  1.  However, 
the  plan  remains  controversial, 
and  groups  such  as  ICA  say  that 
unless  economic  assumptions 
used  in  the  price  cap  formula  are 
modified,  consumers  could  pay 
$  5  billion  more  over  the  next  four 
years  for  service  than  they  would 
under  the  current  rate-of-return 
system.  Price  cap  regulation  lim¬ 
its  the  rates  carriers  can  charge 
for  services  rather  than  regulat¬ 
ing  profits,  as  is  currently  done. 

FCC  upholds  T-1,  T-3 
tariff  process.  The  Federal 


Communications  Commission 
last  week  reconfirmed  an  earlier 
finding  that  the  regional  Bell 
holding  companies  must  offer 
T-1  and  T-3  access  services 
through  tariffs  and  not  through 
individual  contracts  with  custom¬ 
ers. 

The  FCC  had  allowed  the  local 
carriers  to  charge  individual  rates 
for  the  high-capacity  access  ser¬ 
vices  after  divestiture  because  the 
offerings  were  so  new  and  there 
was  too  little  demand  for  the  car¬ 
riers  to  derive  generalized  rates. 
However,  the  practice  of  charg¬ 
ing  contract  rates  has  gone  on 
well  beyond  the  time  the  FCC  in¬ 
tended,  the  commission  said. 

The  FCC  also  reaffirmed  that 
the  RBHCs  cannot  charge  cus¬ 
tomers  any  kind  of  penalty  or  ter¬ 
mination  fee  to  get  out  of  their 
current  contracts  and  move  to 
tariffed  rates.  □ 


See  The  FAXNeT  Form  on  Page  1 8 
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MasterCard  opts  for  T-l  to 
access  packet-switched  net 


BIMCOM  builds  global  DECnet 


Hong  Kong 

\ 


O  DECnet  Level  2 
routers 

O  DECnet  Level  1 
routers 

□  Net  manage¬ 
ment  center 
Satellite  links 


BIMCOM,  Ltd.’s  DECnet  will  support  links  with  maritime  companies 
worldwide.  Initially,  the  net  will  consist  of  four  DECnet  Level  2  routers 
and  four  Level  1  routers,  which  have  more  limited  routing  ability. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  BIMCOM,  LONDON 


Maritime  firms  plan 
shared  global  DECnet 

BIMCOM  net  will  slash  cost  of  messaging  among 
shippers,  trading  partners  and  port  authorities. 


Worth  Noting 


point  with  frame  relay 
technology  where  all 
the  T-l  multiplexer 
vendors  are  going  to 
have  to  announce 
what  they  are  going  to 
be  doing  with  it.” 

Steve  Taylor 

Principal 

Distributed  Networking  Associates 
Greensboro,  N.C. 


D 


Newport  Systems  Solu¬ 
tions,  Inc.  last  week  an¬ 
nounced  an  enhanced  version 
of  its  LAN2LAN  router  that 
will  support  its  proprietary 
data  compression  algorithm, 
which  can  compress  data  at  a 
4-to-l  ratio. 

The  LAN2LAN  Compression 
Router  links  remote  Novell, 
Inc.  NetWare  local-area  net¬ 
works.  The  product  can 
achieve  an  effective  through¬ 
put  rate  of  38.4 K  bit/sec  over 
a  9-6K  bit/sec  circuit  and 
5 1 2K  bit/sec  on  a  128K  bit/ 
sec  circuit. 

The  new  router,  which 
costs  $4,195,  includes  a  mi¬ 
crocomputer  attached  to  the 
NetWare  LAN,  routing  soft¬ 
ware  and  a  two-port  interface 
board  that  links  the  router  to 
wide-area  network  circuits  op¬ 
erating  at  up  to  128K  bit/sec. 
Users  of  existing  LAN2LAN 
routers  can  upgrade  by  pur¬ 
chasing  a  new  interface  board 
and  software  for  $1,795. 

Avanti  Communica¬ 
tions  Corp.  recently  an¬ 
nounced  the  Open  Network 
Server  (ONS)  400,  a  data  ser¬ 
vice  unit/channel  service  unit 
(DSU/CSU)  with  an  integral 
four-port  multiplexer. 

Each  of  ONS  400’s  four 
ports  can  accept  data  rates 
ranging  from  8K  to  1.536M 
bit/sec.  Users  can  store  as 
many  as  four  port  configura¬ 
tions  on  the  device  and  switch 
between-ports  using  the  unit’s 
five  front-panel  keys  or  an  at¬ 
tached  ASCII  terminal. 

Available  now,  pricing  for 
the  ONS  400  starts  at  about 
$2,800.  □ 


By  Jim  Brown 

_ Senior  Editor _ 

NEW  YORK  —  MasterCard  In¬ 
ternational,  Inc.  is  reducing  the 
number  of  low-speed  circuits  sup¬ 
ported  by  packet  switches  in  its 
Banknet  credit  authorization  net¬ 
work  by  using  T-l  multiplexers 
collocated  in  AT&T  central  of¬ 
fices  to  combine  data  from  indi¬ 
vidual  member  banks  onto  a  fi¬ 
ber-optic  T-l  circuit. 

In  addition  to  freeing  up  ports 
on  Banknet  packet  switches,  the 
move  enables  MasterCard  to  re¬ 
place  unreliable  copper  cables 
used  with  low-speed  circuits  with 
more  reliable  fiber-optic  facili¬ 
ties. 

It  also  lowers  the  cost  of  link¬ 
ing  member  banks  to  Banknet  by 
15%  to  20%,  and  provides 
enough  extra  capacity  to  support 
either  new  members  or  increased 
traffic  from  existing  members, 
said  Philip  Verdi,  executive  vice- 
president  for  electronic  services. 

“We  get  additional  capacity 
for  an  equal  or  lower  cost,  and  we 
have  a  more  reliable  net  than  we 
had  in  the  past,”  Verdi  said. 

Under  a  Tariff  1 2  plan  signed 
with  AT&T  last  year,  MasterCard 
is  collocating  T-l  multiplexers  in 
AT&T  central  offices  to  support 


By  Jim  Brown 

_ Senior  Editor _ 

ROSEMONT,  Ill.  —  Comdisco 
Disaster  Recovery  Services,  Inc. 
(CDRS)  recently  finished  build¬ 
ing  T-l  andT-3  links  to  22  differ¬ 
ent  carriers  as  part  of  a  wide- 
ranging  disaster  recovery  project 
the  firm  embarked  on  last  year. 

The  links  to  various  carriers 
will  enable  CDRS  customers  to  re¬ 
direct  incoming  calls  from  their 
public  net  services  onto  the  ven¬ 
dor’s  own  CDRS  Net  private  net¬ 
work  in  the  event  of  an  outage  at 
a  customer’s  site. 

Once  diverted  onto  CDRS  Net, 
calls  can  be  directed  to  Business 
Recovery  Facilities  (BRF), 
staffed  temporarily  by  user  per¬ 
sonnel  who  would  handle  caller 
requests  and  process  incoming 
orders.  Outgoing  calls  can  also  be 
placed  from  the  recovery  sites. 

CDRS  began  building  CDRS 
Net  last  fall.  With  the  completion 
of  Phase  II,  all  existing  disaster 
recovery  data  centers,  dubbed 
Computer  Recovery  Facilities 
(CRF),  and  smaller  BRFs  can  sup¬ 
port  T-l  or  T-3  circuits  that  pro¬ 
vide  access  to  voice  and  data  ser- 


Banknet,  a  packet-switched  net. 

Those  multiplexers  receive 
data  from  Member  Interface  Pro¬ 
cessors,  which  are  typically  IBM 
Series/ 1  minicomputers  located 
at  member  sites.  Members  use 
these  minicomputers  to  packetize 
credit  authorization  requests 
they  receive  from  terminals  in 
merchant  locations. 

Each  Member  Interface  Pro¬ 
cessor  is  linked  via  a  leased  line 
operating  at  up  to  56K  bit/ 
sec  to  the  AT&T  central  office- 
based  multiplexer,  which  consoli¬ 
dates  them  onto  a  T-l  link  to  a 
MasterCard  X.  2  5  packet  switch  at 
a  different  location.  Previously, 
each  member  bank  was  connect¬ 
ed  to  a  Banknet  packet-switching 
node  via  a  separate  leased  line. 

MasterCard  recently  cut  over  a 
T-l  link  that  feeds  data  to  its 
Banknet  packet  switch  in  Lake 
Success,  N.Y.,  and  is  about  to  cut 
over  another  that  will  route  data 
to  a  Banknet  packet  switch  in  San 
Francisco.  T-l  links  to  two  of  the 
four  remaining  Banknet  nodes  in 
the  U.S.  are  already  in  operation. 

Swapping  out  low-speed 
leased  lines  covered  under  the 
Tariff  1 2  plan  for  T- 1  s  will  not  af¬ 
fect  service  discounts  obtained 
under  Tariff  1 2,  Verdi  said.  □ 


vices  offered  by  the  carriers. 

CDRS  also  recently  opened  a 
new  BRF  near  Baltimore  in  Spar¬ 
rows  Point,  Md.,  and  added  a  BRF 
to  its  CRF  in  Bridgeport,  N.J. 

CDRS  Net  supports  the  disas¬ 
ter  recovery  firm’s  strategy  of 
maintaining  a  few  large  CRFs  that 
can  be  accessed  from  a  growing 
number  of  smaller  BRFs  (“Disas¬ 
ter  recovery  company  links  back¬ 
up  sites  into  net,”  NW,  Jan.  29). 

In  this  strategy,  CDRS  equips 
CRFs  with  minicomputers  and 
mainframes,  associated  periph¬ 
erals  and  communications  con¬ 
trollers  made  by  a  mix  of  vendors. 

Each  BRF  is  also  equipped  with 
a  group  of  workstations  and  tele¬ 
phones  that  enable  businesses  to 
shift  such  operations  as  telemar¬ 
keting  and  order  entry  from  a 
building  knocked  out  by  a  disas¬ 
ter  to  a  BRF. 

Those  workstations  can  be 
linked  via  CDRS  Net  to  a  host  pro¬ 
cessor  in  a  CRF,  while  the  tele¬ 
phones  have  access  via  CDRS  Net 
to  carriers’  voice  services. 

The  final  phase  of  the  CDRS 
Net  project  is  expected  to  be  com¬ 
pleted  by  next  summer.  □ 


By  Paul  Desmond 

_ Senior  Editor _ 

LONDON  —  The  Baltic  and  In¬ 
ternational  Maritime  Council 
(BIMCO)  is  building  a  global 
DECnet  network  that  will  support 
communications  among  3,000 
maritime  companies  located  in 
105  countries. 

The  net  will  provide  a  shared 
backbone  that  BIMCO  members 
can  use  to  drastically  cut  commu¬ 
nications  costs  as  compared  with 
public  or  private  data  communi¬ 
cations  networks. 

BIMCO’s  network  will  support 
X.400-based  electronic  mail  and 
telex  communications,  enabling 
members  to  exchange  shipment 
data  with  trading  partners,  as 
well  as  with  port  and  customs  au¬ 
thorities  around  the  globe. 

BIMCO  established  a  new  com¬ 
pany,  BIMCOM,  Ltd.,  to  build  the 
network,  which  will  also  be  called 
BIMCOM.  BIMCO  members  buy 
shares  to  become  part  owners  of 
BIMCOM,  then  pay  only  a  fixed 
cost  for  each  message  transmit¬ 
ted,  regardless  of  distance. 

BIMCOM  is  being  built  under  a 
three-year  contract  with  Digital 
Equipment  Corp.,  which  is  the 
prime  contractor  for  the  core  net¬ 
work  hardware,  and  Science  Ap¬ 
plications  International  Corp. 
(SAIC),  which  serves  as  technical 
manager  and  systems  integrator, 
according  to  Steve  Stratton,  SAIC 
technical  manager. 

Currently,  the  test  network 
consists  of  eight  DECnet  Phase  IV 
nodes,  four  of  which  are  wide- 
area  Level  2  DECnet  routers  capa¬ 
ble  of  routing  data  from  one  DEC¬ 
net  area  to  another.  The  others 
are  DECnet  Level  1  routers  that 


route  data  only  within  their  own 
DECnet  area.  That  configuration 
is  going  through  its  final  tests  be¬ 
fore  an  expected  cutover  to  pro¬ 
duction  mode  in  September, 
Stratton  said. 

The  net  is  expected  to  grow  at 
the  rate  of  six  to  eight  nodes  a 
year  in  order  to  bring  network  ac¬ 
cess  points  closer  to  more  BIMCO 
members,  which  link  their  own 
computers  into  any  of  the  eight 
nodes  via  public  data  nets,  dial-up 
facilities  or  leased  lines. 

The  net  consists  of  a  mix  of 
64K,  56K  and  16.8K  bit/sec  ter¬ 
restrial  and  satellite  links.  For  re¬ 
dundancy,  each  of  the  eight 
nodes  is  supported  by  two  leased 
circuits  plus  a  connection  to  an 
X.25  public  data  network  as  a  fail¬ 
safe  backup,  Stratton  said. 

Users  access  BIMCOM  via  ei¬ 
ther  a  telex  machine  or  a  comput¬ 
er  that  supports  X.400. 

Stratton  said  next  year  BIM¬ 
COM  will  support  messages  to 
and  from  facsimile  machines. 

BIMCOM  will  provide  a  cost- 
effective  means  of  communicat¬ 
ing  with  trading  partners  com¬ 
pared  to  existing  methods, 
Stratton  said.  Today,  according 
to  BIMCOM,  Ltd.,  it  costs  $8.81  to 
send  a  1,000-character  telex 
message  from  Denmark  to  Hong 
Kong.  With  BIMCOM,  the  same 
message  will  cost  just  60  cents. 

Plus,  BIMCOM  will  offer  a  suite 
of  services  to  its  subscribers,  such 
as  a  virtual  dialogue  service  that 
will  let  multiple  maritime  compa¬ 
nies  negotiate  a  contract  in  real 
time  and  a  conferencing  service 
to  let  subgroups  within  BIMCOM 
exchange  information  on  a  regu¬ 
lar  basis.  □ 


Comdisco  links  its  disaster 
recovery  net  to  carriers 
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For  on-demand,  high-speed  data  trans 


Only  AKS3T  ACCUNET® 

Switched  Digital  Services 
lets  you  transmit  data  on  a  dial-up  basis 
to  just  about  anywhere. 

Maybe  you  need  to  send  bulk  data  to  Denver  but 
Denver’s  not  on  your  private  network.  With  AT&T  ACCUNET 
Switched  Digital  Services,  you  can  do  it  as  often  or  as 
infrequently  as  you  like  without  adding  a  new  location 
to  your  network. 


SDS  is  a  fully  supported  public  network  designed  and 
maintained  for  switched  digital  service.  And  it’s  the  only 
one  of  its  kind. 

It’s  not  just  limited  to  56  kbps,  either.  You  can  use  SDS 
for  speeds  of  64  and  even  384  kbps.  And  whether  you  need 
us  for  video  conferencing,  high-speed  facsimile,  peak- time 
overflow,  Image  Retrieval  or  CAD/CAM,  you  can  transmit 
data  to  just  about  anywhere  outside  of  your  network.  Even 
France,  Japan,  Jamaica,  Australia,  the  U.K.,  the  Netherlands, 
Singapore  and  Bermuda. 


mission,  no  one  goes  as  far  as  AI&E 


So  if  your  private  network  doesn’t  always  go  as  far  as 
you’d  like,  give  us  a  call.  Well  help  you  expand  your  horizons. 


Flexibility. 

Another  AWT  advantage. 

For  more  information  about  AT&T  ACCUNET 
Switched  Digital  Services,  call  your  AT&T  Account  Executive 

or  1800  247-1212,  Ext.  150. 


AT&T 


The  right  choice. 


MAXIMIZE 

NETWORK  UP  TIME 


LattisNet  Network  Management  Primary  Console 

4  m 

Eault  Configuration  Eerfornance  Security  Log 


The  expanded  view  features  a  detailed,  real-time  display  of  a  LattisNet  System  3000  concentrator. 


Tfy 


gessjiKi 


The 

maximize  network  up-time  by  monitoring,  controlling 
and  planning  your  network’s  physical  layer  -  in  real  time 
-  from  a  central  control  console.  LattisNet  Network 
Management  automatically  creates  a  real-time  map  of 
your  entire  network  so  you  can  monitor  all  or  any  part  of 
your  network  at  a  glance.  Network  utilization  data  is 
updated  continuously  and  built-in  diagnostics 
automatically  find  and  isolate  faults,  saving  you  time  in 
troubleshooting  and  helping  you  keep  your  network  up 
and  running. 

An  expanded  view  feature  offers  a 
detailed,  real-time  display  of  your 
LattisNet  concentrators,  allowing  you 
to  manage  individual  network  connec¬ 


tions.  Problem  segments  and  nodes  can  be  partitioned 
from  the  network  to  avoid  catastrophic  failures  and 
maintain  high  service  levels. 

LattisNet  Network  Management  lets  you  learn  about  the 
network  from  the  network  itself.  User-definable  thresh¬ 
olds  let  you  determine  acceptable  activity  and  error 
levels  for  the  network.  If  a  threshold  is  crossed,  the 
system  alerts  you  immediately,  keeping  you  one  step 
ahead  of  potential  problems.  And  best  of  all,  LattisNet 
Network  Management  captures  and  stores  vital  informa¬ 
tion  for  future  analysis  and  network  planning. 


SynOptics 

Communications,  Inc. 


To  receive  a  free  LattisNet  brochure 
and  storyboard  diskette,  call  toll-free 
(800)  PRO-8023,  extension  2630. 


SynOptics  Communications,  Inc.,  Dept.  600,  501  East  Middlefield  Road,  Mountain  View,  CA  94043-4015  (415)  960-1100 

€>  >989  SynOptics  Communications,  Inc.  LattisNet  is  a  registered  trademark  and  SynOptics  is  a  trademark  of  SynOptics  Communications,  Inc.  Other  brand  and  product  names  are  trademarks  or  registered 
trademarks  of  their  respective  holders. 
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“M 

ITJLy  mission  is 
not  to  kill  some  of  the 
claims  in  Olof 
Soderblom’s  token¬ 
passing  patent;  it’s  to 
kill  all  of  the  claims.” 

Wayne  Harding 

Attorney 

Arnold,  White  and  Durkee 
Houston 

After  filing  a  reexamination 
request  on  the  Soderblom  patent 
with  the  U.S.  Patent  Office 
on  behalf  of  an 
anonymous  vendor. 


etnotes 


3Com  Corp.  recently  add¬ 
ed  to  its  EtherLink  line  of 
Ethernet  adapters  with  a  16- 
bit  board  designed  for  net¬ 
work  file  servers  and  high-per¬ 
formance  workstations. 

The  EtherLink  16  includes 
drivers  based  on  the  3Com/ 
Microsoft  Corp.  Network  Driv¬ 
er  Interface  Specification  for 
nets  running  3  +  Open  or  oth¬ 
er  versions  of  LAN  Manager,  as 
well  as  drivers  for  Novell, 
Inc.’s  NetWare. 

According  to  3Com,  Lan- 
Quest  Group,  an  independent 
testing  laboratory  in  Santa 
Clara,  Calif.,  used  Novell’s 
Perform3  benchmark  test  to 
compare  the  EtherLink  16  to 
some  competing  1 6-bit  Ether¬ 
net  boards.  LanQuest  found 
that  EtherLink  16  outper¬ 
formed  Western  Digital 
Corp.’s  EtherCard  Plus  lo  by 
6%  to  11%  and  beat  the  An¬ 
them  NE-2000  (formerly  from 
Novell)  by  30%  to  49%. 

The  EtherLink  16  plugs 
into  IBM  Personal  Computer 
XTs  and  ATs  and  operates  in 
machines  based  on  the  Ex¬ 
tended  Industry  Standard  Ar¬ 
chitecture  bus  specification. 

The  card  is  available  in  sin¬ 
gle  quantities  for  $445.  A 
group  of  five  costs  $1,975. 

Hewlett-Packard  Co.  re¬ 
cently  announced  its  HP  LAN 
Operations  program,  a  new 
support  sendee  for  users’  mul¬ 
tivendor  local-area  networks. 

Under  an  HP  LAN  Opera¬ 
tions  contract,  HP  will  com¬ 
plement  a  user's  in-house  ex¬ 
pertise  by  providing  such 
sendees  as  LAN  monitoring 
and  problem  resolution.  □ 


“  Shiva  is  moving  rapidly 
from  a  Macintosh 
LAN-centric  view  of  the 
world  to  a  pan-network 
focus  that  will  encompass 
all  of  the  major  desktop 
networking  environments.' 


Dan  Schwinn 
President 
Corp. 

•TSaI 

_ _ _ 


Shiva  quietly  carves  niche 
with  variety  of  offerings 


Internet  tools  range  from  modems  to  gateways. 


By  Laura  DiDio 

_ Senior  Editor _ 

CAMBRIDGE,  Mass.  —  Five- 
year-old  Shiva  Corp.,  a  manufac¬ 
turer  of  connectivity  products  for 
Apple  Computer,  Inc.  Macin¬ 
toshes,  has  become  a  quiet  suc¬ 
cess  story,  attracting  a  customer 
base  of  tens  of  thousands  since  it 
began  shipping  products. 

Shiva  has  enjoyed  a  steep  rev¬ 
enue  increase  —  its  sales  are  ex¬ 
pected  to  double  this  year  to 
about  $30  million  —  due  in  part 
to  the  fact  that  its  products  are 
targeted  at  markets  largely  ig¬ 
nored  by  most  other  vendors,  an¬ 
alysts  said. 

Shiva’s  current  roster  of  nine 
products  includes  everything 
from  an  entry-level  2,400  bit/sec 
modem  to  local  and  remote  gate¬ 
ways. 

In  June,  Shiva  moved  to  bol¬ 
ster  its  position  in  the  LAN  con¬ 
nectivity  arena  with  the  acquisi¬ 
tion  of  Novell,  Inc.’s  FastPath  4 
gateway  product  and  technology. 
Novell  sold  the  gateway  as  part  of 
its  ongoing  exit  from  the  LAN 
hardware  business. 

Shiva’s  booth  at  the  recent 
MacWorld  Expo/Boston  show 
was  abuzz  with  users  placing  or¬ 
ders  for  the  FastPath  4  gateway. 
The  current  installed  base  of 
35,000  FastPath  4  gateways  is  ex¬ 
pected  to  swell  to  more  than 
60,000  within  the  next  year,  ac¬ 
cording  to  Dan  Schwinn,  the  com¬ 
pany’s  president  and  founder. 

The  FastPath  4  gateway  links 
Apple  LocalTalk  and  Ethernet 
LANs,  enabling  Macintosh  users 
to  share  files,  printers  and  elec¬ 
tronic  mail  with  Ethernet  users. 

The  gateway  sells  for  $2,795 
and  supports  the  Transmission 
Control  Protocol/Internet  Proto¬ 
col,  Digital  Equipment  Corp.’s 
DECnet  and  Apple’s  AppleTalk 
Filing  Protocols,  as  well  as  the 
Simple  Network  Management 
Protocol  for  net  management. 

Beginning  in  June,  Shiva  took 
over  all  manufacturing,  sales  and 


development  of  the  FastPath 
gateway.  With  assistance  from 
Novell,  the  company  expects  to 
assume  responsibility  for  support 
of  all  current  FastPath  users  with¬ 
in  the  next  six  months,  Schwinn 
said. 

One  user  is  US  Sprint  Commu¬ 
nications  Co.  in  Kansas  City,  Mo. 
Raymond  Kirkland,  US  Sprint’s 
network  manager,  praised  Fast¬ 
Path  as  “the  most  technically  ele¬ 
gant  product  currently  available 
to  connect  our  Ethernet  and  Mac¬ 
intosh  environments.” 

Another  user,  Robert  Fink, 
network  specialist  at  Lawrence 
Berkeley  Laboratory  in  Berke¬ 
ley,  Calif.,  agreed.  The  lab  recent¬ 
ly  installed  50  FastPath  4  gate¬ 
ways  to  link  dozens  of  networks 
at  its  campus.  In  addition,  Fink 
formed  a  FastPath  4  user  group  in 
which  users  can  exchange  infor¬ 
mation  about  the  product. 

Shiva  was  founded  in  1985  by 
Schwinn  and  fellow  Massachu¬ 
setts  Institute  of  Technology 
graduate  Frank  Slaughter.  The 
two  initially  planned  to  offer 
Macintosh  applications  but  refo¬ 
cused  in  1986  in  light  of  growing 
demand  for  Macintosh  connectiv¬ 
ity  products,  particularly  those 
for  LAN  environments. 

The  company  now  offers  a  line 
of  interconnectivity  products  for 
a  variety  of  LAN  environments, 
including  Novell  NetWare  LANs 
and  DECnets. 

Shiva’s  flagship  product  is  the 
NetSerial  interface,  which  was  in¬ 
troduced  in  1987.  NetSerial  pro¬ 
vides  users  with  a  high-speed  in¬ 
terface  between  a  peripheral 
device  and  Apple  LocalTalk  net¬ 
works. 

That  was  followed  in  1988 
with  the  introduction  of  the  Net- 
Modem  V2400,  a  2,400  bit/sec 
modem  for  AppleTalk  nets  and 
the  NetBridge,  a  router  that  en¬ 
ables  users  to  connect  two  Apple- 
Talk  LANs. 

In  1989,  Shiva  introduced  a 
(continued  on  page  18) 


LANs  selling  despite 
industry  downturn 

Value-added  resellers,  others  report  strong  sales 
of  net  operating  systems,  interconnection  tools. 


By  Laura  DiDio 

Senior  Editor 

The  slowdown  in  the  comput¬ 
er  industry  has  not  spread  to  the 
local-area  network  marketplace, 
as  users  continue  to  purchase 
LAN  products  at  a  brisk  pace,  ac¬ 
cording  to  value-added  resellers 
and  others  in  the  LAN  industry. 

This  summer,  users  are 
snatching  up  the  latest  upgrades 
to  Microsoft  Corp.’s  OS/2  LAN 
Manager  and  Novell,  Inc.’s  Net¬ 
Ware  network  operating  systems, 
as  well  as  internetwork  bridges, 
routers  and  gateways,  wiring 
concentrators  and  Intel  Corp. 
80386-based  file  servers,  say  val¬ 
ue-added  resellers. 

“There  may  be  a  general  slow¬ 
down  in  the  computer  industry, 
but  LAN  users  are  definitely  in  a 
buying  mode,”  said  Robert  Guar¬ 
aldi,  president  and  founder  of 
Vallinor,  Inc.  in  Westford,  Mass. 
Vallinor  ranks  among  the  top  20 
U.S.  value-added  resellers  and 


sells  about  $1  million  worth  of 
LAN  gear  each  month. 

“Businesses  are  depending  on 
LANs  to  survive  in  an  increasingly 
competitive  business  environ¬ 
ment,”  Guaraldi  said. 

Vallinor’s  current  big  sellers 
are  twisted-pair  Ethernet  prod¬ 
ucts  from  3Com  Corp.  and  Chip- 
corn  Corp.,  new  document  stor¬ 
age  and  retrieval  systems, 
Microsoft’s  Microsoft  Windows 
3.0,  network  adapter  cards  and 
LAN  interconnection  products. 

Guaraldi  said  there  is  also 
growing  demand  for  training. 

“Our  training  courses  for  SQL 
Server,  LAN  Manager,  and  net¬ 
work  design  and  installation  are 
almost  always  filled  to  capacity 
these  days,”  Guaraldi  said. 

John  Cellini,  president  of  JVC 
Technologies,  Inc.,  a  Novell  plati¬ 
num  dealer  in  Philadelphia, 
agreed.  “Users  have  a  voracious 
appetite  for  LAN  equipment.  Net- 
(< continued  on  page  18) 


Alcom  fax  products  give 
LAN  users  greater  reach 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

SAN  FRANCISCO  —  At  LAN- 
DEX  ’90  here  last  week,  Alcom, 
Inc.  released  new  and  enhanced 
facsimile  server  products  that  en¬ 
able  local-area  network  users  to 
send  faxes  from  within  a  variety 
of  electronic  mail  systems  and 
other  applications. 

Alcom  unveiled  Version  2.3  of 
its  LanFax  Gateway  software, 
which  has  been  enhanced  with 
E-mail  support  and  a  number  of 
wide-area  connectivity  options. 
Initially  released  in  1988,  LanFax 
Gateway,  which  runs  on  a  dedi¬ 
cated  DOS  workstation  equipped 
with  a  fax  board,  was  one  of  the 
first  fax  server  products  on  the 
market. 

The  company  also  introduced 
the  LanFax  Redirector  1.0,  which 
lets  users  fax  documents  in  real 
time  from  within  any  application 
that  supports  the  Communicating 
Applications  Specification  (CAS) 
established  by  Intel  Corp.  and 
Digital  Communications  Asso¬ 
ciates,  Inc.  The  product  is  avail¬ 
able  in  three  options:  as  many  as 
eight  users  for  $795,  up  to  25  us¬ 
ers  for  $1,595  and  unlimited  us¬ 
ers  for  $2,995. 

Such  applications  include 


WordPerfect  Corp.’s  WordPerfect 
5.X  and  Lotus  Development 
Corp.  ’s  1  -2-3  when  they  are  being 
used  with  Lotus’  Send-Off!  add-on 
software. 

Fax  boards  that  can  be  used 
with  LanFax  Gateway  include  In¬ 
tel’s  Connection  Coprocessor, 
GammaLink,  Inc.’s  XP  and  CP 
cards,  Brooktrout  Technology, 
Inc.’s  TR-112  and  The  Complete 
PC’s  9-6K  bit/sec  boards,  while 
the  LanFax  Redirector  1.0  sup¬ 
ports  any  CAS-compatible  card. 
The  fax  server  and  the  user’s 
workstation  can  be  separated  by  a 
wide-area  link  so  that  a  single  fax 
board  can  serve  an  enterprise¬ 
wide  network. 

A  new  feature  in  LanFax  Gate¬ 
way  2.3  is  a  FaxAssist  menu  that 
can  be  popped  up  inside  an  E-mail 
application,  offering  the  user  a 
number  of  automated  messaging, 
printing  and  viewing  options. 
When  a  sending  option  is  select¬ 
ed,  an  addressing  template  pops 
up  for  entering  the  recipient’s 
name  and  fax  number  and  any  at¬ 
tachments  to  the  message. 

There  is  also  a  new’  urgency 
feature  that  lets  the  network  ad¬ 
ministrator  give  certain  users  pri¬ 
ority  so  that  their  messages  are 
( continued  on  page  18 ) 
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Alcom  fax  products 
give  LAN  users  reach 

continued  from  page  17 
jumped  to  the  top  of  the  queue  instead  of 
being  handled  by  the  fax  server  on  a  first- 
come,  first-served  basis. 

Products  compatible  with  LanFax  Gate¬ 
way  2.3  include  Da  Vinci  Systems,  Inc.’s  Da 
Vinci  eMAIL,  Banyan  Systems,  Inc.’s  VINES 
Network  Mail  and  3Com  Corp.’s  3  -E-Mail. 

LanFax  Gateway  2.3  is  available  in  four 
licensing  options:  eight  users  for  $795, 1 5 
users  for  $1,495,  30  users  for  $2,295  and 
unlimited  users  for  $3,595.  A  LanTXL  op¬ 
tion  provides  connectivity  with  hard-wired 
telex  lines  for  an  additional  $  1 ,495. 

There  are  also  options  for  linking  the 
fax  server  to  two  public  E-mail  networks. 


LanMCI  connects  the  LanFax  Gateway  to 
MCI  Communications  Corp.’s  MCI  Mail, 
and  LanESL  does  the  same  for  Western 
Union  Corp.’s  EasyLink.  These  auxiliary 
products  are  priced  at  $795  each. 

Two  more  add-on  products  are  LanFax 
DID,  which  automatically  routes  an  incom¬ 
ing  fax  to  the  addressee’s  E-mail  box,  and 
LanFax  Message  File  Interface,  a  tool  kit 
for  developing  customized  user  interfaces 
to  the  fax  server.  They  are  priced  at  $  1 ,495 
and  $595,  respectively. 

At  NetWorld  in  Dallas  next  month,  Al¬ 
com  will  be  demonstrating  a  version  of  the 
gateway  software  that  runs  under  Micro¬ 
soft  Corp.’s  Microsoft  Windows  3.0. 

For  more  information,  contact  Alcom  at 
2464  Embarcadero  Way,  Palo  Alto,  Calif. 
94303; (415)  493-3800.  □ 


Shiva  quietly  carves 

continued  from  page  17 
total  of  six  products  including  new  gate¬ 
ways  and  a  9-6K  bit/sec  modem. 

The  9  6K  bit/sec  NetModem  V.32  en¬ 
ables  remote  Macintosh  users  to  dial  into 
an  AppleTalk  network  and  share  files,  pe¬ 
ripherals  and  E-mail  with  other  users.  An¬ 
other  notable  product  introduced  last  year 
was  a  multifunction  router,  called  the 
EtherGate,  which  lets  users  link  LocalTalk 
nets  to  Ethernets  and  wide-area  networks. 

Lee  Doyle,  manager  of  local-area  net¬ 
work  research  at  International  Data  Corp. 
in  Framingham,  Mass.,  said  Shiva’s  aggres¬ 
sive  product  ramp-up,  coupled  with  the  ac¬ 
quisition  of  the  Novell  FastPath  4  gateway, 
has  made  the  company  a  standout. 


niche  with  offerings 

“Shiva  has  targeted  one  of  the  fastest 
growing  areas  in  the  LAN  market  —  name¬ 
ly  bridges  and  routers  —  and  users  like 
their  products,”  Doyle  said. 

Shiva’s  future  product  plans  include 
new  tools  for  NetWare  LANs  and  the  intro¬ 
duction  of  a  token  ring-to-Macintosh  LAN 
gateway  in  1 991  • 

“Currently,  very  few  Macintosh  users 
have  installed  token-ring  nets.  But  we  ex¬ 
pect  that  to  change  dramatically  within  the 
next  year,”  Schwinn  said.  “Token-ring 
LANs  will  gain  widespread  acceptance  in 
the  Macintosh  market  very  rapidly  from 
now  on,  so  support  for  token  ring  will  be¬ 
come  a  must  for  us.”  Ei 
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LANs  selling  despite 
industry  downturn 

continued  from  page  1 7 
Ware  386  is  selling  handily  and  that  means 
users  are  building  bigger  LANs,  which  re¬ 
quire  more  wiring,  hardware,  consulting 
and  training.  People  are  lining  up  in  droves 
to  get  into  summer  school,”  he  said. 
“We’ve  been  booking  about  two  or  three 
six-figure  orders  a  month  for  the  past  sev¬ 
eral  months.  We’ve  sold  dozens  of  copies 
of  NetWare  386  since  the  beginning  of  the 
year,  and  over  60%  of  those  orders  were 
booked  in  the  past  six  weeks.” 

Users  are  not  only  enlarging  their  exist¬ 
ing  departmental  LANs,  but  are  making  the 
often  expensive  decision  to  retire  more 
mature  operating  systems  such  as 
3  +  Share  and  NetWare  Version  2. 1 5  in  fa¬ 
vor  of  the  latest  versions  of  the  software. 

Many  users  are  outgrowing  the  older 
versions  of  these  network  operating  sys¬ 
tems  as  they  run  more  compute-  and  mem¬ 
ory-intensive  applications  and  add  more 
users  to  their  nets,  observes  Tom  Glover, 
technical  director  at  900  VIP  Help,  Inc.  in 
Lake  Oswego,  Ore.,  which  runs  an  inde¬ 
pendent  NetWare  telephone  support  line. 

“Users  are  beginning  to  quickly  switch 
to  NetWare  386  in  spite  of  the  $8,000  price 
tag  because  they’ve  reached  the  saturation 
point  on  their  80286-based  NetWare  file 
servers,”  Glover  said. 

While  he  has  no  exact  figures  on  how 
many  NetWare  users  have  recently  migrat¬ 
ed  from  earlier  versions  of  NetWare  to  Net¬ 
Ware  386,  Glover  said  the  shift  is  signifi¬ 
cant  based  on  the  number  of  phone  calls 
being  made  to  the  900  VIP  Help  line.  Last 
month,  the  company  expanded  its  opera¬ 
tions  to  24  hours  a  day,  seven  days  a  week 
(NetWare  hot  line  extends  hours  to  serve 
users  around  the  clock,”  NW,  July  23). 

Cellini  cited  the  availability  of  the  more 
robust  NetWare  386  Version  3.1  and  new 
NetWare  Loadable  Module  applications  as 
other  key  factors  in  the  quickening  pace  of 
NetWare  386  sales. 

Vallinor’s  Guaraldi  said  he’s  seeing  a 
similar  upsurge  in  LAN  Manager  sales.  The 
company  currently  has  an  installed  base  of 
more  than  100  3Com  3+  users.  “We’re 
finding  that  more  users  are  starting  to 
convert  their  LANs  from  3  + Share  to 
3  + Open  LAN  Manager  Version  1.1  be¬ 
cause  of  its  multitasking  capabilities,  nam¬ 
ing  services  and  greater  security.  At  the 
same  time,  we’re  also  seeing  them  upgrade 
their  older  servers  to  more  powerful 
80386-based  servers,”  Guaraldi  said. 

“We’re  anticipating  that  about  30%  of 
our  3  +  users  will  convert  to  LAN  Manager 
Version  1.1  or  2.0  this  year,  and  that 
doesn’t  account  for  new  users,”  he  said.  □ 
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How  much  does  the 
quality  of  a  carrier’s  bill¬ 
ing  system  influence  your 
choice  of  carriers? 


fab  The  quality  of  a  carrier’s 
billing  system  is  extremely  im¬ 
portant  to  a  company  like  ours 
that  has  centralized  accounting 
but  multiple  business  units  that 
need  their  own  summary  bill 
information.  Only  cost-per-min- 
ute  ratios  would  rank  higher.” 

David  Baumgarten 
Director  of  telecommunications 
consulting  services 
McGraw-Hill,  Inc. 

Denver 


fall  One  of  the  reasons  we 
went  with  US  Sprint  several 
years  ago  was  because  of  their 
billing  system,  and  we  have 
been  happy  with  it  ever  since. 
We  need  accurate  and  timely 
billing  because  we  have  about 
500  locations  that  each  need 
separate  billing  information.  I’d 
say  billing  is  No.  3  on  the  list 
for  evaluating  carriers,  after 
service  quality  and  price.” 

Jim  Beatty 
Director  of  telecommunications 
Hartmarx  Corp. 

Chicago 


U  A  carrier’s  billing  system 
means  a  lot.  It  was  a  major 
reason  we  selected  MCI  three 
years  ago  as  our  primary  carri¬ 
er  for  voice  communications.  At 
the  time,  we  were  using  US 
Sprint  at  five  or  six  locations 
and  having  horrendous  billing 
problems,  which  weren’t  getting 
resolved  in  a  timely  manner. 
Also,  AT&T  didn’t  have  a  uni¬ 
fied  billing  system  for  all  the 
services  it  offered.” 

Jim  Bruggeman 
Planning  and  administration 
manager  for  national 
telecommunications 
Dun  &  Bradstreet 
Information  Resources 
Murray  Hill,  N.J. 


fafc  It  would  have  a  significant 
influence.  When  we  issued  RFPs 
for  long-distance  services  two 
years  ago,  the  accuracy  and 
timeliness  of  carrier  billing  ac¬ 
counted  for  20%  of  the  total 
evaluation.  You  need  accurate 
billing  for  audit  and  control 
purposes  and  to  recharge  de¬ 
partments  for  long-distance 
calls.  As  a  department  head, 
you  can’t  manage  costs  if  carri¬ 
er  bills  are  late  or  inaccurate.” 

Jeff  Lipton 
Director  of  office  support  and 
telecommunications  services 
University  of  Colorado 
Boulder 


Zale  Lipshy  University  Hospital  in  Dallas. 

Hospital  hopes  HL7-based 
net  will  ensure  versatility 

Facility  installs  $3m  distributed  net  architecture. 


By  Wayne  Eckerson 

_ Senior  Writer _ 

DALLAS  —  If  you  had  the 
chance  to  build  a  hospital  from 
scratch,  what  kind  of  network  ar¬ 
chitecture  would  you  implement? 

Zale  Lipshy  University  Hospi¬ 
tal,  a  160-bed  private  teaching 
hospital  here  that  opened  in  late 
1989,  chose  a  standards-based, 
distributed  architecture  an¬ 
chored  by  a  fiber-optic  Ethernet 
backbone  interconnecting  a  vari¬ 
ety  of  multivendor  departmental 
systems. 

The  distributed  architecture 
enables  nurses,  physicians  and 
administrators  using  one  of  150 
workstations  throughout  the  hos¬ 
pital  to  access  data  from  any  hos¬ 
pital  system  on  the  network,  in¬ 
cluding  laboratory,  radiology, 
pharmacy  and  patient  records  ap¬ 
plications. 

“We  now  have  a  state-of-the 
art  infrastructure  that  will  sup¬ 
port  the  hospital’s  information 
system  requirements  for  the  next 
1 0  years  and  beyond,  ”  said  James 
Garvey,  president  and  chief  exec¬ 
utive  officer  of  the  hospital. 

Based  on  Health  Level  7 
(HL7),  an  emerging  communica¬ 
tions  standard  in  the  health  care 
industry,  the  distributed  architec¬ 
ture  gives  Zale’s  departments  the 
flexibility  to  implement  informa¬ 
tion  systems  that  meet  their 
needs  best  and  allows  staffers  to 
access  any  type  of  information, 
Garvey  said. 

Zale  hired  Perot  Systems 
Corp.,  a  systems  integrator  based 
here,  to  design  and  build  the  open 
systems  architecture.  The  project 
took  less  than  a  year  to  complete 
and  cost  $3  million,  according  to 
Chuck  Lyles,  marketing  manager 
for  Perot  Systems. 

According  to  Lyles,  many  hos¬ 
pitals  are  locked  into  a  single¬ 
vendor  architecture  that  forces 
departments  into  using  systems 
that  may  not  be  meeting  all  their 


needs.  But  freeing  themselves 
from  that  information  straitjack- 
et  requires  rebuilding  an  entire 
computing  and  network  infra¬ 
structure,  which  is  an  expensive 
proposition. 

In  contrast,  “HL7  gives  hospi¬ 
tals  the  ability  to  swap  their  de¬ 
partmental  systems  in  and  out 
without  upsetting  the  whole  sys¬ 
tem,”  Lyles  said. 

System  setup 

Zale’s  fiber  Ethernet  backbone 
supports  five  Hewlett-Packard 
Co.  file  servers  running  3Com 
Corp.’s  3  + Open  LAN  Manager 
and  a  clinical  management  appli¬ 
cation  from  Quantitative  Medi¬ 
cine,  Inc.  (QMI)  that  is  based  on 
Ashton-Tate  Corp.  and  Microsoft 
Corp.’s  SQL  Server. 

The  QMI  software  compiles 
clinical  data,  as  well  as  data  from 
other  departmental  systems,  and 
presents  it  in  a  standard  format  to 


UH 

A  J.L7  gives 
hospitals  the  ability  to 
swap  their  departmental 
systems  in  and  out.” 

▲  ▲▲ 


nurses  and  physicians  working  at 
HP  Vectra  workstations. 

Clinical  data  includes  nurse 
and  physician  notes  and  charts, 
as  well  as  information  sent  di¬ 
rectly  from  patient  monitoring 
equipment,  which  captures  data 
such  as  pulse  rate,  blood  pressure 
and  other  vital  signs. 

QMI  software  supports  HL7  in¬ 
terfaces  to  six  departmental  ap¬ 
plications,  most  of  which  run  un¬ 
der  DOS  or  OS/2.  The  adminis- 
( continued  on  page  20 ) 


Users  subsidize  EDI 
for  smaller  partners 

Major  users  pick  up  costs  for  software,  service 
to  get  more  suppliers  on-line  with  EDI  programs. 


By  Walter  Sweet 

West  Coast  Correspondent 

Many  large  users  are  tackling 
the  problem  of  getting  suppliers 
on-line  with  electronic  data  inter¬ 
change  by  giving  away  or  subsi¬ 
dizing  the  cost  of  EDI  tools  for 
smaller  trading  partners. 

Getting  a  large  number  of 
trading  partners  on-line  has  been 
one  of  the  biggest  challenges  for 
EDI  users  and  is  seen  as  one  of  the 
keys  to  the  success  of  any  majqr 
EDI  effort.  So  users  such  as  Sears, 
Roebuck  and  Co.,  R.J.  Reynolds 
Tobacco  Co.,  Levi  Strauss  &  Co. 
and  Southern  California  Edison 
Co.  are  footing  the  bill,  at  least  in 
part,  to  get  smaller  trading  part¬ 
ners  involved. 

Observers  say  a  growing  num¬ 
ber  of  EDI  users  will  adopt  the 
strategy  as  they  realize  that  the 


benefits  of  bringing  trading  part¬ 
ners  into  their  EDI  programs  out¬ 
weigh  the  cost  of  subsidizing  the 
packages. 

Torrey  Byles,  a  consultant 
with  Input,  a  market  research 
firm  based  in  Mountain  View, 
Calif.,  says  this  proactive  ap¬ 
proach  can  help  users  expand 
their  EDI  programs  quickly. 
“That’s  one  of  the  conundrums 
everybody’s  facing  right  now,” 
he  said. 

What’s  more,  “This  approach, 
with  the  larger  partner  absorbing 
part  of  the  cost,  is  more  equitable 
for  implementing  EDI  because 
the  big  company  receives  a  lot  of 
benefits,”  Byles  said.  “They’re 
going  to  save  a  lot  of  money,  so 
they  should  absorb  some  of  the 
costs.” 

/ continued  on  page  20 ) 


BOOK  REVIEW 


BY  ERIC  SCHMALL 

Overcoming  the  leader 
vs.  manager  conflict 

Mind  of  a  Manager,  Soul  of  a  Leader,  Craig  Hickman 
(New  York:  John  Wiley  &  Sons,  Inc.,  1990),  $19-95. 

Craig  Hickman’s  ambitious  goal  is  to  find  a  “grand  unified 
theory”  of  management,  one  that  demonstrates  how  the 
opposing  traits  of  leaders  and  managers  can  be  combined  to 
create  excellence  in  an  organization. 

While  Hickman  does  not  provide  any  cookbook  answers,  he 
succeeds  in  demonstrating  that  leaders  and  managers  have 
complementary  qualities  and  that  the  dynamic  tension  between 
the  two  can  be  harnessed  for  the  benefit  of  an  organization. 

In  Hickman’s  view,  leaders  are  people  who  possess  vision, 
passion  and  the  creative  energy  to  spark  an  organization’s  soul. 
Managers  represent  the  metaphorical  mind,  marked  by  the 
structured  and  deliberate  approach  to  tasks. 

Hickman  avoids  describing  either  type  as  preferable  to  the 
other,  although  he  acknowledges  that  leaders  these  days  exert 
an  emotional  tug  on  many  writers  in  management  sciences.  He 
also  concedes  that  organizations  cannot  succeed  without  effec¬ 
tive  managers. 

The  author  devotes  a  substantial  section  of  the  book  to 
describing  various  ways  that  organizations  deal  with  the 
opposing  pull  of  leaders  vs.  managers.  He  examines  companies 
in  which  one  type  is  obviously  dominant,  as  well  as  organiza¬ 
tions  that  have  tried  unsuccessfully  to  integrate  the  two  camps. 

Hickman  also  explores  rare  organizations  in  which  leaders 
and  managers  find  a  level  of  mutual  appreciation,  where  their 
opposing  characteristics  complement,  rather  than  conflict  with, 
each  other.  There  is  a  cooperative  spirit  in  these  organizations 
aided  by  open  communication,  respect  and  shared  values  among 
leaders  and  managers. 

( continued  on  page  20 ) 

Schmall  is  a  network  systems  manager  for  an  insurance 
holding  company. 
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Hospital  hopes  net 
ensures  versatility 

continued  from  page  19 
tration  and  financial  system,  however,  is 
on  a  Digital  Equipment  Corp.  VAX  proces¬ 
sor  running  VMS.  Other  systems  on  the  net¬ 
work  include  radiology,  pharmacy,  mate¬ 
rials  management  and  laboratory.  Periodi¬ 
cally,  these  systems  download  data  into 
QMI’s  SQL  data  base. 

The  HP  Vectra  workstations  used  by 
nurses,  physicians  and  administrators  are 
located  in  intensive  care  units,  medical/ 
surgical  units,  nurse  stations,  psychiatric 
units  and  operating  rooms. 

The  workstations  also  support  menuing 
software  from  Polygon  Associates,  Inc. 
that  allows  users  to  access  any  DOS-based 


application  on  the  network.  They  also  sup¬ 
port  the  Presentation  Manager  graphical 
user  interface,  which  enables  users  to  ac¬ 
cess  OS/2  applications  running  on  the  net. 

Heart  and  soul 

When  planning  the  hospital’s  informa¬ 
tion  system  (IS)  architecture,  hospital  ad¬ 
ministrators  made  a  conscious  decision  to 
focus  on  clinical  data,  rather  than  financial 
data,  which  is  the  case  at  most  hospitals. 

“We  put  clinical  information  at  the  cen¬ 
ter  of  IS  because,  philosophically,  we  be¬ 
lieve  that  the  patient  is  the  heart  and  soul 
of  the  hospital,”  said  Karen  Knecht,  inten¬ 
sive  care  nurse  manager  at  Zale. 

All  nurses  and  physicians  received  a  day 
of  training  on  the  machines,  which  they 
found  easy  to  use,  Knecht  said. 


The  workstations  eliminate  the  need 
for  nurses  to  copy  essentially  the  same  in¬ 
formation  on  five  different  forms.  Once 
the  information  is  input  into  the  data  base, 
it  is  copied  onto  all  clinical  forms  and  rec¬ 
ords  the  hospital  keeps,  Knecht  said. 

Knecht  said  the  HL7  architecture  will 
enable  Zale  to  develop  an  electronic  medi¬ 
cal  record  to  replace  paper  records,  which 
are  cumbersome  to  use,  time-consuming 
to  produce  and  more  prone  to  errors,  Gar¬ 
vey  said.  Most  of  Zale’s  patient  records  are 
already  in  electronic  form,  although  back¬ 
up  paper  copies  are  still  maintained. 

Perot  Systems’  Lyles  said  the  hospital  is 
testing  optical  storage  devices  that  can 
store  large  volumes  of  electronic  records. 
Unfortunately,  the  hospital  has  not  found 
a  system  that  can  meet  its  needs.  □ 


September  10-13, 1990 


Dallas  Convention  Center 

planning  makes  the  difference  in  finding  the  sol¬ 
utions  for  your  business  needs. 

Mark  your  calendar  now  to  attend  the  world’s 
most  extensive  event  on  computer  connectivity, 
product  technology  and  education.  The  highly  re¬ 
garded  NetWorld  seminar  series  begins  on 
Monday,  September  10,  with  the  NetWorld  pro¬ 
duct  and  services  exposition  opening  on  the  11th 
and  continuing  to  the  13th.  For  your  full  attendee 
program  guide  or  information  on  exhibiting  in 
NetWorld,  please  call  1-800-444-EXPO. 


NetWorld  90  Dallas  has  moved  to  a  site  almost  as 
large  as  Texas  —  the  Dallas  Convention  Center. 
More  than  400  exhibitors  will  showcase  the  latest 
technology  that  links  your  information  systems  to¬ 
gether,  from  LANs  in  the  corner  office  to  strategic 
networks  that  span  the  globe.  NetWorld  90  Dallas 
needs  no  further  introduction;  the  show  has  be¬ 
come  the  industry’s  hottest  high  technology  event, 
according  to  exhibitors  and  attendees  alike! 

Professionals  do  need  to  make  the  right  con¬ 
nections  in  order  to  succeed  in  business,  and 


NETWPRLD  90  DALLAS 


Users  subsidize  EDI 
for  smaller  partners 

continued  from  page  19 

A  microcomputer-based  EDI  package 
can  cost  from  $1,000  to  $5,000,  which  can 
be  a  financial  burden  for  a  small  company, 
Byles  added. 

Using  incentives  and  subsidization  to 
encourage  trading  partner  participation 
helps  a  major  company  improve  the  effi¬ 
ciency  of  business  operations  and  eventu¬ 
ally  results  in  lower  prices. 

“The  idea  is  you  go  in,  give  all  of  your 
trading  partners  microcomputer  packages 
to  run  and  turn  your  whole  trading  com¬ 
munity  onto  EDI  overnight,”  Byles  said. 

R.J.  Reynolds  has  arranged  for  third- 
party  EDI  service  and  product  providers  to 
give  its  trading  partners  special  deals  on 
EDI  packages  and  monthly  service  fees. 
Users  can  get  EDI  packages  for  about  half 
price  from  the  vendors  referred  by  Reyn¬ 
olds.  Reynolds  will  also  pick  up  the  month¬ 
ly  fee  for  EDI  transmissions  if  trading  part¬ 
ners  deal  exclusively  with  Reynolds.  If  a 
trading  partner  starts  working  with  other 
firms,  it  has  to  pick  up  the  monthly  fee. 

“It  certainly  has  made  it  a  lot  easier  for 
them  to  [get]  on  EDI  with  us,”  said  Jim 
Pitts,  manager  of  purchasing  department 
planning  with  Reynolds.  “Some  of  them 
wouldn’t  come  on  without  it.  It’s  a  lot  of 
money  for  a  small  company.” 

Today,  Sears  gives  standards-based  EDI 
software,  and  a  personal  computer  if  need¬ 
ed,  to  its  trading  partners  along  with  a  one- 
day  training  session.  Next  year,  Sears 
Technology  Services,  Inc.  will  begin  offer¬ 
ing  EDI  transmission  services  and  will 
market  the  software  to  its  customers. 
Meanwhile,  it  will  continue  to  offer  it  to  its 
own  trading  partners  free  of  charge. 

IBM  is  offering  a  personal  computer- 
based  EDI  package  that  large  users  may  re¬ 
sell  to  smaller  trading  partners  at  a  re¬ 
duced  price. 

“There’s  a  common  movement  in  in¬ 
dustries  to  accommodate  smaller  trading 
partners  to  make  it  conducive  for  them  to 
get  into  EDI,”  said  Jerome  Dreyer,  presi¬ 
dent  and  chief  executive  officer  of  the  Elec¬ 
tronic  Data  Interchange  Association.  “We 
have  always  said  we’ve  mastered  the  tech¬ 
nology,  and  now  it’s  a  matter  of  imple¬ 
menting  EDI.” 

Dreyer  said  companies  are  wise  to  look 
to  their  smaller  trading  companies  to 
boost  efficiency  with  EDI.  With  only  its 
largest  trading  partners  using  EDI,  a  com¬ 
pany  cannot  realize  the  full  advantages  of 
the  technology. 

“So  what  if  the  top  1,000  companies 
are  using  EDI  if  the  other  19  million  small¬ 
er  companies  aren’t?”  Dreyer  asked.  □ 


Overcoming  leader 
vs.  manager  conflicts 

continued  from  page  19 

Because  Hickman  can’t  precisely  quan¬ 
tify  how  this  ideal  state  can  be  achieved,  he 
focuses  on  specific  differences  between 
leaders  and  managers  and  how  potential 
conflicts  might  be  resolved. 

While  Hickman  falls  short  of  explaining 
how  leader-manager- conflicts  can  be  re¬ 
solved  at  the  macro  level  of  an  organiza¬ 
tion,  he  succeeds  in  analyzing  how  they 
can  be  overcome  at  the  individual,  or  mi¬ 
cro,  level.  This  alone  makes  the  work  a 
milestone  in  reconciling  what  has  tradi¬ 
tionally  been  viewed  as  the  irreconcilable 
difference  between  leading  and  managing 
people.  □ 
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Worth  Noting 


“T 

X  believe 

Mercury  [Communica¬ 
tions,  Ltd.]  will  grow, 
but  it  will  be  years  and 
years  before  it  is 
comparable  with 
British  Telecom,  if 
ever.” 

Tony  Cornish 

Deputy  international 
communications  manager 
Reuters  Holdings  PLC 
London 


orld 

News 


US  Sprint  Communica¬ 
tions  Co.  recently  announced 
four  contracts  worth  a  total  of 
$15.5  million  to  install  pack¬ 
et-switching  networks  abroad. 

The  largest  deal  is  with  Citi¬ 
bank  N.  A.,  which  will  spend  $8 
million  in  the  next  18  months 
to  have  36  TP4900  packet 
switches  and  70  TP8000  con¬ 
centrators  installed  in  offices 
around  the  world. 

CIFRA,  a  retail  and  restau¬ 
rant  conglomerate  in  Mexico 
City,  will  install  US  Sprint 
packet  switches  in  150  retail 
locations  around  Mexico  to 
construct  one  of  the  largest 
private  retail  networks  in  the 
country.  Ssangyong  Computer 
Systems  Corp.  will  spend  $1.8 
million  on  a  private  packet 
network  in  South  Korea,  and 
the  value-added  network  car¬ 
rier  Taiwan  Telecommunica¬ 
tions  Network  Service  Compa¬ 
ny,  Ltd.  will  install  $1.8 
million  worth  of  US  Sprint 
packet-switch  gear  in  Taiwan. 


Alpha  Lyracom  Pan 
American  Satellite  Corp. 

(PAS),  a  competitor  to  the  In¬ 
ternational  Telecommunica¬ 
tions  Satellite  Organization, 
recently  said  it  plans  to  launch 
its  third  satellite  sometime  af¬ 
ter  1993-  The  satellite  will 
provide  video  and  private-line 
data  services  to  the  Pacific 
Rim  and  Asia.  Currently,  PAS 
has  only  one  satellite  in  opera¬ 
tion,  which  provides  services 
to  the  Carribean,  North  and 
South  America,  and  Europe.  A 
second  satellite  serving  these 
areas  is  scheduled  for  launch 
in  1993.  □ 


Agreement  may  lower  user 
voice,  data  costs  in  Japan 

Pact  with  U.S.  opens  net  equipment,  IVAN  mart. 


By  Walter  Sweet 

West  Coast  Correspondent 

TOKYO  —  Users  and  vendors 
last  week  said  they  expect  costs  to 
abate  for  dedicated  voice  and 
data  circuits  here  due  to  Japan’s 
recent  agreement  with  the  U.S. 
that  liberalizes  the  country’s  mar¬ 
ket  for  net  equipment  and  inter¬ 
national  value-added  services. 

The  agreement  not  only 
makes  it  easier  for  companies  to 
do  business  here,  it  should  also 
save  users  money,  observers  said. 

Under  terms  of  the  deal,  sup¬ 
pliers  of  so-called  network  chan¬ 
nel  terminating  equipment  — 
which  includes  data  service  unit/ 
channel  service  units  —  will  be 
able  to  sell  these  devices  directly 
to  users,  rather  than  to  Japanese 
carriers.  This  should  make  it  easi¬ 
er  for  users  to  purchase  equip¬ 
ment  directly  from  their  pre¬ 
ferred  vendor. 

Japan  also  agreed  to  let  for¬ 
eign  companies  build  interna¬ 
tional  private  nets  carrying  voice 
and  data  to  Japanese  affiliates  in 
which  they  own  at  least  a  10% 
stake  or  between  business  part¬ 
ners  that  conduct  at  least  20%  of 
their  business  with  one  another. 

In  addition,  Japan  will  allow 
companies  to  route  traffic  from 
international  private  lines  into 
the  public  telephone  network  in 
Japan. 


Most  of  the  changes  will  take 
effect  by  Sept.  1 . 

“That’s  pretty  good  news  for 
us,”  said  Robert  Maire,  project 
manager  for  Morgan  Stanley  & 
Company,  Inc.  “Allowing  traffic 
to  be  dumped  into  the  public  net¬ 
work  from  the  private  network 
can  bring  substantial  savings  for 
us.”  Once  data  reaches  Japan 
over  a  private  net,  the  company 
will  be  able  to  drop  it  into  the  pub¬ 
lic  network,  rather  than  having  to 
use  local  dedicated  circuits. 

Maire  said  Morgan  Stanley  has 
high-speed  and  low-speed  lines 
running  voice  and  data  between 
New  York  and  Tokyo  and  between 
Tokyo  and  Hong  Kong.  “Allow¬ 
ing  us  to  send  traffic  for  clients 
and  run  it  over  the  public  network 
will  enhance  our  savings  consid¬ 
erably,”  he  said. 

Another  major  provision  of 
the  agreement  calls  for  the  relax¬ 
ation  of  surcharges  that  interna¬ 
tional  value-added  networks 
(IVAN)  have  paid  to  Japan’s  ma¬ 
jor  telecommunications  service 
providers. 

Previously,  U.S.  companies 
paid  surcharges  of  as  much  as 
20%  to  Japanese  carriers  for  cir¬ 
cuits  used  to  provide  IVAN  ser¬ 
vices.  According  to  the  U.S.  gov¬ 
ernment,  American  companies 
had  to  pay  out  about  $15  mil- 
( continued  on  page  22 ) 


AT&T,  KDD  to  build  fiber, 
satellite  links  into  China 


By  Barton  Crockett 

Senior  Editor 

TOKYO  —  AT&T  and  Japanese 
international  carrier  Kokusai 
Denshin  Denwa,  Ltd.  last  week 
reached  an  agreement  with  China 
to  install  new  international  fiber¬ 
optic  and  digital  satellite  facili¬ 
ties  in  the  country. 

According  to  AT&T,  the  facili¬ 
ties  will  be  used  to  support  the 
first  international,  digital  leased- 
line  services  to  China. 

Under  terms  of  the  agreement 
signed  with  China’s  director  gen¬ 
eral  of  telecommunications,  the 
three  organizations  will  jointly 
fund  construction  of  an  800-mile 
undersea  fiber-optic  cable  linking 
China  and  Japan,  which  is  sched¬ 
uled  to  be  cut  over  in  1 993- 
The  agreement  also  calls  for 
installation  of  new  digital  satel¬ 
lite  facilities  supporting  interna¬ 
tional  private-line  services  to 
Shanghai  and  Beijing  in  1 99 1  - 
Gerald  Happ,  district  manager 


for  international  network  plan¬ 
ning  at  AT&T,  who  helped  negoti¬ 
ate  the  deal,  said  most  interna¬ 
tional  switched  services  to  the 
country  are  carried  over  analog 
satellite  facilities  and  all  private¬ 
line  services  run  over  analog  sat¬ 
ellites. 

“Once  you  extend  the  fiber 
service  to  China,  everyone  will 
see  how  good  it  is  and  you’re  go¬ 
ing  to  see  demand  go  up  fantasti¬ 
cally,”  he  said. 

Happ  said  the  financial  and 
technical  terms  of  the  agreement 
are  still  being  hammered  out,  but 
he  estimated  the  cost  of  the  un¬ 
dersea  fiber-optic  cable  at  be¬ 
tween  $50  million  and  $75  mil¬ 
lion. 

West  Coast  access 

In  order  to  access  the  satellite 
service  to  China,  Happ  said  U.S. 
users  will  have  to  establish  dedi¬ 
cated  links  to  AT&T  uplink  facili- 
/ continued  on  page  22 ) 


Competition  crawls  in  the  U.K. 


Financial  results  and  market  share  of  British 
Telecommunications  PLC  and  Mercury  Communications,  Ltd. 


U.K.  users  urge  telco 
regulatory  reforms 

British  push  for  less  constraints  on  dominant 
British  Telecom,  extended  net  reach  for  Mercury. 


By  Barton  Crockett 

Senior  Editor 

LONDON  —  As  the  U.K.  gears 
up  for  a  major  review  of  its  net¬ 
work  competition  policy,  users 
are  lobbying  for  new  initiatives 
aimed  at  improving  carrier  ser¬ 
vices  and  responsiveness. 

Frustrated  with  a  duopoly  pol¬ 
icy  that  many  believe  has  failed  to 
deliver  adequate  network  compe¬ 
tition,  users  are  arguing  for  re¬ 
forms  that  would  lessen  regula¬ 
tory  restraints  on  the  U.K.’s 
dominant  carrier,  British  Tele¬ 
communications  PLC,  and  allow 
upstart  carrier  Mercury  Commu¬ 
nications,  Ltd.  to  extend  the 
reach  of  its  network. 

Users  are  arguing  for  these  re¬ 
forms  in  order  to  improve  the 
quality  of  network  services  in  a 
market  where  they  believe  fierce 
competition  has  failed  to  materi¬ 
alize  and  where  services  are  lack¬ 
ing. 

Unsuccessful  policy 

“We  don’t  consider  that  the 
network  competition  policy  has 
been  a  success,”  said  Adrian 
Squires,  carrier  liaison  officer 
with  the  Telecommunications 
Managers  Association  (TMA),  a 
national  user  group  in  Orpington, 
England.  “Whilst  Mercury  has 
been  trying  to  get  a  foothold  in 
the  market,  British  Telecom  has 
been  highly  regulated.  That  has 


not  been  beneficial  to  our  mem¬ 
bers.” 

Mercury  Communications  has 
been  licensed  as  the  U.K.’s  only 
full-service  competitor  to  British 
Telecom  since  1984.  The  upcom¬ 
ing  review,  scheduled  to  begin  in 
November,  will  evaluate  the  ef¬ 
fectiveness  of  this  competition 
and  suggest  reforms  to  existing 
policies. 

Squires  said  users  are  eager 
for  any  new  changes  that  in¬ 
crease  their  service  alternatives 
and  make  Mercury  Communica¬ 
tions  a  more  viable  alternative  to 
British  Telecom. 

Currently,  British  Telecom 
controls  about  95%  of  the  U.K.’s 
network  services  market  and 
nearly  all  of  the  country’s  local- 
loop  facilities  and  residential  ser¬ 
vices  (see  graphic). 

Mercury  Communications’ 
presence  has  been  confined 
largely  to  digital  private-line  ser¬ 
vices  for  business  users.  For  ex¬ 
ample,  the  carrier  controls  about 
half  of  the  market  for  digital  pri¬ 
vate-line  services  to  the  U.S.  but 
has  only  about  40,000  residential 
subscribers  to  its  switched  ser¬ 
vices. 

Conferring  with  regulators 

Squires,  who  also  works  as  as¬ 
sistant  controller  of  information 
technology  at  The  Rank  Organi- 
( continued  on  page  22 ) 
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U.K.  users  urge  telco  regulatory  reforms 


continued  from  page  21 

sation  PLC,  a  travel  and  leisure  conglomer¬ 
ate  in  London,  said  that  he  is  actively  lob¬ 
bying  regulators  and  carrier  officials  for 
reforms  favorable  to  TMA  members. 

He  said  that  one  of  the  TMA’s  top  con¬ 
cerns  is  loosening  the  regulatory  shackles 
on  British  Telecom.  These  constraints 
have  kept  British  Telecom  from  offering 
several  services  from  which  users  could 
benefit,  such  as  virtual  networks  and  cus¬ 
tom  contracts,  he  added. 

Squires  said  users  in  the  country  need 
these  services  to  compete  effectively  in  the 
global  economy. 

British  regulators  should  initiate  re¬ 
forms  that  extend  the  reach  of  Mercury 


Communications’  domestic  network,  he 
said. 

For  instance,  Squires  suggested  that  the 
country’s  Office  of  Telecommunications 
could  require  Mercury  Communications  to 
extend  its  network  into  more  areas  as  a 
condition  for  continuing  to  receive  a  li¬ 
cense  to  operate. 

Currently,  the  majority  of  Mercury 
Communications’  facilities  are  located 
only  in  major  urban  areas  and  the  carrier 
has  very  little  presence  in  rural  areas. 

Squires  also  said  Mercury  Communica¬ 
tions  should  be  given  equal  access  rights. 
Currently,  nearly  all  local  serving  offices 
in  the  U.K.  are  owned  by  British  Telecom 


and  users  have  to  install  special  network 
devices  on  their  premises  to  route  calls  to 
the  Mercury  Communications  net. 

Squires  said  this  adds  about  eight  sec¬ 
onds  to  call  setup  times  and  keeps  Mercury 
Communications  from  competing  fairly  in 
the  switched  services  market.  He  also  ar¬ 
gued  that  Mercury  should  be  required  to 
work  closely  with  cable  TV  operators  as 
well  as  cellular  and  personal  communica¬ 
tions  network  service  providers  to  extend 
the  reach  of  its  local  access  facilities. 

Unknown  reforms 

But  Squires  and  other  observers  caution 
that  it  is  impossible  to  predict  with  any  cer¬ 
tainty  what  reforms  will  be  adopted. 

The  licensing  of  a  third  national  com¬ 
petitor  is  likely  to  be  considered,  but  few 


observers  said  they  actually  expect  that  to 
be  allowed. 

This  is  because  of  concerns  that  a  third 
carrier  would  hurt  Mercury  Communica¬ 
tions  more  than  British  Telecom  and 
would  keep  any  alternative  carrier  from 
gaining  the  economies  of  scale  needed  to 
compete  effectively. 

Squires  said  the  TMA  members  are  lean¬ 
ing  toward  this  opinion. 

Another  likely  area  for  examination  is 
the  U.K.’s  satellite  regulations.  Currently, 
U.K.  users  are  allowed  to  operate  only  one¬ 
way  satellite  networks.  Many  observers, 
however,  predict  that  two-way  satellite 
nets  will  be  legalized,  and  Squires  said  the 
TMA  members  would  favor  that  change. 

Many  observers  also  predict  that  British 
Telecom  and  Mercury  Communications 
will  be  given  the  right  to  distribute  video 
programming  through  their  networks. 
Prospects  for  this  reform  look  particularly 
good  given  that  U.K.  cable  TV  providers  are 
able  to  supply  local  telephone  services  and 
have  about  1,000  switched  access  lines  in 
operation.  □ 


AT&T,  KDD  to  build 
int’l  links  into  China 

continued  from  page  21 
ties  on  the  West  Coast  of  the  U.S. 

He  said  users  will  be  able  to  access  the 
fiber-optic  cable  running  to  China  via  the 
Hawaii-4/Trans-Pacific  Cable-3  undersea 
fiber-optic  cable,  which  was  cut  over  in 
1989  and  runs  from  the  U.S.  to  Chikura,  Ja¬ 
pan .  Access  also  will  be  supported  from  the 
Trans-Pacific  Cable-4,  which  is  scheduled 
to  be  cut  over  in  1992  and  will  also  run 
from  the  U.S.  to  Chikura. 

The  Japan-to-China  fiber  link  will  run 
from  just  outside  Shanghai  on  the  Chinese 
mainland  to  Kyushu  Island  off  Japan.  Oth¬ 
er  fiber-optic  cables  will  carry  traffic  from 
Kyushu  Island  to  Chikura. 

Happ  said  last  year’s  political  violence 
in  China  did  not  affect  the  deal.  But  an 
AT&T  spokesman  cautioned  that  the  carri¬ 
er  still  must  receive  government  approval 
before  moving  ahead.  He  said  the  carrier  is 
confident  of  its  success. 

Earlier  this  year,  however,  the  U.S. 
State  Department  barred  US  West  Interna¬ 
tional,  Inc.  from  participating  in  a  consor¬ 
tium  planning  to  build  a  fiber  cable  across 
the  USSR  because  of  concerns  that  the  fa¬ 
cility  would  compromise  national  securi¬ 
ty.  □ 


Agreement  to  lower 
user  costs  in  Japan 

continued  from  page  21 

lion  in  these  fees  over  the  past  few  years. 

When  these  fees  are  removed,  IVANs 
should  be  able  to  pass  some  of  the  savings 
on  to  users,  resulting  in  less  expensive 
telecommunications  costs  for  companies, 
according  to  the  U.S.  Trade  Representative 
office  in  Washington,  D.C. 

“For  us,  the  most  positive  aspect  of  the 
agreement  is  the  part  that  precludes  [Ko- 
kusai  Denshin  Denwa,  Ltd.]  from  charging 
a  surcharge  for  private  leased  lines,”  said 
Ronald  Bamberg,  vice-president  of  busi¬ 
ness  development  and  planning  for  BT 
Tymnet,  Inc.  “We  will  simply  be  paying 
less  for  leased  lines.” 

Bamberg  said  details  haven’t  been 
worked  out  but  at  least  a  part  of  their  20% 
savings  will  be  passed  on  to  users.  “We’ll 
be  looking  at  the  agreement  more  close¬ 
ly,”  he  said.  □ 


When  Excellence 
Is  Achieved. . . 

It  Should  Be  Recognized. 

THE  1990  ENNE  AWARDS  PRESENTATION  AND  BANQUET 

Monday,  September  10, 1990  During  NetWorld  in  Dallas. 


Excellence  in  Enterprise  Networking  will  be 
saluted  again  this  year  at  the  Second 
Annual  ENNE  Awards  Presentation  and 
Banquet.  It’s  the  time  and  place  for  this 
industry  to  recognize  its  most  outstanding 
enterprise  network  designers,  managers 
and  users  with  the  ultimate  symbol  of 
achievement!  The  ENNE. 

Nominees  for  this  year’s  ENNEs  include 
networks  of  some  of  the  largest  and  most 
innovative  corporate,  scholastic  and 
government  organizations  of  America. 
Each  has  presented  to  our  judging  panel  an 
innovative  example  of  how  enterprise 
networking  ingenuity  can  change  the  way 
we  work  -  the  way  business  gets  done.  Five 
will  win  ENNEs. 

Reserve  Your  Tickets  Today! 

The  ENNE  Awards  Banquet  begins  at  6:30 
P.M.,  Monday,  September  10,  1990,  at 
the  Hyatt  Regency/  Reunion  in  Dallas. 
Tickets  are  limited.  For  more  information, 
please  call  (212)  983-4965. 


1990  ENNE  JUDGES:  Curtis  Abraham,  System  One  Corp.;  Roger  Bender,  Citibank;  Todd  Booth, 
Quotron;  Dean  Crutchfield,  Welchem,  Inc.;  Cheryl  Currid,  Coca-Cola  Foods;  Frank  Dzubeck, 
Communications  Network  Architects,  Inc.;  Howard  Frank,  Network  Management,  Inc.;  Mark  Freund, 
Interconnect  Network;  Theodore  Klein,  Boston  Systems  Group;  Steve  Papermaster,  Business  Systems 
Group,  Inc.;  Norm  Sefton,  Duke  University;  Mohsen  Shahpar,  Andersen  Consulting;  Dan  Spiner,  Glasgal 
Communications,  Inc.;  Harvey  Summer,  Consultant;  Richard  Villars,  International  Data  Corp. 

theEnne  Awards 

Honoring  The  Best  Of  The  Best. 

THE  ENNE  AWARDS  PROGRAM  •  305  Madison  Avenue,  Suite  1424,  New  York,  New  York  10165 
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PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


Racet  introduces  large 
server  for  Mac  networks 

Racet  Computes,  Ltd.  re¬ 
cently  took  the  wraps  off 

Mac-in-the-Box,  a  dedicated 
file  server  that  offers  storage 
capacities  from  1.3Gto  1 5  7G 
bytes. 

The  product  incorporates 
large  quantities  of  storage  in  a 
unit  along  with  an  Apple  Com¬ 
puter,  Inc.  Macintosh  IIx 
motherboard. 

Customers  can  order  Mac- 
in-the-Box  with  two,  four  or 
six  Racet  657M-byte  hard 
drives  for  internal  storage  of 
up  to  3-9Gbytes. 

Users  can  increase  server 
memory  to  1 5.7G  bytes  by  at¬ 
taching  the  company’s  Giga- 
STOR  expansion  cabinets. 

According  to  Racet,  Mac-in- 
the-Box  accesses  data  in  as  lit¬ 
tle  as  13-5  msec.  An  optional 
intelligent  caching  controller 
can  deliver  data  as  quickly  as 
0.5  msec. 

Pricing  ranges  from 
$2,995  to  $4,995,  depending 
on  configuration. 

Racet  Computes,  Ltd., 
3150  E.  Birch  St.,  Brea, 
Calif;  (714)  579-1725. 


Ashton-Tate  tailors 
dBase  IV  for  DECnets 

Ashton-Tate  Corp.  recently 
announced  dBase  IV  for  Dig¬ 
ital  Equipment  Corp.  VAX/ 
VMS  systems. 

The  data  base  management 
system,  which  runs  on  DEC 
VAXes,  is  specially  configured 
for  use  in  DECnet  environ¬ 
ments  supporting  DEC’S  Net¬ 
work  Applications  Support 
(NAS)  strategy. 

Support  for  NAS  allows 
dBase  IV  to  act  as  a  front-end 
DBMS  requestor  for  worksta¬ 
tions  that  need  to  access  data 
on  VAX  Rdb/VMS  data  bases 
throughout  a  companywide 
network. 

In  addition,  dBase  IV  users 
on  a  DECnet  can  access  IBM 
mainframe  data  bases  such  as 
DB2  by  using  NAS  gateway 
software. 

For  single-user  worksta¬ 
tions,  dBase  IV  for  VAX/VMS 
costs  $1,295. 

Mid-range  system  packages 
for  DEC’S  VAX  4000  are  priced 
at  $21,000,  and  a  version  for 
the  VAX  6000-410  is  priced  at 
$33,000. 

Ashton-Tate  Corp.,  20101 
Hamilton  Ave.,  Torrance, 
Calif;  (213)  329-8000.  □ 


Zenith  announces  device  to 
connect  local,  remote  LANs 

Galaxy  Exchange  handles  bridge/router  functions. 


Andrew  Corp.’s  LAN  management 


Supports  as 
many  as  16  MAUs, 
monitors  LAN  activity 
and  communicates  with 
management  software. 


8508  or  8516 
Intelligent 
Satellite  MAU 


8700  Intelligent  Media 
Management 
Program 


Lets  network  ■■■  N 
manager  disable  MAUs 
or  MAU  ports. 


8508  or  8516 

8508  or  8516 

Intelligent 

Intelligent 

Satellite  MAU 

Satellite  MAU 

8700  Intelligent 
Media 

Management 
Program 
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eight  token-ring 
nodes  and 
communicates 
with  the  8500 
Intelligent  MAUI 
Controller. 


Personal  computers 
with  token-ring 
adapter  cards. 


MAU  =  media  access  unit 

SOURCE:  ANDREW  CORP.  TORRANCE.  CALIF. 


Andrew  to  intro  LAN 
management  system 

Intelligent  Media  Management  System  will  enable 
users  to  control  hardware  in  token-ring  networks. 


By  Jim  Brown 

_ Senior  Editor _ 

GLENVIEW,  Ill.  —  Zenith 
Communication  Products  recent¬ 
ly  introduced  a  device  that  com¬ 
bines  the  functionality  of  a  local- 
area  network  bridge  and  router  to 
connect  local  and  remote  LANs. 

The  Zenith  Electronics  Corp. 
division’s  Galaxy  Exchange  is  a 
modular  unit  consisting  of  a  chas¬ 
sis  with  a  1 6-bit  data  bus  and  four 
interface  board  slots  that  support 
a  mix  of  LAN  and  wide-area  net¬ 
work  interface  boards. 

The  LAN  interface  boards  con¬ 
nect  token-ring  and  Ethernet 
LANs  running  over  different 
transmission  media  to  the  Galaxy 
Exchange,  while  WAN  interface 
boards  let  the  Galaxy  Exchange 
communicate  over  5oK  and  64K 
bit /sec  leased  lines,  as  well  as  T- 1 
and  fractional  T-l  lines. 

Zenith  is  supplying  interface 
boards  for  the  Galaxy  Exchange 
that  link  Ethernets  running  over 
shielded  and  unshielded  twisted¬ 
pair  wire,  thick-  and  thin-wire  co¬ 
axial  cable,  fiber-optic  cable  and 
broadband  Ethernets  that  oper¬ 
ate  at  4M  bit/sec.  The  company 
also  supplies  boards  that  link  4M 
and  16M  bit/sec  token  rings  run¬ 
ning  over  IBM  Type  1 ,  2  or  3  ca- 


SAN  JOSE,  Calif.  —  Fujitsu 
Network  Switching  of  America, 
Inc.  last  week  announced  two  In¬ 
tegrated  Services  Digital  Network 
terminal  adapters  that  support 
Northern  Telecom,  Inc.’s  DMS- 
100  central  office  switch. 

The  terminal  adapters,  the 
SRS-400  and  SRS-410,  will  en¬ 
able  users  to  link  devices  —  in¬ 
cluding  minicomputer-  and  main¬ 
frame-based  terminals  and  per¬ 
sonal  computers  —  to  ISDN  Basic 
Rate  Interface  (BRI)  lines. 

Fujitsu  said  the  new  terminal 
adapters  are  based  on  a  flexible 
design  that  enables  customers  to 
pop  out  a  removable  firmware 
cartridge  that  supports  the  DMS- 
1 00  central  office  switch  and  re¬ 
place  it  with  another  cartridge  for 
AT&T  central  office  switches. 

The  SRS-400  can  support  at¬ 
tachment  of  asynchronous  and 
synchronous  terminals  to  a  sin¬ 
gle  BRI  line.  The  adapter  sup¬ 
ports  B-channel  or  D-channel 
packet-switched  data  and  B-chan¬ 
nel  circuit-switched  data. 

The  SRS-400  supports  data 


bling  to  the  Galaxy  Exchange. 

Lastly,  Zenith  supplies  three 
boards  that  use  either  an  RS-422, 
X.21,  V.35  or  RS-232  interface  to 
link  the  Galaxy  Exchange  to  a 
leased  line.  One  board  supports  a 
single  T-l  or  fractional  T-l  cir¬ 
cuit,  while  another  supports  a 
single  56K  or  64K  bit/sec  leased 
line,  and  the  third  supports  three 
56K  or  64K  bit/sec  leased  lines. 

The  Galaxy  Exchange  sup¬ 
ports  the  Spanning  Tree  Algo¬ 
rithm,  which  ensures  that  packets 
do  not  continuously  traverse  the 
network  if  the  destination  node 
cannot  be  found,  and  IBM’s 
Source  Routing  algorithm,  which 
is  used  to  route  traffic  between 
different  token-ring  networks. 

The  Galaxy  Exchange  costs 
$4,995.  Interface  boards  cost  ex¬ 
tra  and  range  from  $395  to 
$4,300  each.  Aversion  ofthenet- 
work  management  software  for 
microcomputers  on  an  Ethernet 
LAN  costs  $2,950,  while  a  version 
for  a  microcomputer  on  a  token¬ 
ring  LAN  is  priced  at  $3,950. 

The  product  is  sold  through 
value-added  resellers  and  sys¬ 
tems  integrators.  For  more  infor¬ 
mation,  contact  Zenith  at  1000 
Milwaukee  Ave.,  Glenview,  Ill. 
60025;  (708)  391-8000.  □ 


transfer  speeds  up  to  19.2K  bit/ 
sec  and  comes  with  support  for 
both  V.  1 20  and  V.  1 1 0  rate  adap¬ 
tion  standards,  which  fills  in  the 
unused  portion  of  the  64K  bit/sec 
BRI  channel.  Rate  adaption  en¬ 
ables  a  terminal  or  personal  com¬ 
puter,  for  instance,  to  communi¬ 
cate  over  an  ISDN  B  channel  at 
data  rates  less  than  64K  bit/sec. 

The  SRS-410  also  lets  users 
communicate  over  a  single  BRI 
line  but  is  better  suited  for  higher 
bandwidth  applications  that  use 
switched  digital  services  —  such 
as  Group  IV  facsimile  transmis¬ 
sion  and  videoconferencing. 

It  offers  users  two  V.35  inter¬ 
faces  to  hook  up  synchronous 
and  asynchronous  terminals.  The 
SRS-410  supports  circuit-  and 
packet-switched  data  over  BRI  B 
channels.  It  supports  transmis¬ 
sion  speeds  up  to  64K  bit/sec  and 
V.  1 1 0  rate  adaption  methods. 

Both  models  will  be  available 
in  September.  Fujitsu,  which  sells 
the  products  through  distribu¬ 
tors,  said  pricing  would  range 
from  $800  to  $1,500  each.  □ 


By  Tom  Smith 

New  Products  Editor 

TORRANCE,  Calif.  —  Andrew 
Corp.  is  expected  to  introduce 
next  month  a  net  management 
system  for  4M  and  l6M  bit/sec 
token-ring  local-area  networks 
that  enables  users  to  monitor  and 
control  LAN-attached  devices. 

The  company’s  Intelligent  Me¬ 
dia  Management  System  will  al¬ 
low  users  to  isolate  hardware 
faults  on  a  token  ring  and  issue 
commands  to  shut  down  a  media 
access  unit  (MAU)  or,  in  some  in¬ 
stances,  disable  a  single  worksta¬ 
tion  port  on  an  MAU. 

The  Intelligent  Media  Manage¬ 
ment  System  consists  of  three 
hardware  components  and  one 
software  package. 

The  8500  Intelligent  MAUi 
Controller  links  any  eight-port 
IEEE  802.5  MAU  to  the  token  ring 
andean  monitor  MAU  conditions. 
In  the  event  of  a  failure,  the  de¬ 
vice  works  with  the  8700  Intelli¬ 
gent  Media  Management  Pro¬ 
gram  to  take  down  a  MAU. 

The  8700  software  lets  net  ad¬ 
ministrators  monitor  activity  on 
the  LAN  hardware  from  a  central 
IBM  Personal  Computer  AT  work¬ 
station.  The  software  collects  ad¬ 
dressing  data  on  hardware  errors 
—  such  as  broken  cables  and 
workstation  beaconing  (in  which 
a  workstation  transmits  data 
onto  the  ring  without  use  of  the 
token)  —  and  controls  the  MAUs 
and  attached  workstations. 

Andrew  Corp.  also  offers  its 
own  8508  eight-port  or  85 1 6  1 6- 
port  Intelligent  Satellite  MAUs, 
which  connect  to  the  8500  MAUi 
Controller.  When  used  in  tandem 
with  the  controller,  the  satellite 


MAUs  enable  the  8700  net  man¬ 
agement  software  to  isolate 
faults  down  to  the  port  level  and 
turn  off  only  the  faulty  port  in¬ 
stead  of  shutting  down  the  entire 
MAU,  according  to  Peter  Galvin, 
LAN  products  marketing  manag¬ 
er. 

The  8508  and  8516  MAUs 
have  no  intelligence  of  their  own, 
but  when  paired  with  the  8500 
MAUi  Controller,  they  can  report 
the  status  of  attached  worksta¬ 
tions  and  their  token-ring  adapt¬ 
ers  to  the  controller. 

The  8500  MAUi  Controller  can 
communicate  with  the  net  man¬ 
agement  workstation  in  one  of 
two  methods:  via  in-band  signal¬ 
ing  over  the  token-ring  cabling  or 
through  an  RS-232  out-of-band 
link.  Many  LAN  hardware  man¬ 
agement  systems  only  provide 
out-of-band  management  links, 
which  force  users  to  run  a  sepa¬ 
rate  cable  to  the  net  management 
workstation. 

Lastly,  Andrew  Corp.  will  offer 
a  stand-alone  intelligent  MAU, 
which  bundles  the  functions  of  an 
8500  MAUi  Controller  and  an 
MAU  in  a  single  unit. 

Andrew  Corp.'s  management 
system  is  expected  to  be  available 
by  Sept.  1 .  The  8508  and  85 1 6  In¬ 
telligent  Satellite  MAUs  cost 
$895  and  $1,295,  respectively. 
The  8700  Intelligent  Media  Man¬ 
agement  Program  costs  $1,995. 
The  8500  Intelligent  MAUi  Con¬ 
troller  and  the  8600  Standalone 
Intelligent  MAU  cost  $3,995 
each. 

The  Network  Products  Divi¬ 
sion  can  be  reached  at  277 1  Plaza 
Del  Amo,  Torrance,  Calif.  90503, 
or  call  (213)  320-7216.  □ 


Fujitsu  takes  wraps  off 
ISDN  adapters  for  DMS-100 
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NETWORK  PLANNING 


OPINIONS 


BY  DAVID  CRAWFORD 

Zen  and  the 
philosophy  of 
five-year  plans 

In  an  ideal  world,  we  would  plan  our  networks  as  the 
textbooks  say  we  should.  We  would  carefully  assess  needs, 
choose  hardware  and  software  on  their  technical  merits  alone 
and  have  a  thorough  blueprint  on  paper  before  laying  one 
strand  of  cable  or  attaching  a  single  connector.  We  would  never 
allow  the  clamoring  of  users  to  alter  our  course  either. 

Unfortunately,  we  build  our  networks  in  the  real  world,  not 
in  the  ideal  one.  And  in  the  rigorous  school  of  reality,  long¬ 
term  network  planning  is  impossible. 

History  hinders  our  plans  because  we  usually  inherit  our 
networks.  Like  city  planners,  network  managers  can’t  just  start 
over;  we  must  work  with  the  computers  and  communications 

systems  already  installed.  The 
equipment  we  inherit  limits  our 
choices  because  networks  tend 
to  be  self-perpetuating. 

In  practice,  when  it’s  time  to 
expand  a  network,  it  makes 
sense  to  maintain  compatibility 
with  the  installed  base  rather 
than  switch  to  another  system. 
Thus,  many  formal  network 
plans  turn  into  elaborate  ratio¬ 
nalizations  for  continuing  to 
buy  the  products  already  in  use. 

Most  technical  people  don’t 
realize  they  are  building  a  net¬ 
work  until  several  —  often 
incompatible  —  data  communi¬ 
cations  systems  are  in  place.  This  creates  the  central  paradox  of 
network  design:  By  the  time  the  need  for  an  all-encompassing 
network  plan  becomes  apparent,  it’s  too  late  to  make  one. 

Politics  sabotages  our  plans  because  the  top  executives  in  an 
organization  have  the  power  to  make  decisions  that  affect  our 
nets.  If  the  chief  executive  officer  decides  to  buy  a  Big  Blue 
mainframe,  the  network  plan  will  have  to  mention  Systems  Net¬ 
work  Architecture,  even  if  that  token  gesture  fails  to  ring  true. 

The  decentralization  of  data  processing,  caused  by  the 
shrinking  size  and  cost  of  computers,  also  subverts  our  network 
plans.  Now  that  computers  can  be  purchased  from  petty  cash, 
anyone  can  buy  one  —  and  they  usually  do.  A  few  months  from 
now,  they’ll  demand  to  be  connected  to  your  network.  They’ll 
assume,  with  disarming  naivete,  that  connecting  their  alien 
machine  to  your  network  should  be  as  easy  as  splicing  wires.  In 
an  ideal  world,  they  would  be  right. 

Science  puts  a  principle  of  uncertainty  into  our  plans  by 
shifting  the  terrain  of  networking  technology  even  as  we  try  to 
build  on  it.  Today,  a  network  plan  that  covers  a  10-year  span 
would  be  absurd.  Who  can  say  what  computers  and  networks 
will  be  like  a  decade  from  now?  Even  a  five-year  plan  seems 
wildly  optimistic. 

When  science  makes  the  impossible  commonplace,  even  the 
best  planning  decisions  of  the  past  come  to  look  like  expensive 
mistakes.  For  example,  we  were  told  that  telephone  wiring 
could  never  handle  high-speed  data  transmission.  Now,  with 
clear  hindsight,  we  wish  we  had  waited  for  twisted-pair 
technology  to  emerge. 

Faced  with  these  obstacles  to  rational  network  design,  we 
can  only  adopt  the  resignation  of  Eastern  philosophy  and 
accept  the  world  as  we  find  it.  Like  a  Zen  thinker  who  strives  to 
have  no  thought,  the  network  manager  must  plan  to  have  no 
long-term  plan.  Then  when  our  bosses  marvel  at  how  well  these 
makeshift  networks  function,  we  can  clap  with  one  hand  and 
say,  “Yes,  it’s  all  going  according  to  my  plan.”  □ 

Crawford  is  network  coordinator  at  California  State 
University  in  Northridge. 
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EDITORIAL 


Thanks  for  making  NW 
bulletin  board  a  success 


We’d  like  to  thank  our 
readers  for  making  Network 
World’s  electronic  bulletin 
board  system  (BBS)  a  success. 

Since  we  brought  the  system 
on-line  in  early  June,  more  than 
600  readers  have  signed  on, 
making  the  BBS  an  active  and 
valuable  forum  for  readers  to  ex¬ 
change  ideas,  get  advice  and 
share  their  viewpoints. 

Using  the  BBS,  readers  can 
communicate  with  any  Network 
World  staffer  —  including  our 
own  technical  personnel  and 
members  of  our  subscription  de¬ 
partment  —  as  well  as  other 
subscribers  using  the  BBS’  pri¬ 
vate  electronic  mail  function. 

In  addition,  readers  can  com¬ 
municate  with  the  entire  net¬ 
work  community  using  the 
board’s  Open  Forum  function. 
They  can  leave  a  letter  to  the  edi¬ 
tor  or  a  story  idea,  or  they  can 
pose  a  question  for  our  editors 
or  readers. 

We’re  pleased  to  see  so  many 
readers  helping  one  another 


solve  technical  problems,  dis¬ 
cussing  their  experiences  with 
products  and  services,  and  ex¬ 
changing  advice  on  network 
strategies.  Our  editors  have 
found  the  BBS  a  valuable  tool  for 
assessing  reader  concerns  and 
getting  information  and  sources 
for  stories. 

Use  of  the  BBS  has  exceeded 
our  expectations  to  date  —  we 
think  it’s  a  hit.  But  don’t  take  our 
word  for  it.  Consider  this  review 
from  Boardwatch  magazine, 
the  leading  voice  of  BBS  users. 

“We  thought  we’d  take  a 
peek  ...  but  instead  we  spent 
30  minutes  reading  through  the 
traffic.  There  are  editors  active¬ 
ly  engaging  some  very  knowl¬ 
edgeable  readers  in  serious  dis¬ 
cussions  of  networking  issues. 

“How  exactly  do  you  define  a 
[network]  site?  Which  is  better 
for  a  certain  application,  token¬ 
ring  or  Ethernet?  There’s  a  lot  of 
interest  in  linking  LANs  through 
the  public  switched  telephone 
network.  We  even  found  discus¬ 


sion  of  which  long-distance  car¬ 
rier  offers  the  best  charge  card 
deal,”  the  article  said. 

“There  was  none  of  the  vacu¬ 
ous,  ego-charged  posturing  so 
common  in  many  message  con¬ 
ferences.  Just  a  very  lively  par¬ 
ticipative  exchange  of  technical 
strategies  for  networking  — 
very  much  in  keeping  with  the 
theme  of  the  publication. 

“If  you  are  struggling  with 
[such]  issues,  you  might  find  the 
group  of  callers  assembled  here 
a  valuable  resource.” 

For  those  readers  who’ve  al¬ 
ready  signed  onto  the  BBS, 
thanks.  For  those  who  haven’t, 
we  invite  you  to  take  advantage 
of  the  power  of  networking. 

You  can  use  any  IBM,  Apple 
Computer,  Inc.  or  other  micro¬ 
computer  to  dial  into  the  BBS  at 
(508)  620-1160  or  (508)  620- 
1175  (300  to  2,400  bit/sec)  or 
(508)  620-1178  (speeds  up  to 
9.6Kbit/sec). 

We  look  forward  to  hearing 
from  you  —  on  the  BBS.  □ 
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OPINIONS 


COMMUNICATIONS  TERMINOLOGY 


BY  HENRY  ZALMAN 


Credibility  hinges  on  the 
ability  to  use  terms  correctly 


Recently,  I’ve  sat  through 
several  presentations  by  value- 
added  network  and  interex¬ 
change  carrier  salespeople 
about  9.6K  baud  lines  and  56K 
baud  digital  services.  Whenever 
I  hear  references  such  as  these,  I 
cringe.  It  really  bothers  me  to 
hear  people  in  the  communica¬ 
tions  industry  misuse  terms  with 
which  they  are  supposed  to  be 
intimately  familiar. 

Perhaps  I’m  making  a  lot  of 
stew  out  of  a  little  oyster,  but 
supposedly  knowledgeable  peo¬ 
ple  should  be  aware  of  the  differ¬ 
ence  between  baud  and  bit/sec. 
Vendor  representatives  who  mix 
the  two  terms  instantly  lose 
credibility  in  my  eyes,  no  matter 
how  intelligent  they  may  other¬ 
wise  be. 

Lately,  I  seem  to  be  hearing 
people  make  this  mistake  more 
than  ever.  Perhaps  as  more  peo¬ 
ple  enter  the  field  of  telecom¬ 
munications,  they  are  picking  up 
the  bad  habits  of  their  mentors. 
Certainly,  there  are  more  peo¬ 
ple  in  the  field  with  degrees  in 
telecommunications  of  one  sort 
or  another.  And  they  really 
ought  to  know  better. 

However,  the  worst  offend¬ 
ers  of  this  heinous  crime  are 
computer  programmers.  I  have 
never  heard  one  of  them  use  the 
term  “bit/sec.” 

Perhaps  this  is  because  from 
their  standpoint,  there’s  no  such 
thing  as  modulation  and  coding 
schemes.  The  bits  come  out  of 
the  computer,  and  the  bits  go 
back  in.  What  happens  beyond 
that  point  is  the  purview  of  those 
“comm  people.”  But  we  comm 
people  must  be  aware  of  what 
our  technology  does  and  refer  to 
it  accurately.  Our  credibility  as 
professionals  is  on  the  line. 

As  we  all  know,  a  baud  is  the 
actual  signaling  rate  on  a  circuit. 
If  there  is  a  state  change  in  the 
signal  1,200  times  every  sec¬ 
ond,  then  that  line  is  signaling  at 
1,200  baud.  Due  to  sophisticat¬ 
ed  coding  schemes,  it  is  possible 

Zalman  is  a  consultant 
with  an  applied  research  and 
engineering  firm  in  the  Bos¬ 
ton  area. 


to  encode  more  than  one  bit  in 
each  change  of  signal.  Thus,  a 
9.6Kbit/sec  modem  may  actual¬ 
ly  be  transmitting  a  signal  at 
1,200  baud. 

It  is,  therefore,  erroneous  to 
refer  to  a  modem  as  “9.6K 
baud.”  A  1,200  bit/sec  modem 
is  actually  transmitting  at  1,200 
baud,  but  to  be  really  accurate 
and  consistent,  it  is  more  appro¬ 
priate  to  refer  to  the  former 
term.  Baud  is  really  an  old  teleg¬ 
raphy  term,  in  use  before  the 
telephone  was  a  gleam  in  Alex¬ 
ander  Graham  Bell’s  eye. 

But  enough  of  lectures.  Why 
should  you  care?  After  all,  most 


w. 


e  comm  people 
have  a  tendency  to 
misuse  terms  we 
supposedly  understand. 


people  understand  what  you 
mean  when  you  say  9-6K  baud. 
Isn’t  all  this  a  bit  pedantic? 

Perhaps ...  but  then  per¬ 
haps  not.  Some  of  the  people 
you  will  encounter  in  your  ca¬ 
reer  do  know  the  correct  terms. 
And  if  they  are  people  you  work 
with  professionally,  you  may 
end  up  losing  credibility.  Regu¬ 
lar  misuse  of  technical  terms 
that  are  important  in  your  field 
will  send  people  the  message 
that  maybe  you  don’t  know  that 
much  about  what  you’re  doing. 

Not  surprisingly,  we  comm 
people  have  a  tendency  to  mis¬ 
use  a  lot  of  terms  we  supposedly 
understand.  A  few  of  these  are: 
■  Modulation  vs.  coding. 
Modulation  is  a  change  in  an  an¬ 
alog  carrier  signal.  A  digital  bit 
can  be  represented  on  an  analog 
line  by  the  appropriate  modula¬ 
tion. 

Coding  is  slightly  more  ab¬ 
stract,  meaning  that  a  given  sig¬ 
nal  event  can  have  any  of  a  num¬ 
ber  of  meanings,  depending  on 
the  code.  With  the  proper  cod¬ 


ing,  a  9.6K  bit/sec  bit  stream  can 
be  modulated  onto  an  analog 
line  at  1,200  baud.  Coding  can 
also  be  used  to  represent  an  ana¬ 
log  signal  on  a  digital  line,  as  in  a 
coder/decoder.  Each  segment 
of  code  represents  a  portion  of 
the  analog  signal. 

■  Multiplexing  vs.  concen¬ 
tration.  Multiplexing  is  a 
means  of  providing  service  for 
more  than  one  circuit  on  a  single 
signal  path.  It  is  based  entirely 
on  the  characteristics  of  the  sig¬ 
nal,  not  the  content. 

For  example,  a  statistical 
multiplexer  looks  at  the  usage  of 
a  low-speed  line  to  determine 
when  it  gets  a  time  slot  on  the 
high-speed  side.  It  has  no  knowl¬ 
edge  of  the  contents  of  the  sig¬ 
nal.  A  concentrator  is  a  more  so¬ 
phisticated  device  that  deter¬ 
mines  routing  and  scheduling 
based  on  knowledge  of  the  mes¬ 
sage’s  contents. 

■  Medium  vs.  media.  Medium 
is  the  singular;  media  is  the  plu¬ 
ral.  This  one  is  so  widely  mis¬ 
used  that  correct  usage  is  practi¬ 
cally  impossible  for  some 
people  to  understand.  “Medias” 
(a  plural  of  a  plural)  is  really 
stretching  credulity.  “But  I’m 
not  an  English  major!”  you  com¬ 
plain.  If  you’re  a  manager,  engi¬ 
neer  or  sales  representative, 
communicating  well  should  be 
part  of  doing  your  job  well. 

■  Gateway  vs.  bridge  vs. 
router.  Don’t  even  try  to  get 
this  one  straight.  Equipment 
vendors  have  so  perverted  the 
meaning  of  technical  terms  here 
that  nobody  knows  what  they 
mean  anymore.  They  are,  to 
quote  Homer,  “words  like  win¬ 
ter  snowflakes.” 

You  probably  have  more  im¬ 
mediate  issues  to  resolve  than 
the  proper  usage  of  technical 
terms.  But  most  people  derive 
satisfaction  from  an  accurate 
and  detailed  knowledge  of  their 
chosen  field. 

Accuracy  in  your  communi¬ 
cation  about  communications 
won’t  hurt  and  may  help  your 
credibility.  And  in  an  increasing¬ 
ly  competitive  telecommunica¬ 
tions  job  market,  every  thing 
you  do  right  can  be  an  edge.  □ 


THERE  WAS  A  YOUNG  MAN  FROM  KISSIMMEE,  who  was  a  net  manager  wannabee.  To 
detractors  he  hurled,  “I’ll  write  for  Network  World!”  And  now  he’s  CIO  for  a  great  company. 

Columns  should  be  600  words  in  length  and  submitted  on  disk,  via  modem  or  through  MCI  Mail 
at  390-4868. 

If  you’d  like  to  write  a  column,  call  Alison  Conliffe,  assistant  features  editor,  at  (508)  820-7416 
or  fax  your  idea  to  us  at  (508)  820-3467. 
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LETTERS 


Defending  free  speech 

In  regard  to  your  article  on 
the  Electronic  Frontier  Foun¬ 
dation  (“Ex-Lotus  exec  Kapor 
forms  users  rights  organiza¬ 
tion, ’WW,  July  16),  good 
work!  But  please  allow  me  to 
clarify  some  details  that  may 
be  misleading. 

Steve  Jackson  Games  of 
Austin,  Texas,  publishes  role- 
playing  games;  the  book  for 
which  the  Secret  Service  raid¬ 
ed  the  company  was  an  innoc¬ 
uous  game  supplement  based 
on  the  Cyberpunk  science  fic¬ 
tion  genre.  Although  the  Se¬ 
cret  Service  insisted  that  it 
was  a  handbook  for  computer 
crime,  the  book  dealt  entirely 
with  a  futuristic  world,  focus¬ 
ing  on  high-tech  equipment 
and  global  computer  networks 
that  do  not  exist  yet. 

Furthermore,  it  should  be 
noted  that  the  Secret  Service 
raided  Steve  Jackson  Games 
several  weeks  before  the  pub¬ 
lication  of  the  book  in  an 
apparent  effort  to  impose  pri¬ 
or  restraint  and  prevent  its 
distribution,  a  constitutional 
issue  that  will  be  raised  in  the 
court  case. 

The  book,  titled  GURPS  Cy¬ 
berpunk,  was  reconstructed 


from  play-testing  materials 
and  published  in  May.  It  can 
now  be  found  in  games  and 
hobby  shops  and  in  Walden- 
books  Company,  Inc.  outlets 
across  the  nation. 

I  urge  members  of  the 
computer  professional  com¬ 
munity  to  read  this  book  and 
see  just  what  the  government 
considers  dangerous  and  sub¬ 
versive  enough  to  require  a 
sealed  search  warrant. 

Robert  Schroeck 
Systems  analyst/writer 
Steve  Jackson  Games 
Austin,  Texas 

A  worn-out  joke 

I’m  tired  of  trade  publica¬ 
tions  and  telecommunications 
managers  thinking  they  are 
somehow  witty  in  making  up 
new  meanings  for  the  acro¬ 
nym  ISDN.  One  recent  edition 
( continued  on  page  38) 
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Here’s  your  chance  to  ta 


With  our  new 

ACCUM ASTER®  Services  Workstation, 
you  can  reconfigure  yourAEST  800  Service, 
SDN  or  ACCUNET®  Digital  Services 
networks  without  any  help  from  us. 

If  you’re  an  AT&T  customer,  you  could  be  in  a  position 
of  real  power:  sitting  in  front  of  the  new  ACCUMASTER  Services 
Workstation. 

The  ACCUMASTER  Services  Workstation  is  an  enhanced- 
graphics  terminal  with  so  much  capability  it  lets  you  recon¬ 


figure  your  AT&T  traffic  any  way  you  want,  to  reroute  around 
trouble  and  juggle  heavy  volume. 

Say  you  have  a  flood  of  800  calls  going  through  your 
Northeast  telemarketing  center  when  a  real  flood  causes 
your  PBX  to  go  down.  Just  by  clicking  your  mouse, you  can 
redirect  70%  of  the  endangered  calls  to  your  West  Coast 
center  and  the  remaining  30%  to  your  Midwest.  (Or  whatever 
split  you  decide  on.)  Without  any  help  from  us, you  just  saved 
your  company  valuable  800  calls  that  might  otherwise  have 
been  lost. 

Here’s  something  else  the  ACCUMASTER  Services 


ke  total  control  olAI&I. 


Workstation  can  save  you.  Money  By  letting  you  consolidate 
your  existing  and  future  services  into  a  single  workstation,  it 
cuts  down  on  the  equipment  you  need  to  run  your  network. 

So  if  youd  like  to  manage  your  network  more  effectively 
give  us  a  call.  By  letting  you  control  a  piece  of  our  business, 
we  can  probably  help  you  run  yours  better. 

Network  Control  Another  At^T advantage. 

For  more  information  on  the  ACCUM ASTER  Services 
Workstation,  call  your  AT&T  Account  Executive  or 

1 800  NET-MGMT. 


AT&T 

The  right  choice. 


Today,  reaching  the  higher 
rungs  of  the  telecommunications 
ladder  is  no  easy  proposition. 

Whether  chief  information  of¬ 
ficer  (CIO),  vice-president  of 
telecommunications,  local-area 
network  administrator  or  chief 
networking  architect,  high-pow¬ 
ered  telecommunications  jobs 
are  hard  to  come  by  these  days. 
Corporations  are  freezing  senior 
staff  positions  as  they  downsize 
and  flatten  their  reporting  struc¬ 
tures.  Many  have  reconsidered 
new  networking  technologies  — 
and  hence  networking  jobs  —  in 
the  cold  light  of  experience  and 
disappointments  of  the  past. 

“The  economy  has  softened, 
and  companies  are  holding  tight 
on  positions  that  don’t  readily 
appear  to  make  a  direct  and 
immediate  contribution,”  says 
Frank  Schoff,  president  and  own¬ 
er  of  Management  Recruiters, 
Inc.  of  Hendersonville,  N.C.,  a 
telecommunications  head-hunt¬ 
ing  firm. 

“Technology  is  changing  so 
rapidly  that  corporations  are 
afraid  of  making  major  decisions 
as  to  title  and  personnel 
changes,”  says  Nancy  Boyd,  di¬ 
rector  of  major  accounts  for  Na¬ 
tional  Telecom  Placement  in 
Scarsdale,  N.Y.  “Over  the  last 
year,  there  have  been  changes  in 
lower-level  management  but  vir¬ 
tually  no  openings  in  senior  man¬ 
agement." 


Getting  tough  on  telecom 

Although  new  job  titles  and  re¬ 
sponsibilities  are  emerging  — 
such  as  LAN  manager,  director  of 
network  planning,  network  de¬ 
velopment  specialist,  director  of 
networking  and  communications 
—  businesses  are  looking  at  tele¬ 
communications  in  a  more  hard- 
headed  manner  than  before. 


Emmett  is  a  free-lance  writ¬ 
er  based  in  Hewitt,  N.J. 


Many  companies  are  reducing 
telecommunications  staff  and 
budgets  in  keeping  with  a  more 
profit-minded  mentality.  But  at 
the  same  time,  they’re  demand¬ 
ing  that  vendors  play  a  more  criti¬ 
cal  role  in  implementation  of 
technologies. 

“The  shift  is  away  from  heavy 
technologies  [in-house]  and 
more  to  the  management  of  busi¬ 
ness  needs,”  Schoff  says. 
“There’s  more  of  a  focus  on  con¬ 
tribution  made  than  function  per¬ 
formed  these  days.  The  concept 
of  being  an  in-house  utility,  for 
example,  is,  if  not  passe,  becom¬ 
ing  so.” 

Instead,  businesses  are  look¬ 
ing  for  new  ways  to  use  their  com¬ 
munications  strategically,  “as  a 
weapon  that  changes  the  entire 
competitive  position  of  the  busi¬ 
ness,”  explains  Dixon  Doll,  chair¬ 
man  of  the  DMW  Group,  Inc.  in 
Ann  Arbor,  Mich. 

For  this  reason,  senior  tele¬ 
communications  jobs  have  be¬ 
come  more  visible,  more  signifi¬ 
cant  and  undergone  “titular 
inflation  or  escalation,”  as  Doll 
calls  it. 

“It’s  not  strictly  an  inflation  of 
titles.  There’s  actually  been  an  in¬ 
crease  in  responsibilities,”  Doll 
says.  “The  driver  is  that  more  and 
more  businesses  are  running  on 
networks. 

“Predictably,  the  costs  of  out¬ 
ages  and  problems  caused  by  net¬ 
working  disruptions  have  gone 
way  up,”  he  continues.  “What 
this  means  is  that  organizations 
are  placing  a  greater  premium  on 
[network  managers]  to  mask 


these  disruptions  and  provide  a 
sufficient  level  of  [networking] 
intelligence  and  functionality.” 

Indeed,  the  thrust  of  network¬ 
ing  jobs  today  has  turned  from 
managing  technology  to  “man¬ 
aging  relationships,  both  with  the 
vendor  and  the  customer,” 
Schoff  says. 


People  skills  important 

People  skills  have  become  the 
new  telecommunications  calling 
card  of  the  1990s,  says  Edwin 
Sherin,  senior  vice-president  and 
CIO  of  Primerica  Corp.,  a  New 
York-based  diversified  financial 
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services  company. 

“Before,  the  emphasis  was  on 
very  technical  telecommunica¬ 
tions  skills,”  he  says.  “Now  peo¬ 
ple  need  not  only  these  skill  sets, 
but  they  must  also  be  good  nego¬ 
tiators  and  good  managers  of 
third-party  providers.” 

At  Primerica,  for  example, 
which  merged  with  Commercial 
Credit  Corp.  in  1988,  the  empha¬ 
sis  is  now  on  outsourcing,  letting 
a  third  party  —  in  this  case,  AT&T 
—  provide  networking  services. 
New  supervisory  jobs  that  report 
to  Sherin,  including  director  of 
engineering  and  director  of  bill¬ 
ing  and  administration,  concen¬ 
trate  on  improving  that  third-par¬ 
ty  relationship. 

“We  have  a  manager  of  billing 
systems  [reporting  to  the  direc- 
( continued  on  page  37) 
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New  job  titles,  new  care 
paths  and  a  job  slowdo 
are  reshaping  the 
networking  industry; 
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When  their  systems  aren’t  integrated, 


until  finally  they  learn  to  integrate  their  systems  the  Intelligent  way. 


By  analyzing  business  problems 
and  implementing  appropriate  end-to- 
end  solutions.  All  custom-designed  and 
individually  lab-tested.  And  all  working 
within  the  framework  of  existing 
systems  and  networks.  Cost  effectively 
transporting,  storing,  accessing, 


combining  and  exchanging  information 
from  different  systems.  Quickly. 
Efficiently.  Productively. 

All  via  Bell  Atlantic  and  Tn[p||inpnt 
its  Intelligent  networQ.su  J  — ° 
Pretty  smart,  huh?  netWOt 


Tntellig 

' Qf 


©Bell  Atlantic 

We’re  More  Than  Just  Talk:. 


Call  1-800-522-6617  to  get  our  Intelligence  on  the  line. 


The  new 

regulatory 

climate 

A  look  at  changes  in  the 
regulatory  policy-making 
team  under  the 
Bush  administration. 


CONTINUED  FROM  PAGE  1 

FCC  Chairman  Alfred  Sikes  is 
regarded  as  a  consensus  builder 
in  developing  public  policies  for 
the  communications  industry. 

At  the  same  time,  he  has  taken 
a  hard-line  approach  to  the  regu¬ 
lated  companies  over  which  he 
has  authority.  Consider  the  fol¬ 
lowing: 

■  Sikes  imposed  the  FCC’s  maxi¬ 
mum  $1.4  million  fine  on  Nynex 
Corp.  and  ordered  the  company 
to  rebate  more  than  $35  million 
to  ratepayers  for  violations  of  the 
FCC’s  rules  and  policies  govern¬ 
ing  transactions  with  affiliates. 

According  to  the  FCC,  an  audit 
of  New  York  Telephone  Co.  and 
New  England  Telephone  and 
Telegraph  Co.  buying  practices 
involving  the  Nynex  procurement 
subsidiaiy,  Materiel  Enterprises 
Co.,  revealed  that  the  telephone 
companies  purchased  equipment 
and  supplies  from  Materiel  Enter¬ 
prises  at  prices  that  were  inflated 

Pearce  is  president  of  Infor¬ 
mation  Age  Economics,  Inc.,  a 
telecommunications  research 
firm  in  Washington,  D.C. 


by  a  total  of  $1 18.5  million. 

Approximately  $35  million  of 
this  was  passed  along  to  inter¬ 
state  ratepayers. 

Nynex  responded  to  the  FCC’s 
punishment  imposed  early  this 
year  by  saying  that  some  of  the 
rules  were  not  in  force  for  part  of 
the  time  during  which  the  alleged 
violations  took  place.  Senior  FCC 
staffers  termed  the  Nynex  filing 
lame  and  pathetic. 

Such  talk  on  the  part  of  regula¬ 
tors  hasn’t  been  heard  in  Wash¬ 
ington,  D.C.  for  more  than  a  de¬ 
cade. 

■  The  Chicago-based  Centel  Cel¬ 
lular  Telephone  Co.  entered  a 
consent  decree  with  the  FCC  in 
which  Centel  Cellular  agreed  to 
pay  $1  million  and  undertake  a 
two-year  educational  safety 
awareness  program  on  antenna 
marking  and  lighting  require¬ 
ments. 

Centel  Cellular,  according  to 
the  FCC,  had  violated  the  rules  by 
not  lighting  two  of  its  antennas, 
one  in  North  Carolina  and  the 
other  in  Virginia.  Two  people 
were  killed  in  North  Carolina 
( continued  on  page  32 ) 
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( continued  from  page  31) 
when  a  helicopter  ran  into  the  Centel  Cel¬ 
lular  tower.  Sikes  said  the  payment  and 
educational  program  will  demonstrate  the 
importance  the  FCC  places  on  ensuring 
strict  compliance  with  all  FCC  rules  and 
regulations. 

According  to  one  long-term  FCC  staffer 
who  requested  anonymity,  “There  is  a 
feeling  that  we  have  finally  emerged  from 
the  Dark  Ages  of  no  regulation  or  simply 
ignoring  the  law  and  the  rules  that  we  are 
supposed  to  enforce.” 

Since  becoming  chairman,  Sikes  has 
shown  that  he  wants  to  regulate  the  com¬ 
munications  industry  effectively.  He 
knows  that  if  the  FCC  is  to  get  more  money 
and  more  regulatory  power  from  Con¬ 
gress,  he  and  the  agency  must  continue  in 
this  direction. 

And  indeed,  the  various  bills  introduced 
by  U.S.  House  and  Senate  leaders,  which 
are  designed  to  loosen  the  Modified  Final 
Judgment  restrictions  and  give  more  regu¬ 
latory  oversight  to  the  FCC,  mandate  a 
tough  pro-regulatory  stance  from  Sikes 
and  the  other  commissioners. 

But  the  chairman  is  stuck  in  a  catch- 2  2 
situation:  He  cannot  regulate  effectively 
until  he  gets  more  resources  from  both 
Congress  and  the  president’s  Office  of 
Management  and  Budget,  but  he  won’t  get 

JL  here  is  a  feeling 
that  we  have  finally 
emerged  from  the  Dark 
Ages  of  no  regulation  or 
simply  ignoring  the  law.” 
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those  resources  until  he  begins  to  regulate 
more  effectively. 

There  have  been  setbacks,  of  course, 
and  even  some  hostility  toward  what  Sikes 
is  attempting  to  accomplish.  Clearly,  the 
most  severe  setback  is  the  recent  9th  U.S. 
Circuit  Court  of  Appeals  opinion  reversing 
the  FCC’s  Third  Computer  Inquiry  policy. 
Currently,  the  FCC  is  embarked  on  a  rule- 
making  proceeding  designed  to  establish  a 
new  policy  dealing  with  the  convergence 
of  communications  and  computers  that 
some  wags  are  dubbing  Computer  III. 5. 

Another  blow  came  when  senior  politi¬ 
cians  on  Capitol  Hill  ordered  the  General 
Accounting  Office  to  conduct  an  intensive 
investigation  of  the  FCC  to  establish 
whether  the  agency  is  fulfilling  its  legisla¬ 
tive  mandate  to  regulate  the  communica¬ 
tions  industry. 

Consider  what  the  FCC  does: 

■  Launches  rule  making  and  public 
policy  proposals.  This  part  of  the  FCC’s 
work  gets  all  of  the  publicity,  but  it  repre¬ 
sents  only  10%  or  less  of  what  the  agency 
actually  does. 

■  Enforces  the  rules  laid  out  in  Vol¬ 
ume  47  of  the  Code  of  Federal  Regu¬ 
lations.  The  FCC  receives  its  authority  for 
developing  such  rules  from  the  Communi¬ 
cations  Act  of  1934.  Some  examples  of 
rule  enforcement  are  found  in  the  Nynex 
and  Centel  Cellular  cases  mentioned 
above,  numerous  court  battles,  as  well  as 
licensing  of  radio  and  TV’  stations,  com¬ 
mon  carriers,  private  carriers  and  mobile 


communications  companies,  among  oth¬ 
ers. 

In  addition,  an  important  part  of  the 
FCC’s  rule  enforcement  involves  process¬ 
ing  thousands  of  staff  decisions  made  on 
what  is  known  as  delegated  authority, 
which  essentially  gives  senior  staffers  per¬ 
mission  to  make  unilateral  decisions  as 
long  as  previous  policy  on  the  issue  has  al¬ 
ready  been  established. 

An  example  of  delegated  authority  is 
the  FCC’s  handling  of  AT&T’s  Tariff  12  for 
custom  networks,  which  seldom  involves 
the  attention  of  the  five  commissioners.  In 
fact,  changes  to  tariffs  such  as  this  are  usu¬ 
ally  approved  on  delegated  authority.  This 
type  of  enforcement  represents  about  90% 
of  what  the  FCC  does. 

In  the  enforcement  of  rules  area,  the 


FCC  is  weak.  According  to  a  senior  FCC 
staffer,  “We  are  desperately  short  of  re¬ 
sources.  We  simply  cannot  do  the  work  in  a 
timely  fashion.  A  lot  of  rule  violations  to¬ 
tally  escape  our  attention  because  of  a  lack 
of  resources.  Sikes  has  to  fix  this,  and 
soon.  Otherwise,  everyone  will  know  that 
they  can  break  the  rules  and  get  away  with 
it.” 

For  the  past  several  years,  the  FCC  ex¬ 
isted  on  a  budget  of  a  little  less  than  $100 
million. 

That  budget  has  increased  under  Bush 
by  10%,  to  $1 10  million,  and  will  increase 
even  further  in  the  future  unless  the  Bush 
administration  or  Congress  decides  that 
tough  budgetary  restraints  are  preferable 
to  increased  taxes. 

The  bottom  line,  it  appears,  is  that  a  lot 


rests  on  Sikes’  shoulders.  Over  the  next 
several  months,  he  must  pull  off  a  multi¬ 
faceted  coup  if  he  is  to  stand  any  chance  of 
achieving  his  vision  of  creating  the  infor¬ 
mation  age  in  which  the  U.S.  will  play  a 
dominant  role. 

Sikes  must  continue  to  regulate  effec¬ 
tively  with  his  current  meager  resources, 
while  placating  the  Hill  and  enlisting  the 
support  of  the  president.  During  this  peri¬ 
od,  his  already  overworked  staff  must 
maintain  their  vigor  and  continue  to  regu¬ 
late  effectively. 

If  Sikes  can  pull  that  off,  then  possibly, 
Congress  will  give  him  more  money  and 
power  over  the  business  destinies,  not  only 
of  the  regional  Bell  holding  companies, 
but  also  of  other  leading  firms  in  the  com¬ 
munications  industry. 


token-ring  gateway  connections,  less  than  50K  is  needed. 


Which  means  you  can  run  your  most  powerful 


DOS  applications  alongside  IRMALAN,  without  giving  up  any  of  IRMALAN’s  popular  features.  Like 


host  printer  emulation,  APA  graphics,  APIs,  and  access  to  as  many  as  five  host  sessions  simultaneously. 

•Or  call  1-404-442-4500,  extension  63R-  ©  Digital  Communications  Associates,  Inc.  All  rights  reserved.  DCA  is  a  registered  trademark  and  IRMALAN  and 


What  toe 
our  new  gate 


Lots  of  products  promise  you  the  world.  But  DCA’s  new  IRMALAN™  products 


deliver  it.  Now  there  are  no  trade-offs  when  you  buy  products  that 


provide  3270  terminal  emulation  to  the  PCs  on  your  LAN. 


USING  ONLY  29K,  IRMALAN  MAKES  YOUR 
MEMORY  PROBLEMS  A  THING  OF  THE  PAST 


How?  With  RamXpander,™  DCA’s  efficient  new 


memory  manager  that  breaks  the  640K  barrier. 


RamXpander  swaps  the  emulator  to  either  hard  disk 


or  network  drive,  so  you  no  longer  have  to  buy  addition¬ 


al  memory.  Or  you  can  use  extended/expanded  memory. 


If  you’re  using  a  direct  token-ring  connection,  IRMALAN 


uses  only  29K  of  resident  memory.  If  you’re  using  DFT,  SDLC,  or 
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Like  Sikes,  Bush’s  antitrust  chiefs  — 
James  Rill,  the  new  assistant  attorney  gen¬ 
eral  for  antitrust  at  the  Department  of  Jus¬ 
tice,  and  Janet  Steiger,  the  new  chairwom¬ 
an  of  the  FTC  —  appear  to  be  intent  on 
bringing  back  old-style  enforcement. 

Both  Rill  and  Steiger  have  made  it  clear 
that  we  can  expect  a  significant  change  in 
rhetoric,  action,  enforcement  and  policy 
in  the  1990s,  including  at  least  a  partial  re¬ 
turn  to  the  policies  of  vigorous  antitrust 
enforcement  that  characterized  the  1960s 
and  70s. 

Five  trends  led  to  the  decline  of  anti¬ 
trust  policy  and  enforcement  during  the 
1980s: 

■  The  increasing  globalization  of  our 
economy,  giving  rise  to  the  fear  that  for¬ 
eign  companies  would  dominate  the  U.S. 


economy  largely  because  antitrust  restric¬ 
tions  either  don’t  apply  or  are  ignored 
overseas. 

■  A  shift  in  intellectual  antitrust  and  eco¬ 
nomic  thinking  to  the  so-called  Chicago 
School,  wherein  an  unrestrained  market 
could  be  counted  on  to  achieve  efficiencies 
and  pro-competitive  outcomes  —  at  least 
in  most  cases. 

■  The  appointment  of  conservative  feder¬ 
al  judges  whose  economic  views  were 
more  conservative  than  those  judges  ap¬ 
pointed  in  the  1950s,  ’60s  and  70s.  These 
conservative  judges  espoused  the  views  of 
the  Chicago  School,  even  though  most  of 
them  had  never  studied  economics. 

■  The  massive  reductions  in  the  budgets 
for  antitrust  enforcement  promoted, 
somewhat  vigorously,  by  the  Reagan  ad¬ 


ministration.  These  budget  cuts  affected 
both  the  Antitrust  Division  of  the  Justice 
Department  and  the  FTC. 

■  The  breakup  of  AT&T.  The  outcry 
against  the  divestiture  of  AT&T,  consid¬ 
ered  by  many  to  be  an  efficient  and  effec¬ 
tive  provider  of  low-cost  telecommunica¬ 
tions  services  and  equipment,  has  since 
made  policymakers  reluctant  to  tackle 
antitrust  cases. 

Some  of  these  reasons  for  the  decline  in 
antitrust  policy  have  been  discredited.  For 
example,  no  one  seriously  contends  any¬ 
more  that  the  breakup  of  AT&T  destroyed 
the  U.S.  communications  infrastructure. 
Indeed,  some  countries  are  imitating  our 
pro-competitive  policies;  the  Japanese  are 
considering  breaking  up  their  telecom¬ 
munications  monopoly,  Nippon  Telegraph 


and  Telephone  Corp. 

Also,  with  Reagan’s  departure,  Chicago 
School  thinking  has  become  passe,  espe¬ 
cially  in  light  of  the  abysmal  failure  of  the 
deregulated  savings  and  loan  industry,  the 
numerous  criminal  acts  on  Wall  Street  fol¬ 
lowing  relaxation  of  Securities  and  Ex¬ 
change  Commission  rules,  and  the  serious 
problems  associated  with  airline  deregula¬ 
tion.  Influence  peddlers  in  Washington, 
D.C.  no  longer  take  conservative  free-mar- 
ket  proponents  and  supply-side  econo¬ 
mists  seriously. 

Finally,  healthier  budgets  for  the  bu¬ 
reaucracy  are  coming  back  in  vogue,  and 
Bush  has  advocated  that  industry  and  big 
business  should  be  subjected  to  the  law. 

So  antitrust  enforcement  is  back  —  and 
it  may  stay  around  for  a  while.  Enforce¬ 
ment  of  antitrust  laws  through  criminal 
prosecution,  which  seeks  heavy  fines  and 
jail  sentences,  is  exclusively  within  the  ju¬ 
risdiction  of  the  Justice  Department. 

Assistant  Attorney  General  Rill  prom¬ 
ises  that  criminal  enforcement  of  the  Mod¬ 
ified  Final  Judgment  will  be  pursued  with 


v 

JLinforcement  of  antitrust 
laws  through  criminal 
prosecution  is  exclusively 
within  the  jurisdiction  of 
the  Justice  Department. 

▲  ▲A 


vigor.  He  says  that  price  fixing,  bid  rigging 
and  other  forms  of  cartel  behavior  won’t 
be  tolerated  and  that  he  will  assist  the 
states’  attorneys  general  in  the  prosecu¬ 
tion  of  local  criminal  violations. 

Predatory  pricing,  a  problem  that  has 
haunted  the  telecommunications  industry 
for  years,  will  again  be  the  subject  of  con¬ 
cern  at  the  FTC  and  the  Justice  Depart¬ 
ment,  along  with  horizontal  restraints  — 
joint  activities  among  competitors  that 
may  raise  antitrust  problems. 

But  there  will  continue  to  be  some  re¬ 
straint  exercised  in  proceeding  against 
mergers  and  acquisitions.  Rill  has  made  it 
clear  that  there  will  be  no  return  to  the 
zealous  antitrust  policies  of  the  1960s  and 
70s,  where  theories  of  vertical  foreclo¬ 
sure,  deep  pocket  parents,  reciprocity  or 
potential  competition  were  closely  ana¬ 
lyzed  before  mergers  were  approved. 

Nonetheless,  the  antitrust  officials  will 
closely  scrutinize  mergers  that  significant¬ 
ly  increase  concentration  in  markets  that 
are  already  relatively  well  concentrated, 
such  as  the  telephone  industry,  cable  tele¬ 
vision  and  parts  of  broadcasting. 

All  of  this  is  good  news  to  the  antitrust 
leadership  on  Capitol  Hill  and  to  U.S.  Dis¬ 
trict  Court  Judge  Harold  Greene,  who  is  in 
charge  of  the  Modified  Final  Judgment  and 
is  just  about  to  go  through  his  second  trien¬ 
nial  review  of  the  divestiture  of  the  Bell 
System. 

Antitrust  leaders  on  Capitol  Hill,  partic¬ 
ularly,  Sen.  Howard  Metzenbaum  (D- 
Ohio),  chairman  of  the  Senate  Antitrust 
Subcommittee,  and  Rep.  Jack  Brooks  (D- 
Texas),  chairman  of  the  House  Judiciary 
Committee,  are  old  school,  progressive 
liberals  who  have  supported  Greene  and 
( continued  on  page  37) 


IRMALAN  NOW  SUPPORTS  NOVELL’S  IPX/SPX  PROTOCOL. 


That’s  right,  IRMALAN  for  NetWare*  is  tightly  integrated  with  Novell  *’s 


IPX/SPX  protocol.  This  provides  significant  performance  gains 


and  saves  you  even  more  memory.  And  since  there’s  a 


NETBIOS  version,  IRMALAN  fits  into  any  environment. 


IT’S  THE  MOST  COST-EFFECTIVE 
SOLUTION  AVAILABLE. 


Quite  frankly,  DCA’s  unique  concurrent  user  li¬ 


censing  makes  our  cost-per-user  unbeatable.  You  see, 


IRMALAN  is  licensed  to  every  node  on  the  LAN,  but  the  price  is 


based  only  on  how  many  people  need  to  access  the  mainframe  at  once. 


Plus,  when  you  have  new  software  installations  or  updates,  you  only  have 


xpect  from 
way  products. 


to  load  them  on  the  network  server,  not  each  PC  on  the  LAN. 


All  of  these  benefits,  plus  unparalleled  sup- 


IRMALAN 

port  and  training,  make  IRMALAN,  if  you’ll  pardon  the  pun,  out  of  this  H  G**wyscr*r 
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world.  To  learn  more,  call  1-800-241-IRMA,  extension  63R* 

See  The  FAXNeT  Form  on  Page  1 8 

I  JamXpander  are  trademarks  of  Digital  Communications  Associates,  Inc.  All  other  brand  and  product  names  are  trademarks  of  their  respective  owners. 
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If  you  see  networking  and  multiuser  solutions  in  your  company’s 
future,  there’s  no  better  investment  than  the  NEC  BusinessMate® 
386/33E.  Because  it  gives  you  the  performance,  capacity  and  expand¬ 
ability  these  environments  demand. 

It  comes  with  4MB  or  8MB  of  RAM,  a  64KB  SRAM  cache,  and  room 
for  three  full-height  and  three  half-height  storage  devices.  Its  32-bit 

EISA  architecture  accepts  8-,  16-  and  32-bit  cards  among  eight 
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expansion  slots.  And  its  NEC  Host  Adaptor  supports  up  to  seven  SCSI 


devices,  for  increased  flexibility  with  no  sacrifice  in  performance. 


In  short,  with  support  for  thousands  of  applications,  you’ll  have  the 

fully  compatible  with  The  Santa  C<ut  Operation*  UNIX*  and  XENIX*  UNIX  it  a  regiatared  trademark  ol  AT&T 

\m 

power  to  make  your  system  grow  and  change  as  your  needs  do.  Best 

XENIX  la  a  regiatared  trademark  ol  Microaolt  Corporation 


of  all,  you’ll  have  a  system  that  offers  something  no  one  else  can  offer 

Novell  certification  mark  la  a  regiatared  trademark  of  Novell.  Inc 
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at  any  price:  NEC.  Which  may  be  the  most  attractive  feature  of  all. 

386  la  a  trademark  ol  Intel  Corporation 


For  more  information,  call  1-800-NEC-INFO. 


BuamaeaWaia*  «  a  regialered  trademark  ol  NEC  Corporation  O  ’WO  NEC  Technologiea,  Inc. 
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Keeping  your  data  communications 
network  up  and  running  could  be  keep¬ 
ing  your  expenses  up  and  running  out 
of  control. 

At  New  England  Telephone,  we  can 
help  you  bring  those  costs  back  down  to 
earth.  Because  many  of  our  digital  private 
network  services  are  now  priced  signif¬ 
icantly  lower. 

Working  with  us  could  also  make  your 
network  more  reliable  and  efficient.  Which 
could  mean  good  things  for  your  company’s 
productivity  -  and  that  bottom  line. 

Start  with  our  Superpath®  1.54  Mbps 
Digital  Service.  It  offers  tremendous  ser¬ 


viceability  and  reliability,  plus  a  new  low 
price.  And  if  a  full  T-l  is  more  capacity  than 
you  need  right  now,  get  our  Fractional  T-l 
Service?  for  a  fraction  of  the  cost. 

Then  cut  down  on  multiplexer  equip¬ 
ment  expense,  with  our  Central  Office 
Multiplexing,  and  increase  your  network 
options  in  the  process. 

And  when  it  comes  to  your  company’s 
on-premises  equipment,  check  out  New 
England  Telephone’s  Data  Service 
Unit/Channel  Service  Unit.  That 
way,  you’ll  be  getting  efficient,  end- 
to-end  service  from  a  single  vendor. 

For  more  information  about  how  our 


digital  private  network  services  can  make 
your  digital  private  network  more  afford¬ 
able,  contact  your  NYNEX  Systems 
Marketing  account  executive,  your  autho¬ 
rized  New  England  Telephone  sales  agent, 
or  call  us  at  1 800  346-8809,  extension  801 . 

Do  it  today.  Because  we’re  one  company 
that  won’t  give  you  the  same  old  line.  And 
that’s  another  reason  we’re  the  one  for  you, 
New  England. 


New  England  Telephone 


A  NYNEX  Company 


Call  New  England  Telephone  or  one  of  our  authorized  sales  agents  •  Executone  Information  Systems  (Boston)  1  800  852-3122  •  Network  Research  and  Control,  Inc.  1  800  445-4541 
AIM  Telephones  of  New  England,  Inc.  1  800  CALL  AIM  •  US  TeleCenters  (617)  439-9911,  1  800  441-3211  •  Computer  Telephone  Corporation  (617)  466-8080,  1  800  225-3288  •  Telenetwork 
Services,  Inc.  (401)  434-9000,  1  800  525-0032  •  COMLINK  Network  Services  1  800  428-2212  •  Community  Telecommunications  Corp.  within 

ME  1  800  522-3993  •  Network  Services  Corp.  1  800  442-5221  *Notavailable  in  all  areas. 


Climbing  the 
telecom  ladder 

continued  from  page  28 
tor  of  billing  and  administration  ], 
whose  full-time  job  is  to  work 
with  AT&T  on  the  structure  and 
quality  of  the  monthly  bill,  and  to 
work  with  each  of  the  subsidiaries 
to  make  sure  they  understand  the 
billing  system,”  Sherin  says. 

In  addition,  the  corporate 
telecommunications  staffers 
“monitor  and  control  credit  card 
billings  and  worry  about  fraud,” 
he  adds. 

“These  jobs  didn’t  exist  be¬ 
fore,”  Sherin  says.  “We’ve  built  a 
group  of  about  a  dozen  people 
just  to  manage  the  new  relation¬ 
ship  between  us  and  AT&T.” 

Not  every  company  is  empha¬ 
sizing  outside  vendor  relation¬ 
ships,  however.  Many  are  stress¬ 
ing  the  value  of  people  skills  to 
help  extend  their  own  manage¬ 
ment  of  complex  corporate  voice 
and  data  networks. 

According  to  Harvey  Shred- 
nick,  vice-president  of  informa¬ 
tion  services  at  Corning,  Inc.,  a 
$2.6  billion  diversified  manufac¬ 
turer  located  in  Corning,  N.Y.,  the 
company’s  corporate  telecom¬ 
munications  staff  of  30  analysts, 
supervisors  and  managers  now 
oversees  a  worldwide  network 
function  that  links  Corning- 
based  companies  with  numerous 
subsidiaries.  The  department  is 
aggressively  seeking  better  rela¬ 
tionships  with  internal  custom¬ 
ers. 

“With  one  new  subsidiary,  for 
example,  we’ve  just  set  up  a  deal 
where  we  manage  their  telecom¬ 
munications  function.  We  call  it 
insourcing,”  he  says,  which 
means  helping  to  design,  plan 
and  manage  an  integrated  net¬ 
work  for  both  voice  and  data. 
People  skills,  he  emphasizes,  are 
required  to  smooth  the  way. 

“We’re  training  employees  a 
lot  more  in  the  human  relations 
factor,”  Shrednick  continues. 
Among  his  agendas:  self-man¬ 
aged  work  teams,  more  effective 
net  integration  and  solutions  that 
satisfy  Corning  customers. 

“We  let  our  telecom  people 
administer  themselves  and  allow 
them  to  go  out  and  look  at  ways  to 
improve  customer  service  by 
bringing  in  new  and  more  effec¬ 
tive  technologies,”  Shrednick 
says. 

Increased  responsibility 

Corporations  are  also  expect¬ 
ing  more  from  communications 
managers.  For  example,  to  quali¬ 
fy  for  a  top  management  job  — 
such  as  vice-president  of  tele¬ 
communications,  chief  telecom¬ 
munications  officer,  manager  of 
telecommunications  and  even 
the  higher  levels  such  as  CIO  — 
candidates  must  cross-train  and 
become  actively  involved  in  sev¬ 
eral  technical  disciplines.  These 
include  not  only  voice,  data  and 
video,  but  particularly  LAN  com¬ 
munications  and  net  manage¬ 
ment.  A  candidate  must  also  pos¬ 
sess  vears  of  business  experience. 
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“When  I  first  came  [to  Cor¬ 
ning],  a  telecom  manager  pri¬ 
marily  had  responsibility  for 
voice,”  Shrednick  says.  “I  ex¬ 
panded  the  role  to  bring  in  net¬ 
works  under  the  same  individual. 

“We  brought  in  additional 
sources  to  focus  on  network  man¬ 
agement,  elevated  the  impor¬ 
tance  of  data  and  brought  in  pro¬ 
fessionals  who  could  provide 
value  as  well  as  plan  and  exe¬ 
cute,”  he  says.  “Now  the  telecom 
manager  is  not  only  looking  at 
Corning-based  companies,  but 
getting  involved  in  [the  telecom¬ 
munications  management  of] 
subsidiaries  as  well.” 

Many  candidates  for  telecom¬ 
munications  jobs  offer  more  than 
one  college  degree  today,  includ¬ 
ing  an  MBA,  and  have  rotated 
throughout  several  business  units 
to  acquire  further  experience. 

Generalists,  with  a  back¬ 
ground  in  several  areas,  are  “in” 
at  the  top  levels,  according  to 
Sherin.  “A  CIO,  for  example,  has 
to  be  a  generalist  in  the  normal 
sense  of  the  term.”  Ironically, 
though,  “there’s  a  greater  need 
within  our  businesses  for  techni¬ 
cal  staff  below  the  manager  lev¬ 
el.” 

Specialists,  Sherin  says,  “are 
required  to  manage  the  LANs  that 
didn’t  exist  just  a  few  years  ago. 
These  are  new  and  very  impor¬ 
tant  positions  and  relatively  diffi¬ 
cult  to  fill  because  these  people 
are  in  great  demand.” 

An  interesting  quirk  of  the  in¬ 
dustry  is  that  high-level  manag¬ 
ers  most  often  come  from  the 
data  communications  and  net¬ 
working  side  rather  than  the 
voice  side,  says  John  Leong,  di¬ 
rector  of  networking  and  com¬ 
puting  services  at  Carnegie-Mel- 
lon  University  in  Pittsburgh. 

“The  majority  of  new  offer¬ 
ings  in  the  telecom  world  are  in 
data  communications  —  for  ex¬ 
ample,  Integrated  Services  Digi¬ 
tal  Network  and  Synchronous  Op¬ 
tical  Network,”  Leong  explains. 

“In  the  past,”  he  says,  “tele¬ 
communications  was  a  very  basic 
service  element  —  generally 
equated  with  electricity,  water 
and  food  service.  But  after  dives¬ 
titure,  there  were  a  lot  of  compet¬ 
itive  offerings.  This  required  a 
much  more  knowledgeable  per¬ 
son  [typically  with  a  data  commu¬ 
nications  background]  to  take  ad¬ 
vantage  of  the  competition.” 

Of  course,  not  every  top  com¬ 
munications  manager  has  to 
come  from  the  data  side,  Leong 
acknowledges;  Bright  telecom¬ 
munications  specialists  could, 
theoretically,  get  a  crack  at  a  CIO 
slot.  Yet  this  rarely,  if  ever,  hap¬ 
pens. 

“Typically,”  Leong  continues, 
“a  corporation  merges  the  less 
expensive  [telecommunications] 
service  into  the  more  complicat¬ 
ed  [data].”  The  telecommunica¬ 
tions  department  reports  to  DP, 
and  DP  reports  to  finance  —  and 
the  data  communications  manag¬ 
ers  with  the  most  business  savvy 
rise  to  the  top. 

(continued  on  page  38) 


New  regulatory 
climate 

continued  from  page  33 
the  breakup  of  AT&T  from  the  be¬ 
ginning. 

The  upshot  of  this  renewed 
antitrust  activity  is  that  the  domi¬ 
nant  firms  in  the  communica¬ 
tions  industry  should  make  sure 
they  aren’t  in  violation  of  the 
laws,  and  they  should  expect 
more  rigorous  governmental  re¬ 
view  of  any  planned  mergers. 

The  NTIA 

The  NTIA  celebrated  its  12th 
birthday  in  March.  A  creature  of 


President  Carter’s  government 
reorganization  and  downsizing  in 
1978,  NTIA  was  made  part  of  the 
Department  of  Commerce  and 
quickly  became  known  as  the 
“Not  Terribly  Important  Admin¬ 
istration.” 

This  characterization  has  nev¬ 
er  been  far  from  the  mark.  In  the 
past  1 2  years,  the  NTIA  hasn’t  ac¬ 
complished  much.  Indeed,  critics 
say  it  hasn’t  accomplished  any¬ 
thing.  President  Reagan’s  top 
aides  at  the  Commerce  Depart¬ 
ment  recommended  its  abolition. 

All  of  that  was  before  past 
NTIA  head,  Alfred  Sikes,  was 
named  FCC  chairman.  Sikes,  aid¬ 
ed  and  abetted  by  his  many  politi¬ 
cal  friends  on  Capitol  Hill,  saved 
the  NTIA  because  of  his  belief  that 
it  can  play  a  valuable  role  in  the 
formation  of  public  policy  for  the 
communications  industry. 

Now  the  NTIA  is  being  given  a 
boost  by  its  new  boss,  Janice  Obu- 
chowski,  a  lawyer  with  FCC  and 
telephone  industry  experience. 
Obuchowski  has  the  advantages 
of  knowing  the  FCC  chairman 
well,  being  able  to  work  with  him 
and  the  staff,  and  also  being  pop¬ 
ular  and  effective  both  on  Capitol 
Hill  and  in  the  White  House. 

Obuchowski  has  launched  four 
major  projects  at  the  NTIA: 

■  The  communications  in¬ 
dustry  infrastructure  study. 
Obuchowski  says  she  hopes  to 
have  this  report  ready  by  year 
end,  with  expected  sequels.  The 
objective  of  the  study  is  to  deter¬ 
mine  the  current  state  of  the  in¬ 
dustry  in  the  U.S.,  to  try  to  ascer¬ 
tain  where  it  is  headed  and  to 
determine  if  it  is  headed  in  the 
right  direction. 

The  report,  eagerly  awaited 
on  Capitol  Hill  and  at  the  White 
House,  will  make  policy  recom¬ 
mendations  on  what  the  federal 
government  can  do  to  bring  about 
its  vision  of  the  public  network  of 
the  future  and  how  the  future 
public  net  should  be  regulated 
once  it’s  established. 


■  The  globalization  of  the 
mass  media  study.  Spawned  in 
part  by  the  merger  of  Time,  Inc. 
and  Warner  Communications, 
Inc.,  and  the  acquisitions  of  U.S.- 
based  mass  media  enterprises  by 
foreign  firms  such  as  Sony  Corp. 
of  Japan  and  Pathe  Communica¬ 
tions  Corp.  of  Italy,  this  study  will 
examine  where  the  electronic 
mass  media  industry  is  headed  in 
the  next  10  years.  There  is  an  a 
priori  assumption  that  mass  me¬ 
dia  conglomerates  are  becoming 
more  global  and  that  this  trend 
and  the  concentration  of  mass 
media  power  and  ownership  will 
continue. 


■  A  spectrum  allocation 
study.  This  will  be  a  comprehen¬ 
sive  policy  review  of  the  use  and 
management  of  the  radio  fre¬ 
quency  spectrum  in  the  U.S.  The 
NTIA  said  it  plans  to  submit  rec¬ 
ommendations  to  the  Bush  ad¬ 
ministration  and  Congress  on  a 
wide  range  of  spectrum  manage¬ 
ment  issues,  including  spectrum 
reallocation  and  the  use  of  alter¬ 
native  methods  of  allocating  and 
assigning  frequencies  —  spec¬ 
trum  auctions,  spectrum  fees, 
spectrum  lotteries  and  the  like.  A 
primary  goal  of  this  study  is  to  en¬ 


sure  that  U.S.  technology  and  ser¬ 
vices  stay  competitive  and  ahead 
of  foreign  competition. 

■  An  international  trade 
competitiveness  report.  This 
study  is  to  be  submitted  to  Con¬ 
gress  as  part  of  a  congressional 
review  of  telecommunications 
equipment  and  services  trade  un¬ 
der  the  Omnibus  Trade  and  Com¬ 
petitiveness  Act  of  1988.  The  ob¬ 
jective  here  is  to  see  whether  U.S. 
communications  companies  are 
competitive  with  foreign  firms 
and  whether  they  have  a  willing¬ 
ness  to  do  business  multination- 
ally.  If  U.S.  firms  have  the  desire 
and  are  competitive,  then  the 
NTIA  said  it  plans  to  recommend 
government  action  to  see  that 
foreign  markets  are  opened  to 
U.S.  competition. 

With  these  four  studies  now 
well  under  way,  Obuchowski  has 
proved  one  thing:  She  knows  the 
communications  industry  and  is 
aware  of  its  major  problems. 
These  four  topics,  in  essence,  say 


it  all:  Collectively,  they  will  take  a 
much  needed  macro  view  of  to¬ 
day’s  communications  industry. 
If  she  completes  the  studies  and 
they  withstand  critical  analysis, 
she  may  become  the  first  NTIA 
head  to  promote  effective  and 
valuable  public  policy. 

Although  success  isn't  guaran¬ 
teed,  Obuchowski  has  increased 
her  chances  by  recruiting  some 
extremely  effective  and  intelli¬ 
gent  public  servants.  Among  her 
advisers  are  Tom  Sugrue  and  Bill 
Maher,  both  former  senior  staff¬ 
ers  at  the  FCC.  They  were  also  the 
principal  architects  of  the  Com¬ 
puter  III  policy.  Jim  McCon- 
naughey,  an  economist  who  also 
served  on  the  FCC  staff  with  her, 
has  recently  joined  NTIA,  where 
he  is  working  on  the  internation¬ 
al  competitiveness  study. 

As  a  Washington  public  policy 
expert,  Obuchowski  is  aware  that 
the  NTIA  lacks  any  real  political 
or  policy-making  power.  Unlike 
the  FCC,  it  cannot  tell  the  indus¬ 
try  what  to  do,  how  to  do  it  or 
when  to  do  it.  Some  of  her  friends 
say  they  believe  that  she  may 
even  be  headed  back  in  the  FCC’s 
direction.  After  all,  her  predeces¬ 
sor  at  the  NTIA  is  Chairman  Sikes. 

But  Obuchowski  says  she  is 
not  looking  that  far  ahead  with 
her  career.  She  said  she  is  much 
more  concerned  with  completing 
her  current  tasks  at  the  NTIA  and 
then  going  about  the  difficult  task 
of  selling  her  policy  recommen¬ 
dations  to  Sikes,  Sununu  and  se¬ 
nior  political  leaders  on  the  Hill. 
That  is  what  she  must  do  if  she 
wants  to  be  successful. 

Under  the  direction  of  Sikes, 


the  FCC  has  made  significant 
progress  in  reestablishing  its 
credibility  after  the  Reagan 
years.  This  means  that,  slowly  but 
surely,  the  FCC  is  regaining  the 
confidence  of  both  politicians 
and  industry  leaders. 

The  NTIA  is  also  back  in  the 
game.  Obuchowski  has  a  vision  of 
the  future  and  is  attempting  to 
construct  a  road  map  telling  ev¬ 
eryone  how  to  get  there. 

At  both  the  Justice  Depart¬ 
ment  and  the  FTC,  it  is  back  to  ba¬ 
sic  enforcement.  This  means  that 
competition  will  be  given  a  shot 
in  the  arm  and  the  trend  toward 
mega-mergers  financed  by  junk 
bonds  will  slow. 

All  of  this  will  put  more  power 
in  the  hands  of  the  users.  The 
opening  of  the  communications 
infrastructure  and  the  onset  of  in¬ 
creasing  competition  guarantee 
that  the  information  age  will  re¬ 
sult  in  consumer  benefits  and 
very  little,  if  any,  consumer  ex¬ 
ploitation.  □ 


(3  buchowski  knows  the  communications 
industry  and  is  aware  of  its  major  problems. 

▲  ▲▲ 


T 

A  he  FCC  is  regaining  the  confidence  of 
both  politicians  and  industry  leaders. 

▲  ▲▲ 
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CLIMBING  THE  CORPORATE  TELECOM  LADDER 


( continued from  page  37) 

Whatever  the  balance  of  pow¬ 
er,  though,  rewards  for  top  com¬ 
munications  managers  remain 
high  —  in  keeping  with  the  in¬ 
creasing  complexity  and  visibility 
of  their  jobs. 

According  to  one  industry'  sur¬ 
vey  titled  “The  Chief  Telecom¬ 
munications  Officer:  1990,”  byj. 
Robert  Scott,  a  Boston-based  ex¬ 
ecutive  search  firm,  salaries  for 
top  telecommunications  slots 
among  the  largest  U.S.  compa¬ 
nies  in  five  industry  sectors  —  fi¬ 
nancial  services,  technology, 
manufacturing,  retail  and  trans¬ 
portation  —  averaged  more  than 
$92,000  per  year. 

Positions  garnering  these  sal¬ 
ary  levels  were  most  often  vice- 
president  of  telecommunica¬ 
tions,  director  of  MIS  or  director 
of  telecommunications.  In  the 
Scott  survey,  nearly  half  the  re¬ 
spondents  said  the  top  two  tele¬ 
communications  officers  in  their 
companies  earned  from  $50,000 
to  $90,000  per  year. 

These  positions,  however,  fell 
short  of  the  much  sought  after 
vice-president  of  MIS  or  CIO  slots 
—  the  top  of  the  heap,  in  other 
words  —  which  pay  as  much  as 
$  1 20,000  to  $  1 50,000  per  year, 
according  to  survey  respondents. 
The  $92,000  average,  however, 
was  stratospheres  above  the  typi¬ 
cal  salaries  of  telecommunica¬ 
tions  staffers,  which  average 
about  $40,000  per  year  (“Net 
managers  stay  one  step  ahead  of 
inflation,”  NW,  Feb.  5). 

Increasingly,  corporations 
have  evolved  a  pecking  order  re¬ 
flecting  the  integration  of  tele¬ 
communications  and  networking 
into  the  information  systems 
function. 

“There’s  a  continued  trend  to¬ 
ward  having  the  senior  telecom¬ 
munications  manager  report  to 
the  senior  CIO  or  VP  of  MIS,”  says 
Management  Recruiter’s  Schoff. 
Before,  the  telecommunications 
department  reported  to  adminis¬ 
tration;  it  was  considered  a  utili¬ 
ty.  However,  he  insists  that  tele¬ 
communications  is  not  subordi¬ 
nate  to  MIS,  but  equal  to  it. 

Still,  his  observation  accounts 
for  the  reported  disparity  in  sala¬ 
ries.  The  pecking  order  —  from 
lowly  analyst  to  supervisor,  then 
to  manager  of  telecommunica¬ 
tions  to  director  or  chief,  and  fi¬ 
nally  to  vice-president  of  IS  and 
CIO  —  also  represents  the  career 
mountain  any  ambitious  network 
manager  must  climb.  “You’d  have 
to  become  a  VP  of  IS  with  a  solid 
foundation  of  business  skills  and 
IS  skills  to  get  beyond  a  manage¬ 
ment  job  in  telecom,”  Schoff 
says. 

For  those  envisioning  even 
higher  goals,  a  slot  as  CIO  might 
ultimately  pave  the  way  for  man¬ 
agement  of  information  net¬ 
works  in  global  conglomerates. 
Hence  the  new  buzzword  —  GIO, 
for  global  information  officer  — 
which  has  yet  to  become  a  firm 
reality.  An  alternate  title,  chief 
networking  officer  (CNO),  may 
also  be  in  the  offing,  according  to 


George  Colony,  president  of  For¬ 
rester  Research,  Inc.,  a  high-tech 
marketing  firm  in  Cambridge, 
Mass. 

“We  feel  strongly  that  net¬ 
work  managers  will  execute  a 
coup,”  he  says.  “By  the  middle  of 
this  decade,  they  will  be  the  pri¬ 
mary  leaders  of  technology  in 
Fortune  1,000  companies.  The 
emphasis  will  shift  from  the 
mainframe  to  the  network.  Man¬ 
agers  with  network  experience 
will  end  up  running  the  show.” 

Needed:  switch-hitters 

Corporations  today  seem 
leery  of  conflict.  Rarely  does  a 
company  pit  a  chief  telecom¬ 
munications  officer  against  a 
chief  data  communications  offi¬ 
cer  under  the  same  roof,  accord¬ 
ing  to  Carnegie-Mellon’s  Leong. 

Instead,  companies  frequent¬ 
ly  create  a  new  title,  such  as  direc¬ 
tor  of  network  operations  or  di¬ 
rector  of  networking  and  commu¬ 
nications,  to  designate  someone 
in  charge  of  both  voice  and  data 
operations,  as  well  as  manage¬ 
ment  of  separate  or  consolidated 
networking  organizations. 

An  example  is  Union  Carbide 
Corp.,  an  $8.5  billion  manufac¬ 
turing  concern  located  in  Dan¬ 
bury,  Conn. 

According  to  Sam  Pritchard, 
manager  of  telecommunications, 
Union  Carbide  integrated  its 
voice  and  data  private  networks 
back  in  1972.  But  two  managers 
continued  to  oversee  voice  and 
data  separately  in  two  distinct  or¬ 
ganizations  until  Pritchard  con¬ 


solidated  the  responsibility  and 
the  organizations  under  a  new 
more  powerful  job  title  —  man¬ 
ager  of  network  operations  — 
four  years  ago. 

“The  person  [in  this  top  slot] 
had  his  title  and  responsibilities 
change  while  other  functions  be¬ 
low  him  remained  the  same,”  he 
says.  “From  a  technical  vantage 
point,  we  were  able  to  do  this  be¬ 
cause  we  put  in  a  large  T-l  net¬ 
work  to  support  our  private  voice 
network;  and  subsequent  to  that, 
we  gradually  moved  over  the  pri¬ 
vate  data  network  to  T- 1 .  ”  Today, 
the  manager  of  network  opera¬ 
tions  presides  over  both  voice 
and  data  operations  on  the  T-l 
link. 

Moreover,  analysts  and  tech¬ 
nical  consultants  at  Union  Car¬ 
bide,  many  of  whom  previously 
specialized  either  in  voice  or 
data,  now  do  both. 

“There’s  a  lot  of  cross-train¬ 
ing  and  expertise  residing  in  indi¬ 
viduals  in  both  areas,”  Pritchard 
says.  Switch-hitters  are  in  de¬ 
mand  since  the  telecommunica¬ 


tions  department  handles  private 
branch  exchange  support,  LAN 
application  development  and 
network  planning  functions, 
among  many  other  services. 

Many  analysts  and  headhunt¬ 
ers  today  agree  that  networking 
is  changing  so  rapidly,  few  indus¬ 
tries  fully  understand  it.  As  net¬ 
works  evolve,  however,  certain 
networking  titles  appear  destined 
to  rise,  while  others  are  doomed 
to  obsolescence. 

Traffic  engineering,  for  one,  is 
out,  or  nearly  so.  “It’s  probably 
less  in  demand  today  given  the 
fact  that  most  networks  are  soft- 
ware-defined,”  Schoff  says.  An 
old-fashioned  telecommunica¬ 
tions  manager  who  just  phones 
up  Ma  Bell  and  asks  for  service  is 
also  a  dinosaur.  What’s  needed 
“are  people  who  are  skilled  in 
putting  out  bids  to  a  select  few 
vendors,”  he  says. 

On  the  up  side,  the  hot  areas  of 
communications  now  include 
LAN  administration,  network  de¬ 
velopment  and  network  plan¬ 
ning,  according  to  industry  spe¬ 
cialists. 

“There’s  more  of  a  thrust  to¬ 
ward  LAN  administration  and 
networking  titles,  such  as  LAN  ad¬ 
ministrator  and  designer,”  notes 
Nadine  Rubin,  president  of  Infor¬ 
mation  Systems  Search,  Inc.,  an 
IS  head-hunting  firm  based  in 
New  City,  N.Y.  LAN  managers 
typically  report  to  managers  of 
telecommunications,  she  adds, 
although  they  are  actually  an  ex¬ 
tension  of  the  data  communica¬ 
tions  function. 


In  some  organizations,  net¬ 
work  managers  and  developers 
are  catching  up  to  applications 
people  in  terms  of  clout  and  sig¬ 
nificance. 

“Our  network  development 
piece  is  becoming  more  impor¬ 
tant,”  notes  Coming’s  Shrednick. 
“The  analysts  in  this  area,  as  well 
as  the  manager  and  supervisor, 
are  probably  coming  up  to  appli¬ 
cation  systems  analysts  in  terms 
of  status  and  job  title.  Before  they 
were  considered  of  lesser  impor¬ 
tance.” 

One  of  the  reasons  for  the 
change  is  that  network  develop¬ 
ment  means  dealing  with  the 
technical  issues  of  vendor  man¬ 
agement,  a  new  accent  in  many 
corporations. 

At  the  bottom  rungs  of  the  cor¬ 
porate  ladder,  job  titles  appear 
somewhat  stagnant.  As  organiza¬ 
tions  reduce  middle  management 
positions,  supervisory  jobs  are 
being  cut.  So  how  do  ambitious 
analysts  get  past  the  first  few 
rungs  of  the  corporate  ladder?  In 
many  cases,  they  don’t;  they  sim¬ 


ply  hang  on  for  dear  life. 

“In  brokerages,  for  example, 
people  who  start  out  by  analyzing 
phone  bills  and  move  up  to  man¬ 
age  a  whole  PBX  are  moving  up 
the  ladder  faster  than  those  in  up¬ 
per-level  management,”  says 
National  Telecom  Placement’s 
Boyd.  This  creates  a  bottleneck. 

“We’re  getting  people  moving 
up  the  ladder  in  title  and  salary 
who  don’t  have  a  lot  of  responsi¬ 
bility,”  she  says.  Those  with 
hands-on  experience  languish. 
“They  become  indispensable  to 
upper-level  management  be¬ 


cause  [the  managers]  don’t  have 
hands-on  experience.” 

Boyd  adds  that  it  is  not  unusu¬ 
al  for  ambitious  senior  analysts 
and  assistant  vice-presidents  to 
overestimate  their  own  worth.  At 
one  financial  services  company, 
for  example,  an  assistant  vice- 
president  of  telecommunications 
with  a  liberal  arts  background 
and  some  on-the-job  training  was 
looking  for  $55,000  to  $60,000 
in  salary  as  director  of  telecom¬ 
munications  in  a  major  corpora¬ 
tion. 

“He  had  no  more  knowledge 
than  a  senior  telecommunica¬ 
tions  analyst  has,”  Boyd  says. 
“Some  know  how  to  read  a  phone 
bill  and  want  to  oversee  an  entire 
department  that  is  international 
in  scope.  But  a  VP  of  telecom¬ 
munications  really  requires  expe¬ 
rience  in  all  aspects  of  telecom.” 

Because  of  the  management 
bottleneck,  corporations  are  try¬ 
ing  to  satisfy  stalled  telecom¬ 
munications  specialists  with  new 
solutions.  One  of  them,  increas¬ 
ingly  popular,  is  to  make  man¬ 
agement  and  technical  career 
ladders  separate  but  equally  re¬ 
warding. 

In  many  instances,  the  man¬ 
agement  ladder  is  quite  shallow 
while  the  technical  ladder  is  so 
extensive  that  even  senior  people 
can  spend  their  entire  careers  on 
it,  earning  as  much  or  more  than 
the  managers,  according  to  Trav 
Waltrip,  vice-president  of  tele¬ 
communications  for  The  Travel¬ 
ers  Corp.  in  Hartford,  Conn. 

“At  The  Travelers,  for  exam¬ 
ple,  the  corporation  has  a  chief 
information  officer,  and  all  data 
processing  and  telecommunica¬ 
tions  —  including  voice  and  data 
networking  —  report  to  this 
post,”  Waltrip  says.  “In  this  con¬ 
text,  careers  within  telecom  are 
careers  within  the  different  disci¬ 
plines  we  do.” 

‘  ‘All  of  us  are  on  technical  lad¬ 
ders,”  he  adds.  “Most  engineers 
want  to  be  on  the  technical  track 
because  there  are  more  posi¬ 
tions.” 


According  to  Waltrip,  the 
move  toward  specialties  repre¬ 
sents  the  most  important  shift 
within  the  company.  “Engineers 
choose  a  discipline  and  can  rise 
very  high  on  that  ladder.  The 
change  allows  our  technical  peo¬ 
ple  to  rise  in  accountability  and 
money  without  having  to  get  into 
a  management  position,”  he 
says. 

However  they  choose  to  orga¬ 
nize,  large  corporations  must 
confront  the  pressures  of  people 
moving  up.  And  ambitious  man¬ 
agers  must  find  a  way  to  satisfy 


themselves,  even  if  the  telecom¬ 
munications  vs.  data  corporate 
wars  remain  unresolved. 

What  counts  is  to  find  an  orga¬ 
nization  that  places  a  premium 
on  the  telecommunications  func¬ 
tion,  according  to  Information 
Systems  Search’s  Rubin.  “How 
respected  and  visible  is  telecom? 
How  high  up  in  the  organization 
does  telecom  go?” 

Prospective  employees  should 
then  decide  whether  they  want  to 
pursue  a  purely  technical  track  or 
the  management  ladder.  If  man¬ 
agement,  then  “get  a  job  with  su¬ 
pervisory  and  budgetary  respon¬ 
sibilities,”  she  says. 

“People  out  there  are  becom¬ 
ing  more  aware  of  who  utilizes 
telecom  as  a  business  tool  and 
who  doesn’t,”  Rubin  adds.  Obvi¬ 
ously,  those  managers  who  want 
to  claw  their  way  to  the  top  must 
stick  with  the  companies  that  use 
telecommunications  as  a  strate¬ 
gic  tool.  These  managers  should 
offer  the  kinds  of  skills  —  and 
broad  exposure  to  the  entire  tele¬ 
communications  spectrum  — 
that  help  companies  do  business. 

‘  ‘If  you  look  at  telecom  as  sep¬ 
arate  from  business,  you’re  going 
to  remain  separate,”  Rubin  says. 
“It’s  all  attitude.”  □ 


Letters 

continued  from  page  23 

of  a  publication  screamed,  “Inno¬ 
vative  Services  Delivered  Now.” 
I’ve  heard  “I  Still  Don’t  Know,” 
“I  Still  Don’t  Need  it”  and  a  whole 
slew  of  other  contrivances. 

Did  WATS  have  this  problem 
when  it  first  came  out?  Were  peo¬ 
ple  saying,  “What  A  Tariffed  Ser¬ 
vice”  or  “Wide-Area  Telecom¬ 
munications  Savings?” 

ISDN  stands  for  Integrated 
Services  Digital  Network.  Any¬ 
thing  else  is  not  funny  anymore. 
Please  stop. 

Daniel  Briere 
President 
TeleChoice,  Inc. 
Manchester,  Conn. 


Increasingly,  corporations  have 
evolved  a  pecking  order. 
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Ingineers  want  to  be  on  the  technical 
track  because  there  are  more  positions.” 
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Many  businesses 
are  already  getting 

a  competitive  edge 

with  AEST  ISDN. 


Maybe  even  your 
competition. 


If  you  think  Integrated  Services 
Digital  Network  (ISDN)  is  just  a  dream  for 
the  future,  think  again.  The  advanced 
technology  of  AT&T  ISDN  can  give  your 
business  a  competitive  advantage  today 

Did  you  kno\y  by  transmitting  voice, 
data  and  images  all  at  the  same  time,  over 
one  digital  line,  AT&T  ISDN  is  already  help¬ 
ing  many  businesses  to  save  money  As 
well  as  offering  a  level  of  service  and 
efficiency  never  before  possible. 

AT&T  ISDN  is  now  available  in  over 
300  cities  across  the  country  And  here  is 
what  it  can  do  for  you: 

AMT  ISDN  is  working 
inTelemarketing: 

Even  before  a  telemarketer  answers 
the  phone,  all  account  information  about 
the  caller  can  appear  on -screen.  Telemar¬ 
keting  companies  are  now  giving  immedi¬ 


ate  answers  to  their  customers’ questions. 
So  orders  get  processed  faster,  sales  oppor¬ 
tunities  are  greater.  And  customers  aren’t 
left  on  hold  listening  to  music. 

AMT  ISDN  is  working 
in  Transportation: 


With  AT&T  ISDN’s  Call-by-Call  feature, 
transportation  companies  are  now  central¬ 
izing  control  of  their  dispatch  operations 
and  combining  various  AT&T  switched 
services  on  the  same  T1  pipe.This  flexibil¬ 
ity  means  that  more  calls  are  being  han¬ 
dled  with  fewer  access  lines.  AT&T  ISDN 
has  helped  transportation  companies  save 
thousands  of  dollars  each  month  and  has 
moved  their  businesses  into 
the  fast  lane. 


AMT  ISDN  is  working 
in  Lodging: 


Right  no\y  when  their  switchboards 


are  all  lit  up,  hotels  are  using  AT&T  ISDN 
to  route  calls  automatically  to  the  next 
available  agent,  even  if  they’re  in  another 
location.That  maximizes  their  staffing 
efficiency  Also, with  our  automatic  num¬ 
ber  identification  feature,  agents  have 
become  more  accurate  and  are  saving 
time,  opening  the  door  for  more  person¬ 
alized  service. 

So  now  that  you  know  how  well  it’s 
working  for  your  competition,  let  the 
advanced  technology  of  AT&T  ISDN 
increase  productivity  and  save  money  for 
your  business  today 


Innovation. 

Another  AMT  advantage. 

For  more  information,  call  your  AT&T 
Account  Executive. 


=AT&T 

sr  The  right  choice. 
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MODEMS 


UUi  V.3225 


MOTOROLA 


1 <  If  you’re  in  the  market  for  a  full-fledged,  full 
duplex  V.32  modem,  there  is  no  reason  to 
look  any  further.  J  J 


INFO 


WORLD  t  iThe  UDS  V.32  Modem:  High-Speed 
Connections  at  a  Comfortable  Price.  *  * 


=  ii  fafail  <  <  Overall,  the  V.3225  is  a  well-designed 
package  that  can  squeeze  the  most  data  into  each 
minute  of  telephone  time.  J  J 


WHY  NOT  BUY  THE  BEST  RATED  V.32 
MODEM  FROM  THE  #1  RATED*  UDS 
DISTRIBUTOR  IN  THE  UNITED  STATES  - 

DATA  PROCESSING  SCIENCES 

*  DPSC  was  named  UDS  Distributor  of  the  Year  1989  for  excellence  in 
professionalism  of  sales  force,  sales  volume,  technical  support,  inventory 
levels,  financial  stability,  responsiveness,  etc. 

Call  Ruth  Ann  Toll  Free  1-800-666-7483. 

Circle  Reader  Service  No.  1 


CABINETS 


CODARAM 

...  . . corporation 


CABINETS 

Price  starts 
from  $695.00. 
Immediate  delivery! 
All  sizes  and  colors! 

New  LAN  Server 
Cabinet  Available. 

S3  AT&T  Paradyne 

"  Authorized  Distributor 


4040  Nine/McFarland  Road,  Suite  800  •  Alpharetta,  Georgia  30201 
(404)  664-3510  •  (404)  664-361 0  (FAX)  •  (800)  726-0278 

Circle  Reader  Service  No.  2 


DATACOMM  MATRIX  SWITCH 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  40%  Ports 

MTRX-8000  8192  Ports 

BENEFITS 

MTRX 

OTHERS 

♦Largest  Non-Blocked  Port  Capacity...8192  PORTS 

YES 

NO 

♦Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 

YES 

NO 

*4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 

YES 

NO 

♦LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 

YES 

NO 

♦Multi-tasking  (VM-386)  Universal  Workstation 

YES 

NO 

♦Integral  BERG/BERT  and  S.A.M.  Test  Functions 

YES 

NO 

♦Non-Proprietary  Database,  dBASE  III  PLUS/TV 

YES 

NO 

♦Supports  Data  Rates  To  2.048MBPS 

YES 

SOME 

Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 
"The  Responsive  Ones" 


Datacomm 
Management 
Sciences  lnc. 


25  Van  Zant  Street 
East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 

dBASE  III  PLUS/IV  are  trademarks  of  AshtonTate  Corporation 
Circle  Reader  Service  No.  8 


DATA  COMMUNICATIONS  TRAINING 


Master  the  Art  of  Data 
Communication 


Attend  a  new,  intensive  multi-course  program  that 
will  increase  your  value  to  your  organization.  Course 
one  in  this  Datacom  Qualification  Program  dissects 
data  communications  technology,  with  emphasis 
on  testing,  through  hands-on  demonstrations  and 
exercises.  Course  two  teaches  multiplexer  connec¬ 
tivity  theory  using  configuration  exercises.  Course 
three  covers  circuit  concepts  and  test  procedures  for 
analog/digital  private  lines,  voice  switched  serv¬ 
ices,  baseband,  DDS,  T1  data  networks  and  more. 
Classes  are  monthly  beginning  July  24th. 


SIGN  UP  NOW 


Call  Carole  Mazza  at 

(203)  574-1118. 


Earn  10.5  CEUs 


Circle  Reader  Service  No.  3 


DataComm  Service  Corp. 

a  subsidiary  of  General  DataComm,  Inc. 


DIAL-UP  MANAGEMENT 


Monitor,  Control 
and  Report  0n: 

•  Dial  modems 

•  Leased  line  modems 

•  CSU’s/DSU’s 

•  Any  RS-232  device 

•  Voice  mail 

•  Fax  machines 

Modem  vendor  independent 
Powerful  reporting 
Busy-out  of  Ring-no-answer 
Low  cost,  simple  to  install 
Automatic  hot  spare  swapout 
Easy,  low  cost  expansion 

Optimize  system  utilization,  reduce  modem 
line  costs,  prevent  client  loss. 


Cal I  for  a  30  day  demo 


Circle  Reader  Service  No.  9 
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ActionCenter 


Are  Now  The  Easiest  To  Use, 
with  AR's  New  EASY-VIEW™ 
Menu  System 

•  Test  networks  at  speeds  over  400  Kbps 

•  44MB  hard  disk  standard 

•  Record  to  disk  at  speeds  up  to  384  Kbps 

•  Built-in  library  of  application  programs  to 

test  ISDN,  T1 ,  G.703,  SNA,  X.25 _ 


INTERVIEW®  6800,  7200, 
7700  TURBO  Series 


vIR 

Telenex  Corporation 
AR  Division 

7401  Boston  Blvd. 
Springfield.  VA  22153 
FAX:  (703)644-901  1 


Call  today  for  more  information: 
1-800-368-3261 

(in  VA  703-644-9190) 


AR  . . .  We  Make  Networks  Work 

Circle  Reader  Service  No.  5 


DISASTER  RECOVERY 


AUTOMATIC  BACK-UP 
OF  DIGITAL  CIRCUITS 

Dataprobe's  Automatic  A/B  Switches  allow  digital 
circuits  to  be  backed  up  by  switched  analog  or  digital 
services. 


DTE — C 


K-DR7 


V.35  TO 
RS-232 


V.35 


t  DSU 


DDS 


DSU  3 - C 


V.32 


RS-232 


V.32  b - -1 


K-DR7 


V.35  TO 
RS-232 


DTE 


56  KBPS  CIRCUIT  WITH  V.32  MODEM  BACK-UP 


K-AB-232 

K-AB-V35 

K-DR7 

K-56 

SMART-LINE 


Industry's  Most  Versitile  Automatic  RS-232  A/B  Switch. 
V.35  Version  for  High  Speed  Circuits. 

Back-up  56KBS  DDS  with  V.32  Modems. 

Security  Back-up  with  Switched  56  Services. 

Dial-In  Remote  Control  for  any  A/B  Switch. 


(CbdataErotjC) 


170  COOLIDGE  AVENUE 
ENGLEWOOD,  NEW  JERSEY  07631 
(201 )  569-6464  FAX  (201 )  894-0939 


Circle  Reader  Service  No.  4 


FREE  CATALOG 


AUGUST 


LAN  AND  WAN  CONNECTIVITY 


'7?  VO-CY* 


THE  MOST  COMPLETE  T-1  ACCESS 
SOLUTION  FOR  AT  WORKSTATIONS 

*&&&&  i  T1  Line 

^ 

/ 

ON  BOARD  CSU/DSU  LETS  YOUR  WORKSTATION  PLUG  DIRECTLY  INTO 
FRACTIONAL  AND  FULL  T-1,  PRI  ISDN  AND  El  (CEPT)  SERVICES. 

•  SINGLE  SLOT  16  BIT  AT  BUS 

•  HIGH  PERFORMANCE  IAPB  PROTOCOL 

•  SELECTABLE  X.25  PROTOCOL 

•  12  Mhz  COPROCESSOR  WITH  SHARED  MEMORY 

•  MULTIPLEXING  BUS  FOR  VOICE  AND  HIGH  SPEED  DATA 

•  FILE  TRANSFER  SOFTWARE  INCLUDED 

•  SOFTWARE  DEVELOPMENT  SUPPORT  FOR: 

Network  Gateways,  Bridges  and  Routers 
File  Servers  and  Image  Processors 

•  AUTO  DIALING/ANSWER  SOFTWARE  FOR  ISDN 

Circle  Reader  Service  No.  10 


P  R  O  M  P  I  US 


A  Workgroup  Connectivity  Company 

207  High  Point  Ave.,  Portsmouth,  RI 02871 
TUI  (401)  683-6100;  Fax  (401)  683-6105 
1-800 -777 -LANS 


NETWORK  COMPONENTS 


Brand 


and  it’s  FREE  from  Yankee! 

Call  now  for  your  brand  new 
64-page  MOD-TAP  System 
Components  Catalog 
featuring: 

I  Baiuns/Active  Hub 
H  Distribution  Frames 
I  Patch  Panels 
I  Test  Gear 
H  Adapters 
■  Wall  Plates 

YANKEE 

TOLL-FREE  1-800-365-9720 

Circle  Reader  Service  No.  1 1 


Profession } 
Products  and 
Solutions  to 
Networking 


*  NEW  * 


LAN  PRODUCTS  CATALOG 


East: 

151  W.  Passaic  St. 
Rochelle  Park,  NJ  07662 
TEL:  (201)587-8822 
FAX:  (201)  587-8847 


West: 

7711  Center  Avenue 
Huntington  Beach,  CA  92647 
TEL:  (714)  891-1964 
FAX:  (714)  891-7788 

25 


Circle  Reader  Service  No. 


Send  For  Free  Info 

NW  Aug  90 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  Information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 

Expires  11/30/90 


Name  _ 

Title  _ _ _ 

Company _ 

Phone  (  ) _ 

Street  _ 

City _ 

State _ Zip 

NW  Aug  90 


1  23456789 
10  11  12  13  14  15  16  17 
18  19  20  21  22  23  24  25 
26  27  28  29  30  31  32  33 
34  35  36  37  38  39  40  41 
42  43  44  45  46  47  48  49 
50  51  52  53  54  55  56  57 
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ActionCenter 


AUGUST 


,  _ NETWORK  PLANNING _ 

GrafNet  provides  instant  visual  displays  of 
network  topologies... 


PC  Software  allows  easy  viewing  of  network  configurations. 

FEATURES: 

*  Built-in  database  automatically  converts  Area  code/Prefix  to  an  on  screen  geographical 

location. 

*  Add  and  delete  lines  and  nodes  through  our  friendly  Microsoft  Windows  interface. 

*  View  topology  nation-wide  or  on  a  state  by  state  basis. 

*  Zoom  in  on  a  geographical  area  for  closer  viewing. 

*  Print  and  plot  to  any  device  supported  by  Microsoft  Windows. 


FREE  DEMO  DISK 


Call  today  for  more  information:  (408)  446-9598 
Network  Dimensions,  Inc.  5339  Prospect  Road,  Suite  122,  San  Jose,  CA  95129 

Circle  Reader  Service  No.  6 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 


Pinpoint  Network  Cable  Faults  Fast! 


The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  “short  at 
306  ft”.  With  an  oscilloscope,  Scanner’s  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


*  Cable  length  measurements 

'  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 

M-Test  Equipment 
P.O.  Box  460008 
San  Francisco,  CA  94146-0008 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  Tracer  and  Opera¬ 
tors'  Manual  are  only  $1495. 


Call  for  Info 

Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 


Circle  Reader  Service  No.  7 


SOFTWARE 


MANAGE  YOUR  NON-SNA  PHYSICAL 
NETWORK  FROM  NetView™ 

Network  management  Access  Program 


OFF  THE  SHELFl  TURNKEY 


GATEWAY 


to 


TM 


NetView 


Two-way  Command  Response  flow  for  almost  any  Device  or  Element  Manager. 

If  NAP  Device  Alarm  Support  Files  already  exist,  just  plug  in  the  Device.  Otherwise, 
send  us  the  Alarm  Message  Formats  and  we  will  generate  the  support  at  no  charge. 
On-site  System  Integration  and  Training  optionBook  ally  available. 

Utilizes  IBM's®  NetView/PC™  Service  Point  API  for  NetView  Connection. 

Up  to  33  different  Devices/Element  Managers  connected  via  a  single  NAP  Gateway. 

Filtering,  Thresholding,  Logging,  Automation  Exits,  Command  Language  (embed  in 
"C",  etc.),  NetCenter  support,  Alert  Queueing  with  automatic  recovery,  and  more. 

OS/2®  Presentation  Manager™  Customization  Program  allows  swift,  easy  maintenance. 
Customization  Program  -  $4,500.00;  Runtime  Program  -  $1 ,500.00  (per  machine) 

Automated  Network  Management,  Inc. 

formerly  Carl  Vanderbeek  &  Associates 
27134-B  Paseo  Espada,  Suite  222 
San  Juan  Capistrano,  CA  92675 

Phone:  714-493-2925  /  Fax:  714-493-2655 

or  call  your  IBM  Sales  Representative 

Circle  Reader  Service  No.  12 


TELECOM  SYNC  MONITOR 


Teletom  Sync  Monitor 

The  Model  3860  continuously  monitors  up  to 
14  DS1  inputs,  and  its  modular  architecture  easily 
permits  system  expansion  for  up  to  98  input  DSIs. 
An  external  reference  such  as  GPS,  Rb  or  Cs  can  be 
utilized  to  locate  potential  SLIPS  in  synchronization 
allowing  the  sync  operator  to  evaluate  the  source  of 
the  problem  before  Frame  Slips  occur. 

♦  Eliminates  loss  of  time,  data  and  customers 

♦  Complete  alarm  reporting  of  DS1  inputs 

♦  Stores  significant  data  for  30  days 

♦  PC  controllable 

♦  Time-tag  events 

♦  Local  or  remote  operation 

♦  Graphic  frequency  and  phase  plots 

♦  Tolerates  jitter  of  30  Ul  @  10  Hz 

♦  External  reference  (GPS,  Cs,  Rb) 

♦  Frequency  measurement  range  of  ±  15  PPM 


#1 


/(Q)  AUSTRON 


WESTERN  OFFICE 

AUSTRON,  INC 
P.O.  Box  14766 
Austin,  TX  78761-4766 
(512)  251-2313 


CENTRAL  OFFICE 

AUSTRON,  Inc. 

1930  Isaac  Newton  Sq. 
Suite  1 1 1 
Reston,  VA  22090 
(703)  471-7963 


EASTERN  OFFICE 

FREQUENCY  AND  TIME  SYSTEMS, 

34  Tozer  Road 

Beverly,  MA  01915-5510 

(508)  927-8220 

Circle  Reader  Service  No.  13 


INC. 


Prefits  come  from  sales... 

Sales  come  from  leads... 

Leads  come  from  an  ad  in  ActionCenter!! 

Network  World  is  the  only  publication  that  gives  you  weekly  exposure  for  a  month,  directory-type  pages, 
and  bingo  card  response  -  all  for  one  cost-effective  price! 

Call  today  and  generate  leads  and  profits  from  your  300,000  impressions  in  Network  World’s  Action  Center. 

Joan  Bayon  Pinsky  Clare  O’Brien  (Pacific  &  Mountain  Time) 

508-875-6400  800-622-1 1 08 
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NETWORKING  MARKETPLACE 


Buy,  Sell  Or  Announce 
Through 
Network  World’s 
Classified  Section 

Buying  or  selling  communications- 
related  products  or  services? 

Or  do  you  want  to  announce 
an  upcoming  event  or 
business  opportunity? 

If  so,  Network  World’s  classified  section 
is  the  right  choice  for  you. 

You’ll  reach  more  than 
70,000  communications/networking 
professionals  all  of  whom  are 
buying  decision  makers. 

And  you’ll  reach  them  every  week. 

Find  out  just  how  effective 
and  cost  efficient  Network  World 
classified  advertising  can  be. 

For  all  the  facts  write  or  call: 
Network  World,  Classified  Advertising 

Joan  Bayon  Pinsky,  161  Worcester  Rd, 
PO  Box  9172,  Framingham,  MA 
01701-9172;  800-622-1108 
(in  Mass.,  508-875-6400) 

Pacific  &  Mountain  time  zone 
advertisers  contact  Clare  O’Brien 
at  above  address  and  telephone. 


September  at  a  glance: 

Sept.  3  has  a  special  feature  titled  Trends 
Reshaping  Networks:  Multimedia  Integra¬ 
tion. 

Sept.  10  will  receive  bonus  distribution  at 
NetWorld  Dallas  and  has  a  LAN  Test  Series 
report  on  LAN  Analyzer  Performance  Is¬ 
sues. 

Sept.  17  features  a  telecom  services  buy¬ 
er’s  guide  with  a  comparison  of  carrier  ser¬ 
vice  organizations. 

Sept.  24,  the  TCA  show  issue,  will  carry 
the  results  of  the  Network  World  5th  Annual 
Budget  Survey  -  a  topic  that’s  sure  to  be  the 
talk  of  network  executives. 


COMPUTERS |  BIDS  &  PROPOSALS 


EXIDE  UPS 

Powerware  375 
Model  225  KVA 

Three-Phase,  transitor- 
ized,  pulse-width  Modu¬ 
lated  UPS  ProvideFull, 
Online  Protection. 

APPLICATION 

INCLUDE: 

Data  Processing 
Telecommunications 
Research  Equipment 
Process  control 

BENEFITS  INCLUDE: 
High  Reliability 
Easy  Installation 
Small  Size 
Ouiet  Operation 

Almost 
Brand  New!! 

Call: 

(708)  803-8100 

Ask  For 
John  Brezinski 


SERVICES 


Network  Planning 
And  Design 

offers  their  vast 
experience  in 
private  network 
management, 
consulting, 
contract  engineering 
and  implementation. 

For  assistance 
call  (305)  720-5146 


The  Battery  Park  City  Authority  (BPCA)  will  solicit  proposals  from 
"Computer  System  Integrators”  FOR  THE  NEW  STUYVESANT 
HIGH  SCHOOL  (SHS)  located  in  New  York. 

There  will  be  approximately  600  to  700  computers,  200  printers 
and  other  peripheral  devices  in  the  ten  story  building.  The  System 
Integrator  will  be  responsible  for  providing  and  installing  ail  micro¬ 
computer  hardware,  software,  cabling,  networking,  extended  main¬ 
tenance,  training  and  other  services  related  to  the  building-wide  Lo¬ 
cal  Area  Network  (LAN). 

It  is  anticipated  the  work  will  begin  in  the  first  quarter  of  1991. 
Contractors  must  complete  a  statement  of  qualification  form  before 
receiving  a  request  for  proposal  (RFP). 

Contract  term  less  than  2  years. 

For  more  information  contact  Nina  O.  Farrone,  Battery  Park  City 
Authority,  1  World  Financial  Center,  New  York,  NY  10281-1097; 
(212)416-5308. 


TRAINING 


II 


Telecommunications 

Training  Monthly 


VIDEO  TAPE 
Training  &  Industry  News 

New  subject  every  month 
including: 

•  X.25  Protocol  Analysis 

•  SDLC/SNA  Protocol  Analysis 

•  ISDN  BRI  “The  Basics” 

•  Switched  Telephone  Circuit 
Basics 

•T1 -Carrier 
•Network  Topology 

•  Local  Area  Network  Protocols 

•  DataCom  Concepts  (RS-232-C) 

•  Analog  Line  Measurements 

Call  for  Demo  Tape 
(215)598-3293 


i=L=tutor 


COMPUTER-BASED  TRAINING 


LAN 

X.25 

T1 


FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 

CALL 

1-800-542-2242 

(603)  433-2242 


DATA  COMMUNICATIONS 


The  following 
advertisers 
appear 
on  the 

FAXNeT  form 
on  page  #18: 

Tel.  Training 
Monthly 

Teletutor 


INFOTRON 

EQUIPMENT 
WHOLE  UNITS/ 
SPARES 


990,  790,  632,  616,  680 
480,  380, 10  NEST’S,  ETC. 
chassis,  cabinets  &  more 
MODULES 
1 000  boards  in  stock 
all  items  50%  off  or  more! 
if  we  don’t  have  it, 
we  can  find  it. 


M.A.R.C. 
615-822-7990 
FAX  615-822-7986 


ADVANCED  NETWORK 
COMMUNICATIONS,  INC. 

Save  50%  and  more 
on  pre-owned  &  unused 
Data  Communications  Equipment 

Featuring: 

INFOTRON: 

990/992  INX4200 

790/792  INX4400 

632/616  INX4600 

380/480 

INFOSTREAM  1500 
RACAL  *  GDC  *  UDS  *  And  more 

Whole  units  and  single  boards 

All  cables,  DB25,  V.35,  etc. 

1  year  warranty  on  all  equip. 

Sales  and  service  24hrs/7days 

For  more  information  contact 
John  Gillespie 
Sales  Dept.  609-931-6627 
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NETWORKING  RESOURCE  DIRECTORY 


Network  World’s  Resource  Directory  is  a  new  service  for  both  our  advertisers  and  our  readers.  The  Resource  Directory  is  updated  monthly  to  be  the  most 
comprehensive  listing  of  networking  products  and  services  available  anywhere.  With  over  two  hundred  categories  to  choose  from,  you  can  place  your 
company  under  the  most  appropriate  headings  to  make  it  easily  accessible  for  our  75,000  audited  buyers. 

All  rates  for  listings  are  sold  on  a  26-week  basis  and  are  net  priced  for  that  period.  A  line  listing  is  company  name  and  telephone  number. 

Display  listings  are  also  available  in  four  sizes.  A  display  listing  consists  of  copy  of  your  choice. 

Line  Listing  Rates  (prices  are  net  for  26-week  period)  Display  Listing  Rates  (prices  are  net  for  26-week  period) 

Company  listing . $500.  2  5/16"  wide  x  1/2"  deep . $1 ,000. 

2-9  additional  listings . $450.  per  listing  2  5/16"  wide  x  1"  deep . $2,000. 

10  or  more  additional  listings . $400.  per  listing  2  5/16"  wide  x  1  1/2"  deep . $2,800. 

Bold  listing  —  extra . $  50.  per  listing  2  5/16"  wide  x  2"  deep . , . $3,600. 

Space  and  copy  closing  for  next  updated  issue  is  August  27.  Listing  begins  in  September  10  issue  and  runs  through  the  March  11,  1991  issue. 

For  more  information  or  the  list  of  headings,  call  Eleni  Brisbois,  Resource  Directory/Project  Manager  at  1-800-622-1108  or  508-875-6400. 

To  place  your  listing  call  1-800-622-1108  or  fax  508-651-1853  or  mail  your  order  to  Network  World,  Eleni  Brisbois/Resource  Directory,  161  Worcester  Road, 
Framingham,  MA  01701-9172. 


Computers/Peripherals 

Facsimile  Machines 

GammaLink . 408-744-1430 

Data  Communications 

Data  Compression  Equipment 

RAD  Data  Communications  Inc.  .201-587-8822 

Diagnostic  Test  Equipment 

Analog  Line  Testers 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 

Cable/Interface  Testers 

Navtel  Inc . 416-479-8090 

Centralized  Network  Management  Systems 

AR  Division,  Telenex  Corp . 800-368-3261 

Communication  Devices,  Inc . 800-359-8561 

DIGILOG/CXR . 215-628-4530 

Error-Rate  Measurement  Equipment 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 

Optical  Fiber  Test  Equipment 
3M  Photodyne  Inc . 805-388-8378 

Performance- Measurement  Equipment 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 
Tektronix/LP  Com . 800-826-8675 

Protocol  Analyzers 


TEST  YOUR  NETWORK 
WITH  THE  BEST 


OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY-VIEW® 

*  Are  More  Powerful  and  Flexible 

’  Test  ISDN,  T1 ,  SS#7,  SNA,  X.25,... 


yiR 


CALL  1-800-368-3261 

(In  Virginia  703-644-9190) 
AR  DIVISION  OF  TELENEX 


DIGILOG/CXR . 215-628-4530 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 

Navtel  Inc . 416-479-8090 


Testing  Experts 

•  Protocol/Performance  Analysis 

•  BERT  &  Digital  Link  Testing 

•  Analog  Impairments  Testing 

•  Breakout  Boxes  for  all  interfaces 

(800)  2-NAVTEL 

FAX:  416/475-6524  £5®,®* 

Better  by  design 


For  whatever  you  sell  from  A  to  Z, 
you  should  place  it  under  a  heading 
in  Network  World’s  Resource  Directory. 


Protocol  Analyzers  cont. 

Tektronix/LP  Com . 800-826-8675 


Protocol  Analyzer 

■  Full  Dual  Port  Operatioi 

■  40-Megabyte  Hard  Disk  Drive 

■  Capability  to  256  Kbps 

Call  1  -800-826-8675  lor  full  details 
Iron 

Tiaktronix 

COMMITTED  TO  EXCELLENCE 

205  Ravendale  Drive,  Mountain  View,  CA  94043 


Telenex  Corporation . 800-222-0187 

Protocol/Interface  Simulators 

Navtel  Inc . 416-479-8090 


DSU/CSU 

Anixter . 800-343-5142 

RAD  Data  Communications  Inc.  .201-587-8822 

Front-End  Processors 

Simpact  Associates,  Inc . 619-565-1865 

Microwave 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Modems 

Limited  Distance/Line  Drivers 

RAD  Data  Communications  Inc.  .201-587-8822 


High  Speed  (9. 6kbps +) 
Anixter . . 


.800-343-5142 


Fiber  Optic 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc. .  201-587-8822 

Multiplexers 

Fractional  T- 1 


ISI AYDINCONTROLS 


T.D.M.  FRACTIONAL 
& 

T-l  MULTIPLEXERS 

Toll-Quality  Voice  /  High  Speed  Data 
4:1  Voice  &  Data  Compression 

Call  1-800-366-8889 


414  Commerce  Drive  e  Fori  Washington.  PA  19034-2602 


Optical  Fiber 

Anixter . 800-343-51 42 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc. .  201-587-8822 


Statistical 

RAD  Data  Communications  Inc. .  201-587-8822 
Time  Division 

RAD  Data  Communications  Inc. .  201-587-8822 

T-1 

Anixter . 800-343-5142 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc. .  201-587-8822 

Network  Management  Systems 

AR  Division,  Telenex  Corp . 800-368-3261 

Communication  Devices,  Inc.  ...800-359-8561 

Dynatech  Communications . 703-550-001 1 

Micro  Technology . 714-970-0300 

Patching  Equipment 

AR  Division,  Telenex  Corp . 800-368-3261 

Telenex  Corporation . 800-222-0187 

3M  Private  Network  Products  ...800-745-7459 
Thomas  &  Betts  Corporation.... 908-685-1600 

Switches 

Matrix 

Dynatech  Communications . 703-550-001 1 

Telenex  Corporation . 800-222-0187 

Packet 

Amnet,  Inc . 508-879-6306 

Port  Selectors 

RAD  Data  Communications  Inc. .  201-587-8822 

Systems  Integrators 


Mk  GLASGAL 

▼JHT  COMMUNICATIONS,  INC. 

We  wrote  the  book  on  systems  integration! 


Providing  ALL  your  network  needs  through 
optimized  design,  installation,  integration 
and  maintenance  of  products  and  services 
from  over  1 30  top  LAN  and  WAN  manufac¬ 
turers. 


Worldwide  Headquarters  (201)  768-8082 


StonyBrook  Technologies,  Inc.. 516-567-6060 

Terminal  Emulation  Boards 

Avatar  Corporation . 800-282-3270 


Terminal  Servers 

Datability  Software  Systems 


.  800-DIALDSS 


VISTA 

Terminal  Server 

(1-800  DIAL-DSS; 
in  N.Y.,  212-807-7800) 

*  8  to  an  Unprecedented  1 28  Ports 

*  TCP/IP  and  LAT  Compatible 

*  8  Hayes-Compatible  Internal  Modems 

*  Full  Function  X.25  PAD 


Local  Area  Networks 

Bridges 

Anixter . 800-343-5142 

CrossComm . 508-481-4060 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 

interlink  Computer  Sciences . 415-657-9800 

RAD  Data  Communications  Inc. .  201-587-8822 

StonyBrook  Technologies,  Inc.. 5 16-567-6060 

Brouters 

RAD  Data  Communications  Inc.  .201-587-8822 

Gateways 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 

Interlink  Computer  Sciences . 415-657-9800 

Simpact  Associates,  Inc . 619-565-1865 

StonyBrook  Technologies,  Inc.. 51 6-567-6060 

Installation  Services 

Coluccio  Associates  Inc . 212-908-5421 

GE  Network  Service . 513-870-4700 

Solunet  Inc . 800-828-0151 

Local  Area  Networks 

Broadband  Based 

Anixter . 800-343-5142 

Ethernet  Compatible 

Anixter . 800-343-5142 


Wiring  Systems  Specialists 

Vbice  •  Video  •  Data  •  Power 


Authorized  Distributor 

800-343-5142 


DuPont-Electro-Optic  Products  800-888-LAN1 

Wise  Components,  Inc . 800-543-4333 

Fiber  Optic  Based 

Anixter . 800-343-5142 

lOBaseT  Systems 

DuPont-Electro-Optic  Products  800-888-LAN1 
Token  Ring 

Anixter . . . 800-343-5 1 42 

Token  Ring  Compatible 
DuPont-Electro-Optic  Products  800-888-LAN1 

LAN  Services 


ExpertWatch 

A  unique  service  that  monitors 
your  LANs  24  hrs  a  day,  7  days  a 
week  so  that  you  don't  have  to. 


CrossComm  Corp. 


(508)  481-4060 


LAN/Mind,  Inc . 800-325-5267 
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LAN  Test/Management  Devices 

DIGILOG/CXR . 215-628-4530 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 

Tektronix/LP  Com . 800-826-8675 

Routers 

Anixter . 800-343-5 1 42 

Interlink  Computer  Sciences . 415-657-9800 

Security 

Encryption/Decryption  Devices 

GN  Telematic,  Inc . 508-667-8644 

Software 

Application  Development  Tool  Kit 

Proteo  Software  Inc . 800-668-6716 

Communications 

Simpact  Associates,  Inc . 619-565-1865 

HFAXGate 

Facsimile  Gateway  tor  IBM  Mainframes 

IIIFILEGat e~ 

File  Transler  Gateway  lor  IBM  Mainframes 
Teubner  &  Assoc.  800-343-7070  405-624-2254 


EMail/Messaging 

Notework  Corporation 


.617-734-4317 


Facilities  Management 

CHI/COR  Info.  Management . 312-454-9670 

DIGILOG/CXR . 215-628-4530 

Telco  Research  Corporation . 61 5-320-61 24 

XTEND  COMMUNICATIONS . 212-725-2000 

Micro-to-Mainframe 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 

Network  Management 

Communication  Devices,  Inc . 800-359-8561 

CrossComm . 508-481-4060 

DIGILOG/CXR . 215-628-4530 

Storage  Devices 
&  Media 

Computer  Room  Equipment 

Controller  Stacking  Frames 

Data  Connections,  Inc . 919-668-1077 

Structured 
Wiring  Systems 

Baiuns 

Anixter . 800-343-5142 

RAD  Data  Communications  Inc. .  201  -587-8822 
The  Siemon  Company . 203-274-2523 

Thomas  &  Betts  Corporation  ....908-685-1600 


TRANSITION 

ENGINEERING  '  M  <' 


The  most  complete  selection  of  UTP 
and  STP  Baiuns  shipped  from  stock. 

3270  •  AS/400-3X  •  Arcnet  •  Ethernet 


Type  3  Media  Filters  •  Panels  •  Testers 
Active  Hubs  •  Passive  Hubs  •  Adapters 


(800)  305-2705  (61 0)  941  -7600 


Made  in  USA 

:  //ig-Aer  QuaB/Ctf  +  Be-CCer  Berv-iae.  +  (d/Ber  BetfecC/otr 


Wise  Components,  Inc . 800-543-4333 

Cables 

Coax 

Anixter . 800-343-5142 

Wise  Components,  Inc . 800-543-4333 


Use  Network  World’s 
Resource  Directory  for 
up-to-date  product  and 
service  offerings. 


Fiber  Optic 

Anixter . 800-343-5 1 42 


CHROMATIC 

TECHNOLOGIES,  INC. 

31  Hayward  Street,  Franklin,  MA  02038 

508/520-1200  *  FAX  508/520-0698 

The  most  valuable  fiber  optic  cable. 

Siecor  Corporation . 

..704-327-5189 

3M  Private  Network  Products . 

..800-745-7459 

Wise  Components,  Inc . 

..  800-543-4333 

Twisted  Pair 

Anixter . 

_  800-343-5142 

Wise  Components,  Inc . 

.  800-543-4333 

Connectors 

Anixter . 

.800-343-5142 

3M  Private  Network  Products . 

.800-745-7459 

Thomas  &  Betts  Corporation.. 

.908-685-1600 

Wise  Components,  Inc . 

.  800-543-4333 

Cross  Connect  Blocks 

Anixter . 

.800-343-5142 

3M  Private  Network  Products . 

.800-745-7459 

The  Siemon  Company . 

.  203-274-2523 

Wiring  Concentrators 

Anixter . 

.800-343-5142 

SuDDort  Eauipment 

Power  Distribution/ 

Equipment  Protection 

Secondary 

The  Siemon  Company . 

.  203-274-2523 

UPS 

3M  Private  Network  Products . 

.800-745-7459 

Support  Services 

Consulting 

LAN/Mind,  Inc . 

.  800-325-5267 

Multi-Tech  Communications ... 

.201-627-2518 

XTEND  COMMUNICATIONS.... 

.212-725-2000 

Educational  Training  Services 

Data  Communications 

Business  Communications  Rev.708-986-1432 

ICA . 

.  800-422-4636 

E-Mail  Training 

Westcon  Training  Centers . 

.212-465-9000 

LAN 

Business  Communications  Rev.708-986-1432 

ICA . 

.  800-422-4636 

Westcon  Training  Centers . 

.212-465-9000 

Novell 

LAN/Mind,  Inc . 

.  800-325-5267 

PTXI . 

.  800-783-PTXI 

Westcon  Training  Centers . 

.212-465-9000 

Telecommunications 

Business  Communications  Rev.708-986-1432 

ICA . 

.  800-422-4636 

3COM 

PTXI . 

.  800-783-PTXI 

Installation  Services 

GE  Network  Service . 

.513-870-4700 

Novell  Sales  and  Service 

Installation  -  cabling  -  maintenance 

Novell  Authorized  Training 

CNE  Training 

Network  Systems  &  Services 

160  5th  Ave.  NYC  -  2 1 2/69 1 -2680 

Solunet,  Inc . 800-828-0151 

Lease/Resale  Organization 

SOURCE  Telecommunications.. 214-450-2700 


VSAT  Installations 


DOWN L  INC. 


NATIONAL  VSAT  INSTALLATIONS  GROUP 

1777  SOUTH  BELLAIRE  STREET  •  DENVER.  CO  0O22S 
(303)  756-0031  FAX  (303)  756-901  1 


Telecommunications  / 
Voice 

Call  Accounting 

DIGILOG/CXR . 215-628-4530 

Telco  Research  Corporation . 615-320-6124 

XTEND  COMMUNICATIONS . 212-725-2000 

Key  Systems 

SOURCE  Telecommunications....  214-450-2700 

Fax  Processing  Systems 

The  FAX  Group . 619-792-6400 

GammaLink . 408-744-1430 

ISDN  Products 

Anixter . 800-343-5142 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 

PBXs  (under  200  lines) 

SOURCE  Telecommunications....  214-450-2700 

Microwave  Transmitters/Receivers 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Voice  Response 

Syntellect  Inc . 602-789-2800 

VSAT  Customer  Premises 
Equipment 

Scientific-Atlanta,  Inc. 

Private  Networks  Business . 407-255-3000 


Transmission 

Services 


Cellular  Radio 


FCC  Licensed  Digital  'Mircrowave 
Carrier*  Bypass  •Alternate  Access 
•Disaster Recovery/Diversity 

eeoeee 

(212)  509  5115  LOCATE  °  " 

17  Battery  Place,  Suite  1200,  NY  NY  10004 


Dedicated  Lease  Line 

Communications  Transmission.  800-272-9CTI 

Facsimile 

GammaLink . 408-744-1430 

Microwave 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Packet  Switching 

Dynatech  Communications . 703-550-001 1 

StonyBrook  Technologies,  Inc.. 516-567-6060 

VSAT 

CSA-VSAT  Consultants . 408-996-0585 

GTE  Spacenet  Corporation . 703-848-1000 

Scientific-Atlanta,  Inc. 

Private  Networks  Business . 407-255-3000 

Wide  Area  Networks 

Concentrators 

Amnet,  Inc . 508-879-6306 

Network  Switches 

Amnet,  Inc . 508-879-6306 


Network  World  Third  Quarter  1 990 
Editorial  Features 

August  13 

Telecom  Services  Buyer’s  Guide: 

BOC  Calling  and  Travel  Card  Services 

August  20 

Network  World/LanQuest  LAN  Test  Series: 
Remote  LAN  Access  Software 

August  27 

Telecom  Buyer’s  Guide:  Voice  Messaging  Systems 

Bonus:  Harvey  Study  Issue 

September  3 

Trends  Reshaping  Networks:  Evolving  Standards 
September  10 

Network  World/LanQuest  LAN  Test  Series: 

LAN  Analyzer  Performance  Issues 
Bonus  Distribution:  NetWorld  Dallas 

September  1 7 

Telecom  Services  Buyer’s  Guide: 
Comparison  of  Carrier  Customer  Service  Organizations 

September  24 

Network  World  5th  Annual  Budget  Survey 
Bonus  Distribution:  TCA 
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U.S.  to  study 
Soderblom 
token  patent 


By  Laura  OtDio 

Senior  Editor 


WASHINGTON,  D  C.  —  In  a 
move  that  could  spell  trouble  for 
Olof  Sodcrblom's  token-passing 
patent  and  monetary  relief  to  bis 
50  licensees,  the  L.S  Intent 
and  Trademark  Office  has  agreed 
to  reexamine  the  validity  of  So- 
derblom's  patent. 

Ia  its  l  Vi  page  decision,  the 
Patent  Office  stated  that  the  reex¬ 
amination  request  from  an  anon¬ 
ymous  vendor  was  granted  in 
view  of  earlier  patents  issued  to 
four  engineers  —  including  two 
from  AT&T  Bell  Laboratories  — 
before  Soderblom  was  granted 
his  patent  in  1981. 

■‘A  substantial  new  question 
of  patentability  affecting  Claims 
23  to  33  of  U.S-  Patent  No. 
4.493,948  to  Soderblom  is  raised 
by  the  request/’  the  Patent  Office 
statement  said.. 

The  1 0  claims  in  question  deal 
with  open  and  closed  data  trans¬ 
mission  loop  schemes  and  are 
central  to  the  issue  of  whether  So- 
derbiom’s  existing  patent  is  ap¬ 
plicable  to  today’s  token-ring  and 
fiber  Distributed  Data  Interface 
local-area  network  technologies. 

Invalidation  of  the  patent  or 
amending  even  portions  of  the 
patent  could  effectively  render 
null  and  void  the  current  licens- 
(continued  on  page  62) 


What's  in  a  name? 

DEC'S  Disiribuied  Mama  Service  (DNS)  process 

o 


URAmS  STY  StoSAHJ  CMMkPfVV 


t.  U«f  attempt*  to  store  tile. 

2.  Not  recoQniung  name.  DHS  cter*  fouto*  request 
to  WECftos  server. 

3.  Server  locates  lull  tile  name  end  address,  and 
sends  data  to  workstation. 

4.  Application  appends  t«*t  to  routing  information 
end  sends  tile. 

5.  Data  Is  stored  to  Smith  file  on  remote  server. 

.cxpp*o<-  coA* .  utustow 


DEC  describes  benefits  of 
X.500  directory  services 

X.500  wili  extend  DNS  offering  to  incorporate 
non-DEC  devices  in  DECnet  Phase  V  directories. 


Uater  this  year.  Digital 
Equipment  Corp,  is  ex- 
9tSJ  peaed  lo  announce 
DECnet  Phase  V,  a  major  revision 
of  its  network  software  that  will 
support  the  full  suite 
of  Open  Systems  In¬ 
terconnection  proto¬ 
cols. 

According  to  Jane 
Brewer,  DEC'S  prod¬ 
uct  marketing  man¬ 
ager  for  enterprise 
networking  within 
DEC’S  Telecommuni¬ 
cations  and  Net¬ 
works  Organization, 
one  key  component 
of  that  announcement  will  lie 


support  for  the  X.500  directory 
services  standard,  which  prom¬ 
ises  to  give  network  administra¬ 
tors  greater  control  over  the 
hardware  and  software  elements 
in  their  networks. 

In  an  interview 
with  Network  World 
Assistant  Managing 
Editor  Charles  Bru¬ 
no.  Brewer  described 
the  full  potential  of 
X.500  directory  ser¬ 
vices  and  laid  out 
DECs  strategy  to 
support  the  technol¬ 
ogy  within  DECnet 
Phase  V. 

(continued  on  page  59) 


Microsoft  to  market 
LAN  Manager  direct 

Software  giant  lo  sell  NOS  to  Compaq  resellers 
to  stabilize~LAN  Manager  camp,  jump  start  sales. 


By  Laura  DiDio 

Senior  Editor 


REDMOND.  Wash.  —  In  an  at¬ 
tempt  to  boost  lagging  sales  of  its 
LAN  Manager  network  operating 
system,  Microsoft  Corp.  last  week 
announced  it  will  sell  a  version  of 
the  product  directly  to  select 
Compaq  Computer  Corp,  value- 
added  resellers. 

Microsoft's  decision  to  put  iLs 
marketing  muscle  directly  behind 
LAN  Manager  is  viewed  as  crucial 
if  the  product  Is  to  compete  suc¬ 
cessfully  with  Novell.  Inc.  s  Net¬ 
ware,  which  commands  60%  of 
the  network  operating  system 
market  today.  LAN  Manager  has 
only  been  available  through 
OEMs  to  date. 

“Bv  selling  its  own  version  of 
LAN  Manager,  Microsoft  h  giving 
users  freedom  of  choice,''  said 
Craig  Burton,  executive  publisher 
of  the  Clarke  Burton  Report,  a 
monthly  research  magazine.  “Us¬ 
ers  will  no  longer  be  constrained 
to  buy  ing  versions  of  the  product 
that  only  work  with  a  particular 
OEM’s  Hardware,  This  will  help 
accelerate  the  acceptance  of  LAN 
Manager." 

Jonathan  Varmls,  vice-presi¬ 
dent  of  the  personal  computer 
service  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.,  agreed.  "The 
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AT&T  TRIDOM  plans  lo  trial  a 
pan-European  VSAT  network 
with  wo  users.  Page  2. 

A  TARIFF  1 5  LSER  is  tile  loser 
in  a  heated  battle  between  MCI 
and  AT&T.  Page  2. 

VENDORS  AIMING  for  FDD1 
Interoperability  form  a  testing 
consortium.  Page  2. 

3COM  ELECTS  lienbamnu  to 


the  post  of  president.  Page  t. 

AMEX  AWARDS  MCI  with  a 
sendee  contract  that  could  be 
worth  up  to  $  1 00m,  Page  4. 

US  SPRINT  EXTENDS  VPN  ser¬ 
vices  into  international  mar¬ 
kets.  Page*). 

PRIVATIZING  TELECOM  in 
Eastern  Europe  is  a  question  of 
capital.  Page  ■)3- 
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Telecom  privatization 
will  aid  int’l  users 


By  Norman  Lemer 

Special  to  Ntitworis  World 

Most  countries  —  industrial¬ 
ized,  developing,  capitalist  and 
socialist  —  are  at  some  stage  of 
restructuring  their  telecom¬ 
munications  systems  in 
order  to  accommo¬ 
date  and  uike  advan¬ 
tage  of  liie  great  po¬ 
litical  and  economic 
changes  now  sweep¬ 
ing  the  globe.  'n6!®ai 

In  many  places,  this  restruc¬ 
turing  is  taking  the  form  of  pri¬ 
vatization  of  formerly  national¬ 
ized  telecommunications  sys¬ 


tems.  This  important  trend 
raises  major  questions  for  mul¬ 
tinational  users  of 
telecommunica¬ 
tions  services,  in¬ 
cluding-.  Where  is  this 
happening  and  why? 
How  will  it  affect  the 
way  we  do  business? 
And  what  will  be  the 
long-  and  short-term 
effects  on  telecom¬ 
munications  services  to 
•and  from  these  countries? 

This  article  examines  the 
trend  toward  privatization  in 
(continued  on  page  3H) 


move  solidifies  and  stabilizes  the 
LAN  Manager  camp  and  will  spur 
application  development. 

"Microsoft  and  its  OEMs  have 
to  present  a  unified  front,  espe¬ 
cially  in  light  of  Novell's  merger 
(continued  on  page  6 ) 
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Average: 

Number  ot  users  per 
macn.no 
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5  cents 
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Net  execs 
try  to  tame 
fax  monster 


By  Tom  Smith 

Now  Products  Editor 

The  explosive  growth  of  fac¬ 
simile  machines  has  created  a 
costly  monster  of  which  few  com¬ 
panies  are  aware,  let  alone  able 
to  control. 

Most  large  companies  don't 
even  know  how  many  fax  ma¬ 
chines  they  have  or  how  much 
they  are  spending  on  dial-up  fax 
transmissions. 

“It’s  like  trying  to  manage  en¬ 
velopes  or  pieces  of  paper,"  said 
Bob  Craig,  vice-president  of  in¬ 
ternational  network  planning  for 
The  Chase  Manhattan  Bank.  N.A. 
in  New  York.  "People  don't  think 
it’s  worth  the  cost  of  managing 
it." 

Yet  the  costs  can  be  stagger¬ 
ing  Annual  transmission  costs 
can  be  in  die  tens  of  millions  of 
( continued  on  page  H) 


The  results  are  in  and 

Network  World  is  the  clear 
leader.  The  1990  Wall  Street 
Journal /IC A  Member  Study 
is  conducted  among  members  of 
the  prestigious  International 
Communications  Association 
(ICA),  an  organization  whose 
representatives  purchase  $16  bil¬ 
lion  of  information  technology 
products  and  services  each  year. 

Since  Network  World  began  in 
1986,  we've  maintained  a  singu¬ 
lar  focus:  to  be  the  most  useful 
source  of  information  for  users 
involved  in  multi  vend  or,  multi¬ 
site  enterprise  networks  and,  in 
doing  so,  provide  the  most 
value  for  our  advertisers. 

Other  publications  focus  on 
vertical  technologies  -  or  worse 
yet  -  relegate  networking  to  a 
single  section. 

But  network  executives,  respon¬ 
sible  for  managing  multivendor 
enterprise  networks,  demand 
more. 

And  they  read  Network  World 
because  we  focus  on  the  total 
picture  by  reporting  on  every 
facet  of  the  enterprise  network  - 
from  departmental  LANs  to 
global  networks. 

Thanks  ICA  for  helping  us 
prove  once  again  that  if  you 
want  to  reach  the  professionals 
who  control  the  network  des¬ 
tinies  of  America,  the  people 
who  buy  networking  products 
and  services  in  volume  for  their 
enterprise,  the  best  place  to 
advertise  is  Network  World. 

Where  the  network  world  gets 
its  network  news. 
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(Among  Respondents  with  International  Networks) 
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N.Y.  blackout 
cripples  nets 

continued  from  page  1 
when  eight  Comdisco  customers 
sought  the  firm’s  help. 

“We’ve  been  working  24 
hours,  shuffling  people  back  and 
forth,  and  blowing  computer 
parts  and  phones,”  said  Virgil 
Carden,  director  of  communica¬ 
tions  network  services  at  Dow 
Jones.  “It’s  been  a  terrible 
week.” 

The  Federal  Reserve  Bank  was 
forced  to  shut  down  its  FedWire 
electronic  funds  transfer  network 
for  about  three  hours  Thursday 
morning  after  backup  diesel  gen¬ 
erators  crashed  in  its  headquar¬ 
ters  building,  which  was  without 
power  for  nearly  a  week. 

FedWire,  an  essential  compo¬ 
nent  of  the  global  commerce  sys¬ 
tem,  handles  more  than  half  a 
trillion  dollars  daily  in  electronic 
funds  transfers.  Because  of  the 
electrical  and  generator  outages, 
engineers  were  forced  to  shut 
down  the  network  while  they 
moved  operations  to  a  backup 
data  center,  erected  in  1987  in 
Pearl  River,  N.Y. 

Citibank  had  to  delay  funds 
transfers  on  Wednesday  because 
a  backup  diesel  generator  failed 
in  a  data  center  on  11 1  Wall  St., 
according  to  a  spokeswoman  for 
the  bank.  A  SunGard  spokeswom¬ 
an  said  Citibank  was  forced  to 
move  into  one  of  the  disaster  re¬ 
covery  firm’s  backup  data  centers 
in  Philadelphia. 

Officials  with  the  Federal  Re¬ 
serve  Bank  and  the  New  York 
Automated  Clearinghouse,  which 
runs  two  funds  transfer  nets  in 
the  city,  said  Citibank  was  unable 
to  complete  its  funds  transfers  on 
Wednesday  until  after  10  p.m., 


well  after  the  regular  late  after¬ 
noon  and  early  evening  closing 
times. 

Both  the  Federal  Reserve 
Bank  and  the  New  York  Automat¬ 
ed  Clearinghouse  kept  their  funds 
transfer  services  open  far  past 
scheduled  closing  times  that 
Wednesday  and  other  days  dur¬ 
ing  the  week  to  accommodate  fi¬ 
nancial  institutions  such  as  Citi¬ 
bank  that  were  struggling  to  cope 
with  the  blackout.  John  Lee,  pres¬ 
ident  of  the  New  York  Clearing¬ 
house  Association,  said  25  of  the 
140  banks  that  use  the  organiza¬ 
tion’s  Clearing  House  Interbank 
Payments  System  were  affected 
by  the  outage. 

Dowjones  had  to  halt  its  wide¬ 
ly  followed  Dowjones  News/Re¬ 
trieval  service  for  45  minutes  at 
the  height  of  the  outage  on  Mon¬ 
day  and  did  not  print  portions  of 
The  Wall  Street  Journalbecmse 
of  problems  with  its  backup  diesel 
generators,  a  spokesman  said. 

He  added  that  distribution  of 
the  company’s  Telerate  market 
data  feed  to  Manhattan  was  halt¬ 
ed  Monday  afternoon  because 
power  was  cut  off  to  a  multiplexer 
in  the  World  Trade  Center  that 
supports  local  distribution. 

But  the  Telerate  failure  had 
little  effect  on  traders  because  all 
trading  stopped  Monday  after¬ 
noon  at  six  New  York  exchanges, 
including  the  American  Stock  Ex¬ 
change  and  the  New  York  Mercan¬ 
tile  Exchange,  which  had  to  halt 
trading  in  oil  futures  contracts  at 
a  time  when  volumes  were  high 
because  of  the  Iraqi  crisis.  Other 
firms  affected  include  Merrill 
Lynch  &  Co.,  Inc.,  which  was 
forced  to  use  backup  generators 
at  its  world  headquarters,  and 
Manufacturers  Hanover  Trust 
Corp.,  which  had  to  cut  over  a 


backup  data  center  in  New  Jersey. 

While  users  with  backup  gen¬ 
erators  and  data  centers  had 
some  problems,  they  clearly 
fared  better  than  others. 

Fundamental  Brokers,  Inc. 
was  forced  to  halt  all  business  op¬ 
erations  for  VA  days  because  it 
had  no  contingency  plan  for  its 
interdealer  broker  net,  which 
supports  trading  of  government 
bonds.  The  network  consists  of 
multiple  4.8K  bit/sec  multidrop 
lines  running  from  the  firm’s  host 
computer  here  to  terminals  and 
computers  in  its  customer’s  of¬ 
fices,  as  well  as  private  voice 
links. 

While  backup  battery  systems 
kept  its  computers  from  crashing 
and  losing  data,  within  two  hours 
of  the  outage,  the  company  had 
to  stop  conducting  business  be¬ 
cause  its  batteries  had  run  out  of 
juice.  “We  were  totally  shut 
down,”  said  Joseph  Manno,  data 
communications  manager  at  Fun¬ 
damental  Brokers.  “We  couldn’t 
trade  or  communicate  with  any  of 
our  clients.” 

Manno  said  Fundamental  Bro¬ 
kers  was  only  able  to  come  back 
on-line  Wednesday  morning  be¬ 
cause  an  electrician  found  a  spare 
generator  in  Maryland  and  had  it 
shipped  to  the  firm. 

All  told,  three  of  five  inter¬ 
dealer  broker  networks  in  the  city 
crashed  because  of  the  outage, 
according  to  Thomas  Festa,  com¬ 
munications  manager  at  Liberty 
Brokerage,  Inc.,  an  interdealer 
broker  that  stayed  in  service. 
Festa  said  his  company  narrowly 
escaped  the  same  fate  since  it  too 
has  no  backup  power  generation 
system  or  disaster  recovery  site 
and  is  located  on  a  street  where 
all  of  the  other  buildings  lost 
power.  □ 


a  mouse,  copy  existing  user  iden¬ 
tification  information  from  LAN 
Manager  into  the  database.  In  ad¬ 
dition,  the  system  administration 
screens  will  now  run  under  Micro¬ 
soft  Windows  3-0. 

On  the  client  side,  Microsoft 
has  unbundled  the  Named  Pipes 
client/server  communications 
software  from  the  DB-Library  ap¬ 
plication  program  interface  and 
reduced  the  size  of  the  latter  from 
80K  to  40K  bytes  so  that  it  runs 
faster  and  takes  up  less  worksta¬ 
tion  memory. 

Microsoft  separated  the  DB-Li- 
brary  and  Named  Pipes  software 
in  order  to  create  a  protocol-in- 
dependent  architecture.  While 
Named  Pipes  is  the  only  protocol 
module  currently  available,  users 
will  eventually  be  able  to  swap 
different  client/server  protocols 
in  and  out  of  their  workstations  in 
order  to  access  SQL  Server  data 
bases  running  on  VAX/YMS  and 
Unix  systems. 

With  the  new  release,  Micro¬ 
soft  has  switched  from  Ashton¬ 
Tate’s  per-server  pricing  of 
$2,495  to  user-based  pricing.  A 
five-user  license  costs  $995,  and 
more  users  can  be  added  in  incre¬ 
ments  of  10  for  $995.  □ 


U.K.  firm  to  use 
SNMP  feature 
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the  process  of  building  new  LANs, 
DECnets  and  Systems  Network 
Architecture  networks,  said  Chris 
Yates,  corporate  telecommunica¬ 
tions  manager  for  the  utility 
(“U.K.  power  company  builds  gi¬ 
ant  E-l  net,”  NW,  June  25). 

AT&T  Paradyne,  which  sells 
the  Integrator  in  the  U.K.,  said  a 
contract  for  an  Integrator  sale  to 
National  Power  has  not  yet  been 
signed,  but  Yates  said  his  compa¬ 
ny  expects  to  take  delivery  of  the 
product  next  month. 

In  addition  to  managing  LANs 
and  DECnets  from  a  central  con¬ 
sole,  the  Integrator  will  also  en¬ 
able  National  Power  to  monitor 
its  T-l  network  via  a  link  to  the 
Timeplex,  Inc.  Time/Yiew  2000 
net  management  system  and  its 
SNA  network  through  AT&T’s 
SNA  Management  Application 
(SMA),  which  supports  both 
IBM’s  NetView  and  Systems  Cen¬ 
ter,  Inc.’s  Net/Master. 

On  the  voice  side,  the  Integra¬ 
tor  will  support  a  private  branch 
exchange  management  system 
from  Orbitel,  which  manages  Na¬ 
tional  Power’s  GEC  Plessey  Tele¬ 
communications  PBXs. 

Last  week,  Yates  completed  a 
1 0-day  fact-finding  mission  in  the 
U.S.,  during  which  he  visited  nu¬ 
merous  vendors  in  search  of  net¬ 
working  tools,  including  LAN 
products  from  vendors  such  as 
Codenoll  Technology  Corp., 
Chipcom  Corp.  and  SynOptics 
Communications,  Inc. 

He  said  his  company  has  yet  to 
choose  which  LAN  products  it  will 
use  but  said  they  must  support  an 
SNMP  agent  function  capable  of 
working  with  the  software  that 
will  let  the  Integrator  function  as 
an  SNMP  manager.  Initially,  the 
Integrator  will  use  SNMP  only  to 
collect  error  messages  from  re¬ 
mote  LANs,  but  Yates  said  eventu¬ 
ally  it  will  also  be  able  to  control 
devices  on  the  LAN  to  correct 
problems. 

AT&T’s  SNMP  offering  would 
let  the  Integrator  support  alarms 
and  alerts  from  a  bevy  of  devices 
and  management  systems,  such 
as  SynOptics’  LattisNet  Network 
Management  System,  that  al¬ 
ready  support  SNMP.  Depending 


HP  to 

pitch  products 
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nounce  products  at  Interex  but 
declined  to  provide  details. 

“This  announcement  will  fit 
into  their  open  systems  direc¬ 
tion,”  said  Michael  Goulde,  an 
analyst  with  the  Open  System  Ad¬ 
visor,  a  consulting  firm  in  Bos¬ 
ton.  “But  I  don’t  think  the  prod¬ 
ucts  being  announced  will  be 
revolutionary.” 

HP’s  strategy  falls  in  line  with 
that  of  other  minicomputer  ven¬ 
dors,  such  as  Digital  Equipment 
Corp.,  that  are  also  trying  to  posi¬ 
tion  their  minicomputers  as  LAN 


on  the  sophistication  of  the  at¬ 
tached  management  system,  it 
could  allow  Integrator  console 
operators  to  gather  LAN  utiliza¬ 
tion  data,  set  performance 
thresholds  on  the  LAN  and  con¬ 
figure  remote  LAN  devices. 

National  Power  also  intends  to 
use  the  SNMP  capability  to  ship 
management  data  from  its  DEC- 
net  networks  to  the  Integrator. 

The  company  plans  to  use 
DECnets  for  some  local  office  ap¬ 
plications  and  for  process  control 
applications  that  monitor  and 
control  more  than  40  power 
plants.  It  will  use  an  SNA  net  to 
support  business  applications 
such  as  accounting  and  person¬ 
nel. 

“We’re  going  to  run  TCP/IP  as 
well  as  DECnet  over  the  same 
DECnet  network,”  Yates  said. 
Therefore,  National  Power  can 
use  SNMP  to  manage  its  multipro¬ 
tocol  routers  and  ship  some  man¬ 
agement  data  to  the  Integrator. 

DEC  tools  will  support  logical 
network  management  of  the 
DECnets,  but  the  Integrator  and 
SNMP  will  be  used  for  physical  net 
management,  including  data 
gathering  on  error  rates  and  re¬ 
sponse  times. 

“You  don’t  need  that  data  all 
the  time  at  the  network  manage¬ 
ment  center,  but  you  do  need  to 
be  able  to  take  samples  and  you 
need  to  be  able  to  home  in  on  sus¬ 
pect  areas,”  Yates  said. 

Management  data  on  the  SNA 
network  will  be  shipped  to  the  In¬ 
tegrator  using  AT&T’s  SMA.  As  of 
last  week,  Yates  said  his  company 
had  not  decided  which  of  those 
management  systems  it  will  use 
on  its  SNA  net. 

Although  Yates  praised 
AT&T’s  net  management  prod¬ 
ucts  and  strategy,  he  was  not  so 
happy  about  the  Integrator’s 
price.  He  said  the  price  tag  for  the 
system  —  including  about  six  Sun 
Microsystems,  Inc.  workstations 
and  the  4B  minicomputer  on 
which  it  will  run  —  is  about  $1.8 
million.  Costs  for  training  and 
custom  application  software 
could  come  to  more  than  that,  he 
said. 

“If  you  want  the  benefits  out 
of  it,  then  you’re  going  to  have  to 
pay  what’s  really  a  launch  price,” 
Yates  said.  “I  don’t  like  that,  but  I 
haven’t  got  any  option.”  □ 


servers,  said  Duncan  Hare,  pro¬ 
gram  director  for  global  network 
strategies  with  the  Meta  Group,  a 
consulting  firm  in  Westport, 
Conn. 

However,  he  said  the  strategy 
may  be  faulty  since  today’s  high- 
end  microcomputers  and  those 
under  development  can  rival  the 
power  of  minicomputers. 

“This  is  the  minicomputer 
guys’  last  gasp  to  try  to  become 
servers  before  they  get  really 
stamped  on  by  [Intel  Corp. 
80486-]  and  586-based  ma¬ 
chines,”  Hare  said.  “I  don’t  see 
how  Hewlett-Packard  and  low- 
end  minis  in  general  can  survive 
the  onslaught  from  below.”  □ 


Microsoft  backs 
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no  one,  including  Microsoft, 
seemed  prepared  to  fill. 

“That  is  all  being  negated  by 
what  Microsoft  is  doing  now,” 
said  Perry  Mizota,  director  of 
marketing  for  Sybase,  Inc.,  the 
company  that  created  the  SQL 
Server  DBMS.  “We  are  extremely 
confident  that  someone  is  taking 
ownership  of  the  OS/2  SQL  Serv¬ 
er  and  that  the  product  is  going  to 
be  a  big  success.” 

One  key  Microsoft  program  is 
the  long-rumored  SQL  Business 
Partner  Program  under  which 
data  base  companies  license  and 
bundle  SQL  Server  with  their 
front-end  data  base  applications. 
Companies  that  have  already 
signed  up  include  Ashton-Tate, 
Blyth  Software,  Inc.,  DataEase 
International,  Inc.,  Revelation 
Technologies,  Inc.  and  Sybase. 

Progress  has  also  been  made 
with  regard  to  NetWare  compati¬ 
bility  and  front-end  support. 

“We  now  have  more  than  25 
front  ends  to  SQL  Server  ship¬ 
ping,  and  some  of  the  big  names 
like  Paradox  and  DataEase  are 
scheduled  for  release  in  Septem- 


latest  SQL  Server 

ber,”  said  Dwayne  Walker,  senior 
SQL  Server  product  manager  at 
Microsoft.  He  said  Microsoft  has 
also  worked  closely  with  Novell 
since  last  April  to  ensure  the  best 
possible  interface  between  Net¬ 
Ware  and  SQL  Server. 

To  further  encourage  develop¬ 
ment  efforts,  Microsoft  is  now  of¬ 
fering  an  entry-level,  five-user 
version  of  SQL  Server  for  $995. 
Also,  a  new  configuration  option 
enables  users  to  set  up  SQL  Server 
in  a  stand-alone  OS/2  worksta¬ 
tion  so  they  can  develop  applica¬ 
tions  for  it  without  having  to  wor¬ 
ry  about  affecting  a  production 
network  environment. 

Release  1.1  can  also  be  used 
with  Microsoft’s  BASIC  Profes¬ 
sional  Development  System. 
Thus  SQL  Server  client/server 
applications  can  now  be  written 
in  the  BASIC  language. 

The  product’s  system  adminis¬ 
tration  facility  has  been  im¬ 
proved  to  make  better  use  of  net¬ 
work  resources.  For  example, 
administrators  in  a  LAN  Manager 
environment  who  add  SQL  Server 
can,  by  pointing  and  clicking  with 
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IBM  plans  Sept, 
unveilings 
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cal  interface  for  NetView  will  be 
based  on  OS/2  and  will  be  com¬ 
patible  with  IBM’s  Presentation 
Manager. 

That  is  in  contrast  with  the 
DOS-based  Netcenter  graphical 
interface  that  IBM  acquired  last 
year  from  US  West  Network  Sys¬ 
tems,  Inc.,  he  said. 

Simultaneous  control 

The  multitasking  capability  of 
OS/2  will  enable  the  new  graphi¬ 
cal  interface  to  support  more  ad¬ 
vanced  applications,  such  as  si¬ 
multaneous  control  over  multi¬ 
ple  management  systems. 

OS/2  also  offers  far  more 
memory  than  DOS,  and  that  can 
be  used  to  run  increasingly  pow¬ 
erful  applications  developed  over 
time. 

In  addition,  the  product’s  Pre¬ 
sentation  Manager  interface  is 
said  to  be  easier  to  use  than  Net- 
Center’s  proprietary  interface 
and  will  be  compatible  with  IBM’s 
Systems  Application  Architecture 
Common  User  Access  standard. 

Many  users  considered  Net- 
Center  merely  a  stopgap  product 
from  IBM  and  were  holding  out 
for  IBM’s  own  graphical  interface 
to  NetView,  which  was  widely 
known  to  be  in  the  works. 

“If  you  knew  that  Netcenter 
was  just  an  in-between  product, 
why  take  the  time  to  install  it?” 
asked  one  user  who  requested  an¬ 
onymity.  “If  you  know  they’re 
coming  out  with  their  own,  you 
know  where  the  bucks  are  go¬ 
ing.” 

The  graphical  interface  will  be 
linked  to  NetView  via  a  new  LU 
6.2  application  program  inter¬ 
face,  which  has  also  been  expect¬ 
ed  for  some  time.  LU  6.2  support 
is  an  alternative  to  the  current 
method  that  most  IBM  and  non- 
IBM  products  use  to  ship  data  to 
and  from  NetView,  which  is  a  Sys¬ 
tems  Services  Control  Point 
(SSCP)-to-physical  unit  session. 

LU  6.2  benefits 

IBM  and  analysts  agree  that 
SSCP-to-physical  unit  communi¬ 
cations  are  much  slower  than  LU 
6.2  sessions,  which  can  support 
two-way  communications  and 
larger  blocks  of  data  at  any  one 
time. 

LU  6.2  has  also  become  a  de 
facto  industry  standard  that  is 
much  easier  for  most  vendors  to 
work  with  when  developing  ap¬ 
plications  that  attach  non-IBM 
management  systems  to  NetView. 

Since  LU  6.2  is  designed  for 
communications  between  appli¬ 
cations  —  as  opposed  to  between 

ia  terminal  and  a  host  —  it  is  well 
suited  for  net  management  appli¬ 
cations  that  require  a  conversa¬ 
tional  type  of  information  ex¬ 
change. 

LU  6.2  support  would  make  it 
easier  to  develop  applications 
that  trigger  automatic  responses 
to  predictable  network  condi¬ 
tions  (“IBM  execs  open  up  on  net 


management  issues,”  NW,  July 
30). 

Gartner  Group’s  Boyle  said 
that  within  SNA  networks,  LU  6.2 
will  also  support  new  applica¬ 
tions  that  off-load  some  net  man¬ 
agement  tasks  from  NetView  and 
reduce  the  number  of  messages 
that  reach  the  NetView  console. 

For  example,  a  token-ring  net 
linked  to  a  front-end  processor 
could  have  hundreds  of  devices 
attached  to  it  that  are  considered 
physical  units  in  SNA  terms. 

Today,  if  there  is  a  break  on 
the  LAN,  each  of  the  physical 
units  reports  the  event  to  NetView 
via  its  SSCP-to-physical  unit  ses¬ 
sion. 

“T 

JLf  you  knew  that 
Netcenter  was  just  an 
in-between  product,  why 
take  the  time  to  install 
it?”  asked  one  user  who 
requested  anonymity. 
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“That’s  going  to  flood  the  net¬ 
work,”  Boyle  said.  “And  it’s 
flooding  it  at  the  worst  possible 
time.” 

If  LU  6.2  replaced  the  SSCP-to- 
physical  unit  session  as  the  pre¬ 
ferred  way  to  ship  management 
data  to  NetView,  each  of  the  phys¬ 
ical  units  on  the  LAN  could  report 
the  outage  to  a  net  management 
application  on  the  LAN,  he  said. 
That  application  would  filter  the 
messages  and  report  only  one  er¬ 
ror  message  to  NetView  instead  of 
hundreds. 

Outside  the  net  management 
arena,  analysts  also  expect  IBM’s 
IMS/DC  to  be  able  to  use  LU  6.2. 
IMS/DC  is  an  MVS  transaction 
processing  monitor  that  supports 
the  IMS  data  base  system. 

Today,  the  only  mainframe 
subsystem  that  supports  LU  6.2  is 
CICS,  said  Joe  Mohen,  vice-presi¬ 
dent  of  Teleprocessing  Connec¬ 
tion,  Inc.,  a  consultancy  in  Gar¬ 
den  City,  N.Y. 

“IBM’s  selling  [LU  6.2]  every¬ 
where  else,  and  without  its  sup¬ 
port  on  IMS,  those  users  are 
stranded,”  Mohen  said. 


CEO  tries  to 
keep  morale  up 

continued  from  page  6 
company’s  new  Invoice  Process¬ 
ing  System  has  been  implement¬ 
ed  only  for  small  business  and 
residential  customers  so  far  but 
added  that  market  testing  is  un¬ 
der  way  for  processing  bills  for 
midsize  and  large  businesses. 

Although  Esrey  attempted  to 
paint  a  cheerful  picture  for  em¬ 
ployees,  some  analysts  were 
skeptical.  Charles  Nichols,  vice- 
president  at  Prudential-Bache  Se¬ 
curities,  Inc.  in  Boston,  said  the 


IBM  will  also  beef  up  its  LAN 
management  capabilities  with  a 
product  that  gives  users  control 
of  remote  LANs  from  a  central 
site. 

The  OS/2-based  product  is  ex¬ 
pected  to  be  separate  from  but 
compatible  with  NetView,  mean¬ 
ing  it  can  be  used  in  either  a 
stand-alone  mode  or  accessed  via 
a  NetView  console. 

IBM’s  current  LAN  Manager 
product  can  ship  alerts  from  LANs 
to  NetView  but  does  not  give  the 
NetView  console  operator  the 
ability  to  do  problem  determina¬ 
tion  or  to  remotely  control  the 
LAN.  That  must  be  handled  on¬ 
site. 

With  the  new  LAN  manage¬ 
ment  product,  users  will  be  able 
to  manage  remote  LANs  as  if  they 
were  using  a  workstation  at¬ 
tached  to  the  LAN.  And  the  prod¬ 
uct  will  be  supported  under  the 
new  graphical  interface,  Boyle 
said. 

Subsystem  support 

Another  announcement  ex¬ 
pected  next  month  involves  ex¬ 
panded  support  for  IBM’s  OSI/ 
Communications  Subsystem,  Mo¬ 
hen  said. 

The  subsystem  is  used  to  give 
users  on  OSI  nets  access  to  appli¬ 
cations  on  IBM  hosts  and  vice 
versa. 

Today,  the  subsystem  sup¬ 
ports  connections  to  OSI  applica¬ 
tions  solely  through  X.25  links. 
That  will  be  expanded  with  sup¬ 
port  for  the  3172  Interconnect 
Controller,  which  is  used  to  at¬ 
tach  token  ring,  Ethernet  or  Man¬ 
ufacturing  Automation  Protocol 
3.0  networks  to  IBM  mainframe 
channels,  Mohen  said. 

That  support  would  allow  us¬ 
ers  to  communicate  with  OSI  ap¬ 
plications  running  on  computers 
attached  to  any  of  those  types  of 
LANs. 

Mohen  said  IBM  will  also  offer 
an  X.400-based  E-mail  gateway 
that  works  under  the  OSI/Com- 
munications  Subsystem. 

Today,  the  subsystem  sup¬ 
ports  only  a  File  Transfer,  Access 
and  Management  (FTAM)  appli¬ 
cation  along  with  a  subset  of  an 
X.500  directory  service.  The 
X.400  gateway  would  enable  us¬ 
ers  of  proprietary  IBM  E-mail  sys¬ 
tems  to  exchange  E-mail  with  us¬ 
ers  of  other  X.400-based  E-mail 
systems.  □ 


letter  was  more  of  a  pep  rally  de¬ 
vice  than  a  true  assessment  of  the 
company’s  future. 

“They’re  not  out  of  the  woods 
yet,”  Nichols  said.  Although  the 
carrier’s  increased  traffic  levels 
in  July  were  encouraging,  he  said 
he  thinks  the  firm  will  have  to 
continue  its  momentum  through 
the  summer,  which  is  traditional¬ 
ly  a  slow  period  for  companies. 

Esrey  admitted  in  his  letter 
that  August  is  typically  a  slow 
month  for  US  Sprint.  “We’ll  have 
to  push  even  harder  if  we  hope  to 
develop  a  summertime  growth 
trend  here,”  he  said.  □ 


NetWare  users 
to  upgrade 

continued  from  page  1 

the  processing  of  requests  and 

slowing  response  times  for  users. 

“NetWare  2. IX  was  designed 
in  1982  to  handle  100  users  com¬ 
fortably  on  a  single  file  server,” 
said  Michael  Pierce,  director  of 
Novell’s  systems  engineering  di¬ 
vision.  “That’s  still  true,  but  FSP 
problems  occur  when  users  try  to 
overtax  the  NetWare  286  server 
by  adding  multiple  printers,  [Val¬ 
ue-Added  Processes],  network  in¬ 
terfaces  and  1G-  or  2G-byte  disk 
storage  subsystems.” 

On  an  80286  server,  NetWare 
can  support  10  FSPs  in  a  single 
64K-byte  block  of  server  memo¬ 
ry.  That  limits  the  number  of  re¬ 
quests  that  can  be  simultaneously 
processed  by ‘the  server. 

When  a  client  workstation  re¬ 
quests  data,  issues  a  print  com¬ 
mand  for  a  file  or  accesses  an  ap¬ 
plication,  an  FSP  receives  the 
request  and,  if  memory  is  avail¬ 
able,  it  performs  the  task. 

However,  if  other  FSPs  are  us¬ 
ing  the  allotted  64K  bytes  of 
memory,  the  request  must  be  put 
into  a  buffer  queue.  Consequent¬ 
ly,  network  processing  is  dramat¬ 
ically  slowed  or  the  file  server  can 
lock  up  altogether. 

“Obviously,  if  you  have  20  us¬ 
ers  on  the  network  making  mem¬ 
ory-intensive  requests  at  the 
same  time  and  you  have  only  one 
or  two  FSPs  available,  the  server 
can  only  process  a  limited  num¬ 
ber  of  requests  and  everyone  else 
has  to  wait,”  Pierce  said.  “In  a 
worst  case  scenario,  the  server 
will  overload  and  users  will  get  a 
time-out  error  message.” 

According  to  Tom  Glover, 
technical  director  at  900  VIP 
Help,  Inc.,  which  runs  a  24-hour 


Patent  Office 
sticks  by  ruling 

continued  from  page  6 
June  (“Soderblom  suffers  patent 
setbacks  in  the  U.S.,  U.K.,”  NW, 
June  25). 

Soderblom’s  response  was  a 
34-item  rebuttal,  which  he  filed 
in  mid-July.  It  took  the  Patent  Of¬ 
fice  only  six  days  to  hand  down  its 
latest  decision  reaffirming  that 
Bell  Labs  engineers  were  the  first 
inventors  of  the  closed-loop  to¬ 
ken-passing  scheme. 

Token-ring  vendors  applaud¬ 
ed  the  Patent  Office’s  latest  deci¬ 
sion. 

One  licensee  who  also  asked 
not  to  be  identified  said,  “We’re 
very  encouraged  by  the  Patent 
Office’s  recent  actions.  We’ve  al¬ 
ready  got  our  attorneys  looking 
into  ways  to  break  our  contract 
once  the  decision  is  final.” 

Although  the  tide  now  seems 
to  be  turning  against  him,  the 
saga  of  Soderblom’s  token-pass¬ 
ing  patent  is  far  from  over.  Soder¬ 
blom  has  several  appeals  options 
open  to  him  that  could  take  a  year 
or  more  to  resolve. 

Should  the  Patent  Office  disal- 


telephone  hot  line  for  NetWare 
service  and  support,  “What’s 
happening  is  that  as  users  at¬ 
tempt  to  increase  the  perfor¬ 
mance  of  their  NetWare  286- 
based  file  servers,  they  run  out  of 
FSPs.” 

Dave  Prendergrast,  director  of 
corporate  research  with  U.S.  Cel¬ 
lular  Corp.,  a  cellular  phone  car¬ 
rier  in  Chicago,  had  never  heard 
of  FSPs  until  last  year,  when  the 
company  attempted  to  improve 
net  response  time  on  its  NetWare 
2.15  file  server  by  adding  acceler¬ 
ated  device  drivers. 

“We  plugged  the  four  acceler¬ 
ated  software  drivers  for  NetWare 
into  the  server  and  instead  of  see¬ 
ing  improved  network  response 
time,  it  degraded  dramatically,” 
Prendergrast  said. 

The  company  then  checked  its 
FSP  allocation. 

“We  realized  that  before  add¬ 
ing  the  accelerated  drivers  to  the 
server,  we  had  five  FSPs.  Once  we 
added  them,  we  were  down  to  just 
one,  which  meant  that  the  re¬ 
quests  were  backing  up  and  we 
had  big  processing  delays,”  Pren¬ 
dergrast  said.  Consequently,  the 
user  decided  against  the  new  soft¬ 
ware  drivers  until  it  could  install 
NetWare  386.  NetWare  386 
doesn’t  suffer  from  an  FSP  short¬ 
age  since  the  operating  system 
has  been  totally  redesigned  to 
support  memory  allocations  of  as 
much  as  16M  bytes  for  FSPs  and 
other  functions.  In  fact,  NetWare 
386  servers  support  256  times 
more  memory  than  the  older  ver¬ 
sions,  which  supported  64K 
bytes,  Pierce  said. 

He  said  that  in  response  to  the 
FSP  problem,  the  firm  is  “investi¬ 
gating  the  possibility  of  overcom¬ 
ing  the  FSP  limitations  in  future 
releases  of  NetWare  286  with  an 
upgrade  or  patch.”  □ 


low  Soderblom’s  forthcoming 
written  rebuttal,  he  can  appeal 
the  decision  to  the  Patent  Office’s 
Internal  Board  of  Patent  Appeal 
and  Interferences,  file  a  civil  ac¬ 
tion  in  federal  district  court  to  di¬ 
rect  the  commissioner  to  issue 
the  patent,  or  file  an  appeal  to  the 
court  of  appeals  for  the  federal 
court. 

“It’s  definitely  not  over,”  said 
Ed  Murray,  director  of  North 
American  operations  for  Madge 
Networks,  Ltd. 

“It’s  the  third  action  in  a  row 
that’s  gone  against  Soderblom. 
These  actions  confirm  our  deci¬ 
sion  that  his  patent  is  not  applica¬ 
ble  to  today’s  token-ring  technol¬ 
ogy,”  he  added. 

Arnold,  White  &  Durkee’s  Har¬ 
ding  agreed.  “The  fat  lady  hasn’t 
sung  yet  since  the  Patent  Office 
didn’t  kill  all  of  Soderblom’s 
claims,”  he  said.  “But  the  patent 
examiner  made  it  clear  that  So¬ 
derblom  didn’t  invent  the  closed- 
loop  token-ring  scheme,  which  is 
the  basis  for  most  of  today’s  to¬ 
ken-ring  technology,  and  that’s 
the  key  issue  that  enabled  Madge 
Networks  to  prevail  in  its  U.K. 
court  decision  in  June.”  □ 
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GetAI&T  EDI.  Because  if  one 

. 


Here  at  AT&X  we  know  that  an  Electronic  Data 
Interchange  service  is  only  as  good  as  its  component 
parts.  That’s  why  we’ve  designed  each  part  of  AT&T  EDI 
to  be  equally  strong.  Why  does  our  EDI  stand  up  to  your 
business’  needs  better  than  any  other?  It’s  a  matter  of 
simple  addition. 

Network 

AT&T  EDI  is  part  of  the  AT&T  Global  Messaging  Net- 
work.This  network  is  based  on  our  patented  “Message 
Transfer  Architecture”  that  uses  CCITT  MHS  X.400,  the 
internationally  accepted  messaging  standard.  So  you 
can  easily  link  up  with  trading  partners  around  the 
world.  And  you  can  send  and  receive  encrypted  data, 
ensuring  the  security  of  sensitive  documents.  Further¬ 


more,  the  AT&T  Global  Messaging  Network  can  be  used 
not  only  for  EDI  but  for  electronic  mail  and  enhanced  fax. 

+ Systems 

Our  unique  open  architecture  means  that  our 
EDI  can  work  with  whatever  systems  you  have,  whether 
they’re  mainframe,  mini  or  PC-based.  We  have  the  soft¬ 
ware  and  systems  for  you  and  your  trading  partners,  no 
matter  what  size  they  are  or  how  advanced  they  may 
be.  And  with  our  open  architecture, we  make  it  easy  for 
your  system  to  adapt  as  your  business  grows. 

+ Support 

From  the  day  you  start  talking  with  us  about  EDI, 
you  can  get  an  extensive  range  of  support  services.  From 
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piece  is  out  of  balance, 
we!l,>ou  know  w  hat’ll  happen. 


customized  trading  partner  conferences  and  imple¬ 
mentation  seminars  to  on-site  technical  support.  You 
also  get  the  benefit  of  our  extensive  experience  with 
EDI.  After  all, we’ve  been  using  EDI  here  at  AT&T  for 
more  than  ten  years. 

=The  best  EDI. 

So  get  the  most  advanced  EDI  network  there  is, 
with  the  most  flexible  systems  and  unsurpassed 
support.  AT&T  EDI.  Because,  on  balance,  the  best  EDI 
is  the  sum  of  superior  parts. 

Quality.  Another  AIM'  advantage. 

For  more  information,  call  your  AT&T  Account 
Executive  or  1 800  367-7225. 


AT&T 


The  right  choice. 


Now  user  support  is  faster  and  easier  than  ever  because  you  can  help  more  than  one 
person  at  a  time.  With  Timbuktu®  3.1,  you  can  observe  and  control  multiple  Macintosh 
computers  in  multiple,  resizable  windows.  Which  means  you  don’t  have  to  wipe  out  your 
screen  to  see  someone  else’s. 

Without  leaving  your  Macintosh,  you  can  help  a  user  down  the  hall  solve  a  printer  prob¬ 
lem  in  one  window,  monitor  a  server  in  another,  while  still  using  your  own  application.  And 
each  window  is  dynamically  updated,  regardless  of  which  one  is  active. 

Timbuktu  also  provides  fast  and  efficient  file  transfer  capabilities,  because  you  can 
send  any  combination  of  files  and  folders  directly  to  another  user.  And  that  means  you  can 
update  software  quickly  and  easily. 

Multi-window  Timbuktu.  Now  you  have  more  opportunities  to  solve  more  problems  with 
a  lot  less  effort* 

For  information  on  Timbuktu,  the  Timbuktu  30-Pack, 
or  The  Gold  Plan,  our  volume  purchase  program,  call  Cus¬ 
tomer  Service  at  (415)  596-9000.  Dealers  call  our  Reseller 
Hotline  at  1  (800)  344-7489  in  U.S.  and  Canada. 


*One  copy  of  Timbuktu  is  required  for  each  computer. 
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The  Personal  Communications  Company" 


2000  Powell  Street,  Suite  600,  Emeryville,  CA,  USA  94608  FAX:  (415)  596-9020. 
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